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Suggest them to your Customers — and 
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BUY ONE OF THESE BONDS TODAY! 
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NO. 5 IN THE “AMERICAN” SERIES OF UNITED STATES NAVAL VESSELS IN ACTION 


From a painting in color by Milton Menasco* 


CASABLANCA 


A Review by Fletcher Pratt, Noted Naval Authority 


On the morning of November 8, 1942 one of the greatest fleets in 
American history appeared off Casablanca. The place belonged to 
France; but the French officers in charge were those agreeable to 
the Nazis. As the American ships neared shore coastal batteries 
opened fire; so did the new French battleship Jean Bart which lay 
in the harbor without engines but with her guns in perfect order. 

In half light of early day her shells began to fall among the 
American ships. Planes from our carriers reported that five French 
submarines in the harbor were moving. A light cruiser and seven 
of those giant French destroyers that are almost the size of cruisers 
were raising steam. Our forces were vastly superior but the enemy 
combination presented a nasty problem, for taking time to reduce 
the place through formal operations would give the Germans op- 
portunity to rush in help by air. They already had numerous sub- 
marines on the track of the convoy. 

Admiral H. K. Hewitt’s planes were wanted everywhere at once, 
but he spared enough to attack 
the French submarines leaving 
the harbor; three of them were 
sunk by dive bombers before they 
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AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N. Y. 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 


could get free and the other two as they tried to attack. Our new 
battleship Massachusetts in her first combat mission duelled with 
Jean Bart from 26 miles distance and at the second salvo wrecked 
her. Our light cruiser Brooklyn and heavy cruiser Augusta took a 
chance on running in under the fire of the shore batteries to reach 
close quarters against the French destroyers and in an action fought 
through trailing smokes sank them or drove them on the beach. 
The troops landed and though German U-boats got three of the 
transports which had carried them, the battle and Africa was won 
and the tide of the war had been turned. 


* * * 


The quantities of material for this war run into astronomical figures. Rope 
by the hundreds of miles is needed for hawsers, rigging, handling lines, car- 
go nets and innumerable other uses. Our entire production of American 
“Superior’’ Pure Manila Rope goes for these purposes. For less essential 
needs good substitute American ropes are available. They are painstakingly 
made to the very highest standards. You can buy and use them with confi- 
dence. Ask your supplier. 


*FREE PICTURE SUITABLE FOR FRAMING-—A full-color reproduction 
of the above painting, with a chart and additional details about this en- 
gagement, may be had upon request. Write for your copy today. 


AMERICAN ROPE 


OAKUM ¢ PACKING 


Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo, 
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* THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN.,U.S.A. * 





| FOR A HEALTHY YOUNG AMERICA 


New promotion to sell sports and recreation equipment linked 
with national campaign to combat juvenile delinquency 


“Keep young America, future 
America, healthy and fit during 
this war” is a mighty good theme 
to introduce into your store pro- 
motions this summer. Practical 

-because of the many sports 
and recreational products rela- 
tively unaffected by priority 
rulings. Timely — because of the 
considerable attention being 
given to wartime juvenile delin- 
quency in the press and forums 
of the nation. 


Community Projects 

In communities surrounded by 
large war industries particu- 
larly, civic groups are stressing 
the need for recreation centers, 
or for more supervised recreation 
in the schools, to “get the kids 
off the streets’ while their war- 
working parents are unable or 
unwilling to control them. Deal- 
ers who stand ready to cooperate 
may find a number of opportuni- 





ties for increased sales. 


What to Sell 

Buildings or schools are re- | 
modeled or repaired for com- 
munity centers. Hardware repair 
products are needed where Boys’ 
Clubs, Scout groups and similar 
organizations will need sports 
equipment. The following list 
may include certain products 
which had not yet occurred to 
you, and which are now gener- 
ally available, although the 
supply may vary in _ specific 
cases: 
Archery equipment 
Badminton equipment 
Baseball goods 
Beekeepers’ supplies 
Boxing equipment 
Camping equipment 
Dog supplies 
Furniture, lawn & porch 
Hunting clothing 
Model kits for plane & boat 

models 
Picnic sets, tables & benches 
a equipment (inc. sand 


x 

Saddles & riding accessories 

Softball equipment 

Sportswear 

Summer furniture (inc. swings) 

Sun glasses 

Tennis equipment 

Tents 

Toys for outdoor use (inc. sand 
toys) 
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Here is an idea for a window display which may suggest a special promotion for your store. Your 
customers may not realize how many products you can supply them for sports and recreation. 





Building Wartime Sales 
Without Selling“Substitutes”’ 


Dealers are becoming a bit 
cautious about filling their stores 
with so-called “‘substitute’’ prod- 
ucts. Experience is proving the 
advantages of concentrating on 
products which can be sold as 
sound investments and supply 
the real needs of wartime cus- 
tomers. For instance, home- 
owners and housewives, caught 
by the shortage of help, are good 
customers for a wide variety of 
repair items — including, re- 
cently, endless V-belt for motors, 
washing machines and refrigera- 
tors. Other such items: house- 
hold cleaners, glues, porcelain 
glaze, crack fillers, mending tape, 
sandpaper, synthetic sponges, 
weather stripping. 

One dealer, the Besser Hard- 
ware Company, Little Rock, Ar- 
kansas, as reported in SOUTH- 
ERN HARDWARE, has a list 
that is worth repeating: straw 
clothes baskets, dishes, glass 
ovenware, light bulbs, smoking 
pipes, brooms, mops and brushes, 
twine, canvas soil soaker for 
Victory gardens, gardeners’ 
aprons, work and garden gloves, 
flypaper, khaki traveling bags, 
kerosene lamps and lanterns, 





men’s billfolds (they sell rapidly ) 
and a large line of wooden goods 
including butter presses and 
paddles, rolling pins, clothes pins, 
ete. 

“T am not expecting to lose a 
dollar on anything in the store,”’ 
says this dealer, ‘‘and I hope not 
one of my customers will be dis-" 
appointed or disgusted with 
something he has bought here.”’ 


Establishing the Store As 
Headquarters for Groups 
of Related Products 


Your seasonal promotions 
need not come to a complete stop 





when the season is over. Some 
dealers are discovering that their 
stores can become known as 
“Victory Garden Headquarters” 
simply by putting a little effort. 
behind gardening equipment 
during theentire year. The cumu- 
lative effect of continuous smal. 
displays, or verbal suggestions, 
or Victory garden literature, 
put certain stores out in front 
this Spring. Similarly, with 
maintenance and repair, fuei 
conservation, rentals, household 
and farm* products —even a 
small amount of consistent dis- 
play of related items pays 
dividends. 








Parents who read this Yale ad- 
vertisement in the June 17 
SATURDAY EVENING 
POST, dramatizing the success 
of good recreational facilities in 
combating juvenile delinquency, 
will get a good idea of the kind 
of sports and recreational equip- 
ment you can supply. 





Hardware Age, publ 
March $3, 1879 (Printed in U. 8. 
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A.) $1.00 per year. 


ished every other Thureday by Chilton Co. (Ino.). Entered as second-class matter March 24, 1988, at the Post Office at Philadelphia under the Act of 
Bingle copies, 25¢ each. Vol. 1538, No. 13. 











Base Your BiG Sales Plans on 


STANLEY HARDWARE 


«(a(n (eee 


he leadership of Stanley Hardware for 
industrial building construction is a 
mighty sales advantage for every Stanley 
dealer. Match every construction need 
with the wide variety and unbeatable 
quality available in Stanley Hardware. 


THE STANLEY WORKS 
New Britain, Conn. 


HARDWARE AGE 
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NUCUT’s coarse teeth cut deep, clean, true. 
Its fine teeth level the surface smooth. Both 
operations take place at the same stroke, with- 
out any scraping or skidding. 


Because of this unique combination of coarse 
and fine teeth, NUCUTS do more work, faster, 
easier, with less effort. Let him try a NUCUT 
on stainless steel, iron, aluminum, brass, cop- 
per, slate, wood, fiber or plastics, and the re- 
sults will speak for themselves! 


See your own jobber for the proper lengths, 
shapes and cuts you need to meet all your 
customers’ needs best. 


JUNE 22, 1944 


2 JOBS 
CUTTING AND SMOOTHING 


AT EVERY STROKE! 








When your customer watches a NUCUT File at work, he is certain 
to agree that it is almost as if two files were on the job. 


CAMERA SHOWS NUCUT’S “WAVY TEETH’ DESIGN 





From this reproduction af an unretouched 
micro-photograph, you can see the patented 
(No. 2027039) “Wavy Teeth” design that 
identifies a NUCUT File. It is this feature that 
enables a NUCUT both to cut and finish at 
the same time. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers — Good Tools Since 1836 
Newark, New Jersey ¢ Newcomerstown, Ohio 


ASK FOR THE FILE WITH THE WHITE TANG 
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CHICAGO 


DOOR CLOSERS 


ly; 


will set the standard for the future, 


_ 


NORTON LASIER COMPANY 


as they have in the past. 
466 WEST SUPERIOR STREET, 














DOORS OF THE FUTURE 
Design and mechanism of LCN Door Closers 


Must close 





arte sgee 

: ~ $2 tw ee 

} ne ee 
ade d ate 

te ete ie eon oe arena 


pore 





J Copyright 1944, Norton Lasier Co. 




























The American housewife has indicated her pref- 


ad erence for Rid-Jid design and quality by making 
and F 
cu it her first choice in the housewares field. Today 

5 \\ she’s not able to buy all the Rid-Jid products she | 
\4 


in vital war work. We're planning however 


——V ey wants because most of our facilities are engaged 
for the time when you'll be able to offer her 
‘ 


still greater value behind the Rid-Jid name. 


Rid-Jid IRONING TABLES 
f Rid-Jid LADDERS 

Rid-Jid CLOTHES RACKS 
WOODENWARE 
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“VICTORY” 
MODEL 








We feel fortunate, under present conditions, 

te be able to give you a coal-wood Heater of 
such advanced design. In fact, this new Model | 
219B is one of the most efficient-performing 
circulators ever built by Monarch — or now 
on the market. A new high has been attained — 
in heating efficiency which ties-in with the _ 
nation’s fuel-saving program as well as the — 
individual customer's interest in dollars-and- ae 
cents economy. a4 
Finished in smooth brown porcelain cient 4 
free from dirt-catching ornamentation, — it 


ings. It has a 19” firepot. Write for EX 













CLUSIVE DEALER FRANCHISE today. 
FOR EXCELLENCE = IN WAR PROD = 
vi 
Ask to receive the monthly “MONARCH REPORTER"' 
MALLEABLE IRON RANGE CO. 
Patent Pending 2464 Lake St. Beaver Dam, Wis. 
8 HARDWARE AGE 
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Glasbake and Range-tec are backed by 


the 91 year experience of McKee in the 
making of quality glass. Millions of 
women know their merits. 

Each year about 1% million new homes 
are established. It is to acquaint these 
brides and housekeepers of today and to- 
morrow that we are advertising these 
proven products in Good Housekeeping, 
Ladies’ Home Journal, American Weekly and 


McKEE 


for you 


pans is work; 
scour, and pull and jerk. 
pans ...and Glasbake too 


of cleaning, and look like new. 


American Home, aelling them to go to 
your store. 

Shipments are being made as promptly 
as the unprecedented demand permits. We 
are making and shipping more Glasbake 
and Range-tec ware than we ever did in 
our history. Order date determines ship- 
ment priority. The McKee Glass Co., 
Jeannette, Pa. . . . Since 1853—Glass with 


a Guarantee. 


to make customers 


GLASBAKE — RANGES ———————— 


OVEN WARE wot. 


THE MOST COMPLETE LINE OF GLASS COOKING 


TOP-OF-STOVE WARE tse 1. 


WARE IN THE WORLD 
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Still serving the ESSENTIAL JOB! 
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HAT is the assignment for 
National Hardware for the 
present—an important one too, 


. because it is a part of industry’s 


contribution to the war effort to 
hasten the day of victory. 


Essential building projects for 
which government priorities can 
be furnished are benefiting from 
the years of manufacturing expe- 
rience that are back of this ex- 
tensive line of builders’ hardware. 


National 


BUILDERS’ 
HARDWARE 


This hardware is not by any 
means just a war baby, built and 
fashioned for an emergency only. 
Lasting strength and stamina 
have always been among the 
outstanding characteristics of 
National Hardware. 


While the postwar era will find 
many additions to the extensive 
line, the same high quality will 
remain, assuring the maximum of 
service lecnaness at all times. 


oe ay \Mttown\ 9 of 


NATIONAL MANUFACTURING COMPANY 


STERLING - = -; 


ILLINOIS 
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Guides of the big woods say, “Silvertip, she gettum 
quick”. They know about Silvertip accuracy. They like 
the deep penetration and positive mushrooming of its 
bullet—its knockout power. Sportsmen, too, have the 
same high regard for the Silvertip—for all Western 


ammunition. 


When sporting ammunition is again available you can 
recommend Western, knowing that its performance 
will always back up your recommendation ..Western 
Cartridge Company, East Alton, Illinois. 


WORLD CHAMPION AMMUNITION 


SUPER-X, SILVERTIP AND XPERT AMMUNITION + WHITE 
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FLYER TRAPS AND TARGETS 
1] 








* STAR RANGES HAVE BEEN LEADERS SINCE 1895 * 


... complete satisfaction 


with the DVS ranges 
handled by our stores in 


St. Paul and Minneapolis.” 


In the older of these two famous cities people buy their 
DVS White Star ranges from the St. Paul House 
Furnishing Company; in the other “twin” it’s the 
Minneapolis House Furnishing Company that handles — 


The St. Paul 


the line. Each institution enjoys the good will and the House Furnishing Company 
St. Paul, Minn. 


patronage of its respective community. 


Mr. Walter A. Levy is Furniture and Appliance Mer- 
chandise Manager for both stores, and it is Mr. Levy’s 
opinion that a lot of the cooking in the twin cities is 
done on White Star ranges. 


“They are very popular,” says Mr. Levy, “and de- 
servedly so. We have had 

complete satisfaction with the 

ranges, and we have thorough- 

ly enjoyed our business asso- 

ciation with the DVS organi- 

zation.” 


BUY MORE WAR BONDS 





Walter A. Levy, Fur- 

niture and Appliance The Minneapolis 

Merchandise Manager House Furnishing Company 
\ for both stores. Vinneapolis, Minn. 


























Wal 
A BORG-WARNER INDUSTRY (Now Available) 


*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 
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Old Fashioned ratoverd os 


BP it's a fact! The more you look into Old Fashianed, 
c the more you can see the sales and profit-making pos- 
sibilities of this line of Cast Iron Chrome Cookware. 
That’s why so many dealers right now are including 
Old Fashioned in their post-war sales plans. 

Consider these facts: O1N Fashianed appeals to 
housewives instantly because of its sparkling beauty. 
They like its full size. And they ate quick to appreciate 
the fact that it is easy to clean. Housewives know that 
cast iron cooks better, retains heat longer and distributes 
heat evenly. And @1n SZashionrn’s durability and 
long life are evident at first ghance. 

Before Pearl Harbor those features meant quick sales, 
rapid turnover and ever-increasing profits wherever 
Old Fashioned was displayed. They will do it again, 
once production is resumed. 

We have a selling proposition and a program for post- 
war promotion that will interest you. Why not let us tell 
you more about it? Write TODAY. 
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CAST IRON CHROME COOKWARE 


“Ohe Brightest Spot in the Kitchen 





( t | A ‘ A A \ .~ X \ ‘ 
3450 DENTON AVE. (HOUSEWARES DIVISION) pvetroirt 11, micH 
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VETERANS OF 


| 

Veterans of war service are many | 

Lowe Brothers finishes which, to- 

day, are protecting military equip- | 

ment against the hazards of weather, | 

transportation and battlefront wear. 
Product of intensive research devel- 


opment are the new and improved 


promise an even higher standard 


of service to your customers, and 
greater profits for you, in the 
competitive days of peace ahead. 











Lowe Brothers finishes which | 4 


THE TANGLEFOOT COMPANY 


| 356 HEMLOCK ST., S.W. * 


THE CANKERWORMS 


In addition to the horde of tree 
climbing insects that continually 
threaten the destruction of foliage 
and fruit there’s a special scourge 
of cankerworms that strikes in 
late Summer and early Fall. Now 
is the time for tree owners to thor- 
oughly protect their trees by band- 
ing them with TREE TANGLE- 
FOOT. Our national advertising 
reaching millions of tree owners is 
selling the advisability of banding 
NOW! You'll find the hundreds 
of prospects in your community 
easy to convert into profitable 
sales. Sales of TREE TANGLE- 
FOOT are growing by leaps and 
bounds. Get your share of this 
constantly repeating, rapidly 
growing, profitable business. Call 
your jobber immediately. 





For more than forty years 
@ band of TREE TANGLE- 
FOOT has been an insur- 
mountable barrier to all 
climbing insects. 












Conveniently Packaged 
for All Types of Trade 





GRAND RAPIDS, MICHIGAN 
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Sherman Wholesalers who stocked up heavily with Plastic Garden Hose 
Goods, are now doing a fine job for the retail Hardware Dealer as the 
result of their foresight and good judgment. 


This is evident from the hundreds of reports we are now receiving from 
prominent Hardware Wholesalers. In answer to a questionnaire recently 
sent out, these distributors tell us that with millions of new Victory 
Gardens being started, -the demand for Sherman Plastic Nozzles; 
Sprinklers, Couplings, etc., is far above last year in most sections of 
the country. 


These reports make it clear that every hardware retailer will find it 
profitable to carry an adequate stock of Sherman Hose Goods straight 
through the season—to make window displays of these goods, and give 
them a prominent table location. 


Fill in your stocks TODAY, and plan to make Sherman Plastic Hose 
Goods a real volume producer. Your Sherman Wholesaler can fill your 
order promptly. 


H. B. SHERMAN Manufacturing Co. 
Battle Creek, Michigan 








The "Tulip" 





The "GLAMOUR" 


Colorful, full-size, highly lustrous 
plastic, amazingly attractive. Ad- 
justable for spray, straight stream, 
or shut-off. Exclusive leak-proof 
construction 


A Note to Our 
Distributors: 


We appreciate your fine re- 
sponse to our questionnaire re- 
garding Hose Goods sales. AJ- 
though we had planned to 
publish in this ad the names of 
all Wholesalers who reported, 
‘we now find this impossible. 
Space is not available to list 
the hundreds who have replied. 


Instead, we are mailing a bro- 
chure listing all names, to 
15,000 Hardware Retailers 
throughout the country. You 
will receive a copy of this. 
Watch for it! 





The "Victory" 
Garden Spray 
Nozzle 


= rinkler Fine, dense, flat spray. 
saline "'long-grip" coupling - ideal for giving the Vic- 

A dainty, three-quar- Beautiful, unug#ual de- tory Garden the right 
ter size, all plastic The “Ful-Fiow™ All the famous Sher- sign. Durable, no mov- start. Won't beat down 
nozzle, fully adjust- man features, now ing parts to wear. Plas- seedlings or wash = 
able for spray. Simple, low-priced, in ‘“‘long-grip’’ Cou- tic head, heavy ceramic the roots. Also excationt 
straight stream, or non-adjustable nozzle plings and Menders base. Delivers high, for watering flowers an 


shut-off, of durable plastic. of Plastic. 


wide, misty spray. 


dozens of other uses. 








A MESSAGE TO MYERS DEALERS 


Blotter advertising is an effective way to keep your name 
and your business before your customers and prospects. 
A brand new series of cartoon blotters is included in 
Myers complete program for local cooperation with 
dealers. Use these blotters for cost-free advertising of 
your business in local banks, post office and schools. We 
have a simple plan for distributing the blotters through 
your local schools for you. Many other Dealer Aids are 
furnished to help you line up prospects and make them 
think of you when the big water system market swings 
wide open. Ask your Myers salesman, or write us. 


The F. E. Myers & Bro. Co., 1007 Church St., Ashland, O. 


WATER SYSTEMS + PUMPS + SPRAYERS + HAY UNLOADING TOOLS 
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GET READY NOW FOR THE FUTURE 


wt PINCORZ, dtucts 


for he HARDWARE TRADE 


POWER LAWN MOWERS e HAND LAWN MOWERS 
BATTERY CHARGERS e POWER PLANTS e CENTRIFUGAL PUMPS 


Look for new PINCOR products just’ ness. All PINCOR products are t 
as soon as war conditions permit their result of careful research by Piog@r, 
manufacture. They will mean increased engineers and reflect high standg 
sales and profits in your postwar busi- design and craftsmanship. 
























Your inquiry will receive our prompt attention 


WAR 
BONDS 


The mower illustrated indicates possible future 
trend, not necessarily aetual design 


fae 


IN-E-MOTOR 5841-49 W. DICKENS AVE WW, eeins 
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The World’s Finest Grass Shear & 


The minute the war is over we will be out with our complete new y 
Doo-Klip line. We believe it will be the finest line of lawn tools / 
ever offered, e Quality will be maintained in every particular, and 
the same aggressive policy of advertising and merchandising will 
be back of the line. e It will pay you to remember Doo-Klip. 


THE LEWIS ENGINEERING & MFG. CO. ~~ 
ALLIANCE e OHIO , 
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DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


’, Imerease your profits. Join the swing 
\. to Dearborn, the complete line of vented 


JACKSON 


WHEEL BARROWS 
LAWN ROLLERS 
CONCRETE CARTS 


and unvented heaters offering _ SALAMANDERS 
tures “plus Matehioss "Performance DRAG SCRAPERS 
It’s the Quality = that leads in sales MORTAR PANS 


/ from coast to 


FEATURES THAT SELL 


Ultra-smart A Air I 
Cabinets—Hi Crown rn er ann , 


MORTAR MIXING BOXES 








Superior Products 
ores which meet exacting 
WRITE FOR LITERATURE demands i ae 


AIR COOLED CABINETS sf hel ban oo 
For Safety you will sell when condi- 


Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 

can install it against the wall—tight. No blistered woodwork. No scorched cur- 

tains. No seared fingers. No burned furniture. The syphonaire chassis is the 

—- It’s patented. Dearborn’s famous cool cabinet feature is a major contribu- 
jon to safety. 


proval. These are features that make 
heaters truly Outstanding. 
Offer a Talkable—Visable and 





d 





tions return to normal. The fact 
that Jackson has maintained de- 
pendable serviee and will continue 
to do so even under various limi- 
tation orders is your assurance that 
you'll be able to meet your cus- 
tomers’ needs satisfactorily. 


WAT. BUT. 
MFG. PRO. There is a Jackson Wholesaler near 
MIX. . GAs. you ready to serve. Ask us for de- 
tails. 
FAMOUS HI-CROWN BURNER J ACKSON 








with Blue Flame Pilot Light 
ALL Dearborn Heaters have this costlier but definitely 2 aoute Hi-Crowsa Burner 

ond Rive Fieme Pint Light. Te ton MANUFACTURING CO. 
DEARBORN STOVE COMPANY Harrisburg, Penna. 


and Blue Flame Pilot Light. You get unequalled burner performance plus the 
8256 Milwaukee Ave., Chicago, tI. 3025 &. Grand Ave., Los Angeles, Calf. Est. 1876 
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You ccoee “I am glad to talk about Warren Tools because you took good care 
of us during the war. How did they manage to continue their regular produc- 
tion of tools while producing other war materiel?” 


Salesman..... “Warren Tool Corp. tripled tool production by utilizing every 
bit of equipment it had and by working around the clock. Then to take still 
more direct and active part in war production, it added much equipment to 
fulfill a contract with the Army and Navy for armor piercing shot. 

“In short, Warren Tool Corp. shipped more tools to railroads 
and hardware concerns than in any other period, but due to the unprecedented 
demand, everyone could not be supplied with as many tools as he wanted.” 


Vou. .oes “Well, we all did our bit but I am glad that the day has arrived 
when you and I can talk about such subjects as this order for Warren Tools I 
am about to hand you. I want your old-time prompt delivery.” 





Salesman..... "Yes Sir!” 
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Waste Collectors, as a rule, are not 
too gentle with the Cans they handle. 
So the ordinary, flimsy, poorly-con- 
structed Can quickly collapses under 
the weekly beatings the collector 


When peace comes... hands out. Only a heavy-gauge, 


solidly-constructed, hot-dip galvan- 
d jo ized Can—A WITT CAN—is built to 
it will be take these heavy poundings, week in 


and week out, year after year. No 
wonder users look with pride on the 


When you think about the future, it’s a many years of service their Witt Cans 
give. 





good idea to consider more than prod- 
ucts. For instance, you take it for grant- 
ed that the GRAND Gas Ranges to come 
after the war will be fine products, with 
the advanced, efficient features you 
naturally expect from GRAND. But we’re 
going much further . . . with practical 
sales helps and lively merchandising 
plans. And we're planning a new sales 
training program, that will bring com- 
plete product information and selling 
instruction right to the people on your 





sales floor. 





Again there'll come a day when you'll 
be selling appliances in a buyer’s mar- 


ket instead of a seller's market. GRAND | THE WITT CORNICE C0. 


will b dy for it! 

Pawan? Winchell Ave., CINCINNATI 14, OHIO 
G, | Originators of the Corrugated Can 
Zhand IVE V TTT YOUR SCRAP WILL SPEED VICTORY 
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this MAGIC BUTTON 


FOR THE 


GREATEST 


YOU’LL EVER EXPERIENCE! 





SELL 


FLATLUX 


IT’S MADE 
WITH OIL! 


EXCLUSIVE FRANCHISES NOW OPEN...WRITE.BPS TODAY! 
Distribution is Regulated...YOUR PROFITS ARE PROTECTED 


For the greatest wall paint sales you'll ever experience—for new and 
greater profits—sell BPS FLATLUX the sensational, one-coat wall 
paint. IT’S MADE WITH OIL! Not a water paint—not a fad—the 


surface can be repainted any time. That’s why thousands all over the 















BPS Products, Pro- 


motions and Partner- 








country are turning to Flatlux daily. ship Policies earn and 
To press the magic button to faster sales, get the exclusive BPS hold the loyalty of 
franchise in your neighborhood. It’s thé only one allotted near you— Paint Dealers every- 





thus your profits are protected! For complete details on how you can 
secure this extremely valuable franchise, write The Patterson-Sargent 


where. 














Company today! 









In the South Pacific, over Europe, 
and in Alaska’s bleak Interior .. . 


CRESCENT TOOLS GIVE WINGS | 


@ In more peaceful times, Crescent Tools 













have always enjoyed pretty much world- 
wide use. Very small by comparison, how- 
ever, with the job of “exporting” which has 







been done in the past two years with the t 
Army’s very able assistance. The letters we T 
receive, as well as action stories in the pub- ; 
lic press, convince us that the tools we could e 
not sell you, are helping our armed forces 
along their hard, yet undeniable, road to - 






Victory. Crescent Tool Company, 






Jamestown, New York. 





Iu Pasha... 


An engineer had to make a trip, by outboard mo- 
tor boat, into the frozen interior. A long way from 
any repair shop, his motor “konked out.” With- 
out a tool kit, he had to tramp to the nearest Es- 
kimo village. He asked the first native he met if 
he had a wrench. “Imagine my surprise when ' 
this Eskimo reached in his hip pocket and pulled 
out a CRESCENT WRENCH.” 
















~ 










a the South Pacific... 


Lost in a steaming jungle, a Jamestown boy 
struggled and fought Nature at her worst, try« 
ing to get back to the American lines. About 
to give up because of exhaustion, he sat down. 
on a log. When he had shaken off the worst \ 
of his fatigue, he looked down at his feet and ad) /f 
realized that the object his weary eyes had Sy! 
been focusing on was a CRESCENT WRENCH ' 
and a pair of pliers. Encouraged at the sight 
of a hometown product, he eventually found 
his way out and back to our lines. 


/ 


He 


<eF 2 
“a 
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TO WORK . and Yrcror’, 


Ouer Europe... 


The crew of a badly damaged Flying 
Fortress jettisons every disposable 
item of equipment in order to light- 
en the plane and better their chances 
of reaching England. They had been 
told in lectures that “it was impossi- 
ble to get rid ofa ball turret in flight.”” 
Four sergeants of the crew decided 
that perhaps it wasn’t impossible. 
They went to work, and with—as the 
press dispatch stated —“A CRES- 
CENT WRENCH, A PAIR OF. PLI- 
ERS AND A LOT OF CUSSING,” 
they got rid of the turret in just fifteen 
minutes. With their ship lightened 
by eight tons, the plane zoomed up 
and on to England, and safety. 






















































GLAD RAG is the modern way to clean 
and polish silverware, gold, brass, cop- 


per and all metals. No paste, powder 
or liquids needed. The polish is in the 
Just rub to polish. Absolutely 
Keep fast - selling 
Available 


cloth. 
safe. Order now. 
GLAD RAG on display. 
through your jobber. 


GL RAG ISA 
PROFITABLE SELLER. 
FEATURE BOTH REGU- 
LAR 10¢ SIZE AND 
LARGE SIZES. 


comes RAG PRODUCTS CORP 


f ‘ Mt 





this heavy duty 


ICE PICK 


... one of a fine 
family of HAND TOOLS 


Members of the Briddell fam- 
ily of hand tools don’t look 
much alike, but they have 
one quality in common. You 
guessed it—Briddell quality! 





Every one’s made as good as 
we know how, to make work 
easier for the folks that use 


"em to earn a living. e 


ICE PICKS - OYSTER AND CLAM KNIVES - TONGS 
AND RAKES + CLEAVERS - WRECKING BARS - AWLS 
ANCHORS + GRAPNELS - OTHER ITEMS 


CHAS. D. BRIDDELL, INC. 


CRISFIELD, MARYLAND «+ Craftsmen in Metal since 1895 














RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
centrolled—in one plant—from raw cotton to finished 
glove. This — close supervision of every detail re- 
sults in unexcelled —“_ 





“The Right Glove For Every Job” 





RIEGEL cule CORPORATION 


342 Madison Avenue, New York 17, N. Y. 


'Make Your Store 


bet edt Headquarters 








You can stand 











squarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 

For cellar walls 
and floors and all 
masonry surfaces. 
Any one can apply 
it. Goes on like 
paint. 

Users are always 
enthusiastic boost- 
ers. They will boost 
your store as the place 








to get real waterproof- 

ing satisfaction. 

Kay-Tite is packed in 10 Ib. 

packages and 60 Ib. 

It comes in Grey and White. 
A 10 lb. package will water- 

a 100 to 150 sq. ft. 


Write for complete in- 


formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 


Jebbers now selling Kay-Tite: 
John Duer & Som, Inc., P mag = Md.; apg ae Trading Co., Frederick, 


Md.; Martin H Pittsburgh, Pa.; Igoe Bros., Brooklyn, a a 
New York, N. Y. .~ By "N.Y. Conn., Newark, N. Asbury 
k, N. J., and Hawthorne, N. J.; May Hardware Co. Wothingten, Dee 
Newort “Specialty Co., Newark, N. Ly Spplen-Biddie ‘Hardware Co, Phila- 

Pp 
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'Making sure women know what they know! 


PEARL WICh 


AMERICA’S MOST FAMOUS HAMPER... 





; PROGRAM EVER TO 
A BACK ~Zey HAMPER/ 


We're continuing to punch home the PEARL-WICK 
story to millions of furniture-minded women. 


In five influential women’s magazines, this intense 
national advertising campaign does more than 
move your merchandise today—it develops your 
market of tomorrow! 


And when that post-war tomorrow comes, PEARL- 
WICK will continue production of the -high-style, 
volume-selling hampers expected of the unchal- 
lenged leader in its field. 


Right now, we're 'way past the blue-print stage! 


PEARL- WIth ho 


PEARL-WICK CORP. ““chiuscoince” ASTORIA, L. 1, NEW YORK 


JUNE 22,°1944 

















* ~The Dealer 
without a pull 


cannot sell pulls. The Dealer 
stocked with No. 660 
CHAMPION CAST 

IRON PULLS has 

a product in constant 

demand because of 

its quality of material 

and workmanship, its 

design and its popu- 

larity. 


LET CHAMPION PULLS 
OPEN THE DOOR TO 
PROFITABLE SALES. 


FURNISHED IN ALL PER- 
MISSIBLE FINISHES. 
He PACKED WITH SCREWS. 


No. 660 


THE CHAMPION HARDWARE COMPANY 


Type 2001 The ‘'Tripiex"' 


Spring Hinges of Quality . + correctly designed 
and accurately manufactured ef finest materials. 
Used for many of our greatest war plants and ships 
of our Navy. 


Over 50 years of satisfaction to leading Hardware 
Contractors, Architects and Builders. 





HACKSAW BLADES 


( Back of Card Holds Twelve 10” Shat- ) 











COUNTER 
MERCHANDISER 


You will sell more 


MILFORD 


FLEXIBLE 
REZISTOR 


terproof High-Speed-Steel Blades 


NO PRIORITY NEEDED 


Ask for a supply of our booklet “TRICKS OF THE 
TRADE”. It tells you how to use Hacksaw Blades 
— and explains labor saving methods used by 
master craftsmen. MILFORD BLADES are the only 
blade with Easy-Starting Teeth . . . the only 
blade sold under a Fair Trade Contract. 





THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 


ALLIGATOR 


SE ara 


STEEL BELT LACING 


FOR KEEPING | THIS ECONOMY PACKAGE is a FOUR SIZES IN 
UP YOUR STOCK | particularly attractive merchan- | ECONOMY DIS- 
these Economy | dising item. It avoids the neces- PLAY UNIT. For © 
Poshages are | sity of breaking a standard box | quick over-the- ~ 


of a | of lacing. Contains one set of | counter sales 


| single see in | lacing complete with gauge and / use this Econ- 
at 


ae pins for a 12” belt and the omy Display 


ig 
ping carton | lacing can be broken to length 
shown above. | for the narrower belts. 





and 2 of 27E. 








Ne. 410. Econ- 
omy Display 
Unit, List....$5.60 


ORDER PROM 

















YOUR JOBSER 





FLEXIBLE STEEL LACING COMPANY 
4616 Lexington Street, Chicago, Illinois 
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ThicagoS Spring Hinge Co. 


CHICAGO U.S NEW YORK 








IZES IN 
AY DIS- 
NIT. For 
ver -the- 
r sales 
s Econ- 


. Econ- 
isplay 
t....$5.60 
RROW 
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A lot of industrial distributors 
are doing some tall thinking 


these days. Maybe it goes some- 
thing like this: 


We're all in the midst of the 
most turbulent mess this old 
world has ever brewed. Your 
customers have been yelling 
bloody murder for delivery—de- 
livery — delivery — and you in 
turn have been singing the same 
wail to your suppliers. 


The going is still tough—but a 
little sunshine is beginning to 
show around the edges. 


Perhaps the stresses and 
strains of trying to keep afloat 
during a global war have thrown 


a new light on post-war align- 
ments. 


MACHINE TOOL 


DURO METAL PRODUCTS Co 


2678 


ALSO MAKERS OF DURO HAND TOOLS 


ome | 


Maybe it would be worth 
while for you to check into the 
DURO Story—and learn how this 
organization did its level best to 
treat its distributors fairly during 
the most feverish sellers’ market 
the world has ever seen. 


Maybe it would be profitable 
to learn why the statement 
“DURO design means better 
value for your customers” is a 
fact and not just a selling story. 


Out here at DURO—where our 
facilities are devoted exclusively 
to the making of quality tools— 
there are some important things 
in the making—things that can 
mean a greaf deal to any dis- 


tributor in the light machine tool 
field. 


So—before you choose up 
sides—it will pay you to hear 
the DURO story. Just drop us a 
line—and we'll arrange it. 


DIVISION 


KILDARE AVE., CHICAGO 3 ILL 










The C OR ane 


Gives You Perfect Balance 





Hau al 
“v~a=—4a0 


{Baa 


CORY leadership was built an a quick, easy way of 
brewing more delicious coffee, UNTOUCHED BY METAL 
—and on supplying a complete brewer, beautifully 
designed, and built of QUALITY materials. 


That's the kind of merchandise CORY is producing 
today ...as fast as we can get full quality materials. 
Our ovtput is allotted to the trade on an equable 
basis. YOUR GOOD WILL ond PROFITS, always, are 
protected by CORY quality and price maintenance. 


CORY SEAS COFFEE onewen Lom 8] 


orth Wells Street 1g@0 10, tI 

























BUY BONDS 
UNTIL THE WAR IS 
WON * * 


Buy only what we must, 
Americans are more than ever 
making War Bonds a high 
first. 


Steel-Fashioned 
Home Equipment 


when Peace comes, will again 
be a first on your list—and on 
your customers’ lists. 
America’s home makers will 
look to you to equip their 
homes to meet their post-War 





hopes and plans. 


| Yani B 


OAKMONT, ALLEGHENY COUNTY. PENNA. 














| 
3 or 4 of these 2 





Red Squill content 





* 


eolor self-selling dis- 
plays in good locations 
in your store will pull 
a steady stream of 15¢ 
sales from customers’ 
pockets. QUIRK’S 
QUICK - DEATH 
RAT KILLER is a 
sure fire seller be- 
cause its fortified 





is a sure fire killer. 
Order a supply now. 





. ‘If Made by Buick — 


Quirk's Mouse Jinx 
Quirk's Liquid Rat Poison 
Quirk's Moth Killer 


GET CONSISTENT PROFITS 


from unjartoductive stote spots 

















Quirk's Dog Repel 
Quirk's Soot Remover 
Quirk's Lacquer Thinner 


And other Quirk Household and Aute Specialties 
Order Now from Your Jobber, or Write for Literature 


|THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 


af) Does the Work’ ; 








Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





LINOLEUM 
PASTE 


——. Ready for use 
. — for laying and 
patching. Also 
used on drain 
boards and stair 
treads. 


Packed: 
Pinte—Quarts Gallons 


The Old Reliable 






COLD 
WATER 
MIX 


Kaits te Old or 
New Ptaster 


Does not 
shrink — 
peel or 
crack, 


Packed: 
1—2% & 
5-lb. car- 
tons. Also 2—5—10-lb. 





CONSUMERS 
CRACK 
FILLER 

OR WOOD PUTTY 


Mixes smooth, 
dries hard and 
stays put — will 
not chip, crack, 





in wood, stone, etc. 
5-oz. and 1-Ib. cartons. 








Need the § 
Best of § 
Care 
DAISY 
will do that job. 


“| PAINT BRUSH 


Cc 
% (00% CLEANER 


12-02. package ..... 25e 
Packed 1 gross to the case. 




















CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS [18] MISSOURI 
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KEEP ON BUYING re by 4 
U. S. WAR BONDS g vice’ Pree ortyiN er 
. ov of ye bl ood aa mano 


educe ead 
AND STAMPS ° mare, accurate a gphys 
: for q Tycos 


Anero! 








This statement is your assurance that you'll have plenty 
of swell Taylor Instruments to sell as soon as Uncle 
Sam gives us the green light. We’ve been making ac- 
curate instruments for 94 years—we expect to go on 
making ’em for a good long time, and they should be 
better than ever as a result of our war experience. Taylor 
Instrument Companies, Rochester, N. Y., and Toronto, 
Canada. 

This ad appears in the May 13th NEW YORKER, June 


19th TIME, and the May 27th BUSINESS WEEK. 
JUNE 22, 1944 
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ACCURACY FIRST 


IN HOME AND INDUSTRY 
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W nen the war emergency ends 
—and merchandise is again plen- 
tiful—your customers are going to start buying care- 


fully once more, as they did before the war. 


They're going to be more particular about 
quality ...more insistent upon guarantees ...more 
dependent than ever on products they know by 
name. They're tired of taking anything they can 
get, or going without. 

And when that day comes, you'll find sales 


come easier and profits grow faster if the metal- 


WAFFLE-KNITTED ‘ ’ 
IRONING BOARD PADS By | ware and tinware you sell bears Schlueter’s well- 


and COVERS 


known Deluxe Trade-Mark...because people have 





known for years that the name DeLuxe is a symbol 


From start to finish we strive of quality and a guarantee of satisfaction on any 


to produce a better pad. In doing so, metalware—from a garbage can to a wash boiler. 
we have built a demand which at 


present is larger than we can meet. KES No one can say how 
You see, the Army and Navy are get- E> = soon we and other manufactur- 
— sete oe } ers of trade-marked merchan- 
uting pro-rata ra ous custitiiain dise will again be able to fill 
your orders, for we still have a 

big job to do for Uncle Sam. But it isn't too 
early for you to be thinking about postwar 
sales—and planning a postwar inventory of 


the well-known products your customers are bound to want, 


T ° | AY F including trade-marked, guaranteed DeLuxe Metalware. 
extile Mills 
jo 24 


seneral Offices. 3948-50 Roosevelt Road Chicaa | 
MEEMMICMEAIM. snd Atiors, Ai CHLUETER MFG. CO. 


ST. LOUIS, MO. 
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Assure Peacetime Prosperity 


Wt who can’t go across to fight are The strange part of this buying of War 
asked to come across — asked to Bonds is that our dollars come back 


to us four for three —to help our boys 
win and to assure our prosperity’ in 
Sixteen billion dollars is the goal of the peacetime! 

Fifth War Loan. June 12 to July 8 is the Speed Victory! Help bring our boys 
period of subscription. back sooner! Buy more War Bonds 


than you think you can afford! 


send our dollars to war! 


Put every spare dollar into your personal 
purchases of War Bonds during this peri- 





od! Urge your employees to send their eee 
ge y Pio) We're Serving 2 Yeneugn 
dollars to war — and always to take part ; ‘ Market lust Now» » = 


of their change in War Savings Stamps! 


When peace comes, the L & H line 
will be ready for you. In your 
postwar planning include L & H. 


It will be a good line to sell. 4 
L&H PRODUCTION IS NOW DEVOTED 
TO MAKING THESE WAR GOODS: 


A. J. L a tad |] & MM A Me oe Se w °o Vv & Re 4 °o Nw ' eo + Pins for tank tracks; anti-aircraft shells; cases 


- for electrical control apparatus; containers for 
Since 1875 bomb parachutes; cartridge belt webbing; 


MILWAUKEE 7, WISCONSIN assembly of air compressors on U. S. army 


trucks; steel cases for truck tools and parts. 
com AL CALS 


Manufacturers of ELECTRIC RANGES © ELECTRIC WATER HEATERS © GAS RANGES © DIL STOVES + PORTABLE OVENS © OIL HEATERS » WICKS 


6 us, ot OY 
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A TWENTY-FOUR STORY 
MARKETING MACHINE 


Most machines make merchandise, but this 
one was planned for sales and distribution, 
designed to bring your products to the at- 
tention of buyers from coast to coast. This 
is The Merchandise Mart—Number One 
‘**marketing machine”’ of the nation. 

Here is a twelve month market centered 


in a trading area which produces more than ' 


50% of the country’s retail sales. Here are 
unequalled facilities for spotlighting your 
line before a year-round parade of retail 
merchants. Buyer traffic to The Merchan- 
dise Mart totals 400,000 visits annually! 









































Here you can cut distribution costs—yet 
multiply your buyer contacts in this friend- 
ly, cooperative environment. 

Significant to forward-thinking manufac- 
turers is the fact that many of the country’s 
most important buying organizations have 
opened and staffed permanent buying of- 
fices within this building. 

Though little space is currently available 
due to wartime governmental requirements 
you will plan wisely in making this great 
marketing machine an essential factor in 
your post war plans. 








INTERNATIONAL HOME FURNISHINGS MARKET 
July 6-15, inclusive 








THE MERCHANDISE MART 


The Retailer’s Department Store * Wells Street at the River 
CHICAGO 
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BROTHERS 


under the skin 


Select the finish you need; cadmium—lead—nickel 
— zinc —parkerized— galvanized. Beneath this 
smooth protective coating, Buffalo bolts and nuts 
are all of the same uniform quality. Whenever your 
product is fastened with a circle bolt, you can 


be sure of its strength and dependability. 


COMPANY 


NORTH TONAWANDA, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


me 
oe 


ection of Buffalo Bolt Company's modern galvanizing department. 





In TIMEs like these, people rely more and 
more on names they know. In vacuum- 
insulated ware, it’s “Thermos.” 

War workers prefer Thermos brand, for 
Thermos is anold friend. ..the most efficient 
of all temperature-retaining products . . . 
the vacuum bottle that has contributed 
vitally to the workers’ health and fitness. 


Thermos prestige will endure—strength- 
ened by today’s consistent advertising and 
tomorrow’s smart merchandise, designed 
(as always) for both beauty and utility. 

You, too, can depend on “Thermos” as 
the name that identifies the most popu- 
lar and most salable of vacuum-insulated 


goods. 


THERMDs 


TRADE-MARK REG. U. 


THIS TRADE-MARK ON THE BOTTOM OF THE BOTTLE 


SHOW THEM 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


S. PAT. OFF. 


Thermos Limited, London 
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Tremendous Sensation 
All Over the Nation! 


Throughout all America the name WARM MORNING has been emblazoned 
on the minds of the people.. +e symbol of progress in modern 


home heating. By its amazing per 


ormance and economy, this new-principle 


coal heater has become a tremendous sensation all over the Nation! It has 


ii i Tiere | 
) TS 
| me 


interior View 


U.S. Pat. Nos. 2255527 

and 127471, and Can. 

Pat. No. 401088. Name 

Reg. in U.S. and Can. 
Pat. Off. 


far out-sold any other coal heater. Hundreds of thousands 
are in use! 


Other heaters may look like it; others may have similar sound- 
ing names. But it pays to sell the genuine WARM MORNING 
...the heater with patented interior construction that has 
proved its merits. Remember... only a success is imitated! 


FREE Newspaper Ad Mats... now ready for dealers to run 
in their local newspapers over their own name. Tie up your 
store with the National Advertising Campaign on WARM 
MORNING ...let people know your store is headquarters 
for this famous heater. 


SEE YOUR DISTRIBUTOR TODAY . .. while ample stocks are avail- 
able. Convert your Stove Purchase Certificates NOW into 
the fastest-selling heater on the market! 


LOCKE STOVE COMPANY 
114 West Eleventh Street Kansas City 6, ee 











Here's What We Recommend 


for HEATING SATISFACTION 


_ aa 
~N 


e 
a + 


Warm Mornuinc 


SAL HEATER 





Warm Morning 


COAL HEATER 
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McHinneys (COMPLETE CABINET 
direct war wok | HARDWARE 
corlaing 
Q MESSAGE 


OF IMPORTANCE 10 
MCKINNEY DEALERS 











HINGES - PULLS - KNOBS - CATCHES 


Included in National Lock's complete line is a wide va Y 
of modern Cabinet Hardware designs, ‘in matched sets — 
metal or plasti n plain or colored combinations 

Each item is individually packed complete with screws and 
nstructions _ eady to instal! 

Your Cabinet Hardware all from one source assures a 


stency of product and besides saves you time and money 


NATIONAL LOCK COMPANY ®OSKFOR>. 








Much of McKinney’s production has been | oe as U T H f N é. T @ N 


diverted to war channels, yet McKinney’s new 


activities are not without profit to McKinney 
dealers. Every facet of this new work (the 
making of parts for numerous war items from | 
aircraft to hand grenades and landing mats to | 
tanks) is adding much to McKinney’s produc- | 
tion skill—will help make McKinney more : 


SCREWS 
For Wood or Metal 


Since 1867 the name Southington has stood for 
dependable value in hardware. Southington 


broadly known than ever, after the war is over. 
Add that to McKinney’s 75 odd years of 
experience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 
Keep McKinney in mind for wartime building Wood Serews, Drive Screws and Sheet Metal 
. . « then talk McKinney and display McKinney Screws are in constant demand because of their 
for building after the war. superior quality. All standard sizes with vari- 
ous styles of heads in the most called for types. 
Send for Catalog which illustrates and describes 
the entire line. 





Government restrictions prevent us filling orders Libe 
. . actu 

on certain lines. “Our Country first”—you ras 
! bolt 
understand! diar 


THE SOUTHINGTON 


HDWE.MFG.COMPANY e. 
fst; SOUTHINGTON, CONN. ic; 
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i 7 bolt 
Liberty ship rudder . 
metal size 27/, in. by 9% 
in. For some rudders, 
bolts are of still greater 
diameter and length. 


RK: 


\\\\ 


Oi 
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Liberty Ships 





This is a rudder bolt for a Liberty ship, made of 
ABS forging quality steel. A bolt of a size—27 in. 
by 934 in.—not carried in stock, and requiring in its 
manufacture the heaviest types of hot forging and 
machining equipment. 


When the demand for these large bolts suddenly 
increased from hundreds to thousands because of 
America’s accelerated shipbuilding program, Bethle- 
hem faced a formidable bolt-manufacturing problem. 
Forging facilities were ample, but machining opera- 
tions presented a serious bottleneck. 


Bethlehem engineers evolved a plan for doing the 
job with existing equipment and have since used it 
to turn out tremendous quantities of these rudder 
bolts, and many additional ones are coming through 
for ships still to be launched. 


This is one example of a war-time emergency need 
for fastenings that Bethlehem was called upon to 
meet. Bolts and nuts, rivets, spikes, heat-treated 
alloy studs, tie-rods and many other standard and 
special fastenings are pouring from our bolt plants 


to go into ships and fighting equipment and essential 
uses on the home front. 


While war needs today are taking the great bulk 
of our fastenings production, we hope the day is not 
distant when Bethlehem bolts and nuts, identified 
by the familiar red label, will again be plentiful 
on the shelves of the hardware dealers of America. 











TERRA COTTA COMPOSITION WALL PLAQUES 


| 
| The Plaque is 7 x 81/2 inches in size, the FIGURINES of two Dutch chil- 
dren, carrying water pails are beautiful with sweet facial expres- 
Le ch net sions, they are 5!/2 inches high, and are in bright, attractive colors, with 
hand-painted ornaments. The frame in antique finish contrasting 
charmingly with the bright figures of the children. The background is 
open (silhouette), thus showing the-wall on which these delightful plaques 
are hung, and though the high relief of the FIGURINES is only about 
I'/y inch deep, through an optical illusion caused by the open back- 
_— they look as if they were complete statues, surrounded by a 
rame. 


We placed these plaques on the market and copyrighted them 
early in the Fall of 1943, but the re-orders were so heavy, 
that we dared not advertise them until February, 1944. 


No. 4148Z. red robes with cream trimmings. 
No. 4150Z. green robes with cream trimmings. 
$18.00 per doz. 
in THREE DOZ. lots $16.20 per doz. 


Boxed individually, weight 18 Ibs. to the doz. '/2 doz. assorted among both numbers, 
smallest quantity sold. 











We Carry a Large Assortment of beautiful unique and fast selling 
GIFT GOODS, ranging in price from $1.80 to $90.00 per doz. Com- 
pletely illustrated set Z price lists, will be mailed to any HARDWARE 
DEALER on application. 





7) 00 9-00) eee 115-119 Z South Market St., Chicago 6, Ill. 





HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arne” 
CASTERS 


A fast-selling item and a 

real profit-maker. “ACME” 

Casters sell themselves. All 

you have to do is roll an 

“Acme” on the counter and 

= sale is made. ym ex- 

clusive ball bearing feature 

go hes ) ERE Ese } makes “Acme” the out- 
) bi ss standing caster of the trade. 


THE SCHATZ MANUFACTURING CO be" discontinued. for. the guration.” We 


U. S. A. ply “‘Aeme 
eusto; with high prierity ratings. 


REPRESENTATIVES TEC AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave 


- ~ ; ' = ) 73) — i 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blv | 
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Playing to an audience of 34,000,000° 








70 MAKE A DREAM 
COME TRUE / 
£ 


. oe i _ ¢ 
3 cousclinetalice as J 








@ That's what Congoleum-Nairn’s newad- J¢ builds a post-war market... by 
vertising campaign does in telling its story preselling customers on the quality, versa- 
to the 34,000,000* readers of eight top- tility, beauty of Gold Seal Congoleum and 


flight home and women’s magazines. This Nairn Inlaid Linoleum for floors and walls. 
campaign does a three-fold job for you 


with those 34,000,000 homemakers: — 

It furthers the war effort...by urging! Invites customers to your store 
all those readers to buy more war bonds -- .to discuss both their present floor- 
now, that dream homes may become reali- Covering needs and their post-war plans. 
ties after victory is won. *Based on circulation figures and readership surveys. 


Kearny plant recently 
awarded renewal star for 


pueietecec= | CONGOLEUM-NAIRN INC. 


wear equipment. 
\ BACK THE ATTACK—BUY MORE MAKERS OF GOLD SEAL CONGOLEUM AND NAIRN INLAID LINOLEUM 





WAR BONDS THAN BEFORE 
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Just as soon as 
UNION and VICTORY 
shut down on Fighting Tools! 
| Just as soon as we can switch our ex- 


panded facilities from fighting tools to | 
hardware and sporting tools, — 


You'll have a greater line of UNION | 
fast-sellers, replete with new features * 
to expand your Profits on UNION 


Roller and Ice Skates 


Fishing Tackle | a ine 


* Chisels and Screwdrivers 


ee GGRIFFIN 








* Available on Priorities 
Manufacturing Company 
B y A oa | rr a # ERIE, PENNSYLVANIA 
HARDWARE COMPANY Bg MAN UPACTURERS De 
aw EWE Gw EY | AGENTS 
| NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
TO R R N G T Oo N. C O NN ‘ SAN FRANCISCO: 703 Market St. 


NEW YORK OFFICE ISI CHAMBERS STRE 
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DRAKE. ELECTRIC. WORKS, INC, 
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The addition which is now be- 

















ing made to the Drake Electric 
Works plant will practically 
doublé existing manufacturing 


and material storage facilities. 





This expansion will soon be 
reflected in our ability to get 
your Drake Soldering Irons to 
you even more efficiently and 


quickly. 
This group wasonhand when for Drake; Walter A. Kuehl, 
the first shovel of earth was Pres. Drake Electric Works; 
turned for the addition. Left George A. Feigel, V. P. of 
to Right—James Surpless, Drake;James Surpless, Jr., 
V. P., Surpless-Dunn & Co., Chicago Mgr. Surpless-Dunn 
hardwaresalesrepresentatives & Co. 


DRAKE ELECTRIC WORKS, INC. 





3656 LINCOLN AVE. CHICAGO 13, ILL. 
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j TRI-M-ITE 
© FLOOR SANDING PAPER 


/ CAN PROMISE YOU 
A GOOD JOB WITH OUR 
PENTAL FLOOR SANDER ol 

BECAUSE - 


Duration Buality 


Until R/M Woven Glass and woven asbestos wicking 
can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


WE SUPPLY YOU WITH... 


1. Hard outer ply resists wear and tear. TRI ITE 
338 cd 


2. Middle layer of crimped asbestos felt 


sends fuel racing-to-the-rim for quick FLOOR SANDING 


lighting. 


3. Inner layer of soft asbestos paper keeps CUT SH E ETS n 


fuel-supply uniform. 








+ Half the success of a home floor sanding job depends on 

4. Rippled construction permits wick to be the floor sanding cut sheets used. TRI-M-ITE Floor 
rolled without buckling or breaking; assures , Sanding Cut Sheets give uniformly fine results. Avail- 
proper alignment and seating of wick in able in a complete range of grits—and to fit most rental 
burner-channel. floor sanding machines. Mr. Hardware Dealer, you can 
lay the foundation for more business every time you sell 

5. Tri-Ply construction effects complete fuel- cut sheets for your rental floor sander, by furnishing 
vaporization, reduces carbonizing. only TRI-M-ITE Floor Sanding Cut Sheets. Specify 
them by name when you order from your jobber. 

«/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 


wide——SIX FEET TO THE BOX, 12 boxes to the carton. TRI-M-ITE Floor Sanding Paper is also available 
Also in cartons of 100 feet. in 50-yard rolls, from which you can furnish 


. jobber for it. Specify 
Sell duration-quality R/MTri- lengths or sheets. Ask your jo’ 
Ply Wicking. Ask your jobber. the name...TRI-M-ITE Floor Sanding Paper. 


Awarded to R/M oe YY 
North Charleston Plant | § #4 INNESOTA 


Mininc anp 
INDUSTRIAL SALES DIVISION °* We MANUFACTURING co. 
Helder MANHATTAN, INC. to“ ENERA cs: SAnmUAMAL 6, 1 


MA 4EIM, PA NORTH CHARLESTON & 
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ou sell 
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A timely message 
from one of America’s 
Hardware Leaders... 


‘UNITED. 


the Future will 
be Secure...” 


—THEO. SUENNEN, Vice-President, NATIONAL RETAIL HARDWARE ASSOCIATION 











‘Tr is my honest belief that the manufacturer-jobber-dealer team will 
not only survive whatever lies ahead, but will prosper more than ever before. 
If we dealers will concentrate on good jobber sources of supply, thereby 
making our accounts more attractive, we will then be in a position to expect 
merchandising assistance and service not available to the casual buyer. 


“Let us put our houses in order so that when we return to ‘business 
as usual’, we may reap the reward that good planning and good merchandis- 
ing deserve. We retailers who have been in the business for a good many 
years have every confidence that the future holds many proniises and possi- 
bilities . . . that with manufacturer, jobber and dealer united and working 
together, the future will be secure.” 


* 


WERT BEUIITAG 





MASTER LOCK COMPANY, Milwaukee 10, Wis., Worlds Leading Padlock Manufacturers 
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THE JOBBER’S LINE 


THE KENT. No. 3145. 44%"long, 1914’ 
eso 215 - 2s fiageticen Walnut veneered 
lid, H Front genel of exquisite 
matched New Guinea and Arched Walnut 
veneer. It will add imanecousebly to the 
richness of any home. 


THE WINDSOR. No. 3645. 45” long, Lah, doom 2%, 
i and ru 


high. New Guinea veneered waterfa 
Yo U C a n a a n Oo n to a rich, a finish. Matched New ‘(suinea sad 
Arched Walnut front panel. Base of Oriental Wood. Full 


length drawer in base. Piecrust-shaped mouldings. 


Lined Prolition 


Sterling’s Bonded Protection Plan is without doubt the greatest mer- 
chandising idea that ever hit the cedar chest business. It actually puts 
a bond in the hands of each customer—a bond that guarantees a moth 
insurance policy good for 3 full years, issued by one of America’s largest 
insurance companies. 


This plan builds customer confidence, a sense of solid security, which 
is winning sales for STERLING jobbers and dealers. 


The line itself is a superb example of expert craftsmanship, including 
lustrous hand rubbed finishes, distinctive and individual designs, 5-ply 
laminated, warp-proof lids, interlocking corners, and dust proof construc- 
tion. Each STERLING chest has more than70% solid 34" aromatic Tennessee 
Red Cedar, as recommended by the U. S. Department of Agriculture. 


You can always bank on the great STERLING Cedar Chest line—with 


Bonded Protection. 


JOBBERS: Write for your copy of the new catalog illustrating 
the streamlined wartime Ster.inG Cedar Chest Line 


* 


STERLING WOOD MPG. CO. + 1858 HASTINGS ST. + CHICAGO 8, ILL. 
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OT only will CLARION’S post-war line show 
the results of a wartime effort that calls for 
the utmost in research and skill. .... 

CLARION’S distributing organization will meas- 
ure to the same high standards. 

Dealers in all sections will be served by distrib- 
utors of broad experience and sound financial 
standing. 

The retail dealer who plans with CLARION for 
post-war sales is assured of a magnificent line, plus 
contact with a firm you will like to deal with, plus 
a manufacturing company that will provide both 


ADIO 


good radios and enthusiastic cooperation. 





CLARION’S 6-POINT POST-WAR PROGRAM 
FOR DISTRIBUTORS AND DEALERS 


1 To direct CLARION sales through independent Appli- satisfy his customers’ demands with a minimum inventory. 
* ance Distributors, assuring complete national sales 


coverage. 


To produce only those models of radios which careful 
analysis on declers’ floors has shown that the public 


4. 





2. 


3 


To apply to civilian production the engineering and de- 
signing skill gained through our work for the armed forces 
—plus our years of experience in building fine radios. 


To produce a complete and carefully planned line of table 


* models, portables, farm sets, consoles and radio phono- 


graphs that will enable the distributor and dealer to 


5. 
6. 


wants, 

To franchise with a line that will have continuous public 
demand because of well-developed selling features 
and trouble-free performance. 

To insure public acceptance of our product through 
liberal sales promotion and advertising help. 


F. M.—TELEVISION 


WARWICK MANUFACTURING CORPORATION 
4640 WEST HARRISON STREET 


CHICAGO 44, ILLINOIS 
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ROPER’S NATIONAL 
ADVERTISING PROGRAM FOR 1944 


¢ 
Over 17,000,000 Messageseroper national ads call on American 
housewives regularly. In all the popular magazines shown, they are helping 
influence opinions in family discussions where many a buying urge is born. 
Over 17,000,000 national advertising messages in 1944 will create a de- 
sire for the post-war Roper gas range. A desire only a Roper can satisfy. 
GEO. D. ROPER CORPORATION, Rockford, Illinois, manufacturer 
of ROPER, “America’s Finest Gas Range,” for all 
gases including L. P. (Liquefied Petroleum) gas. 





en DIAMOND 
DON'T BOUNCE THESE a TOOLS 
DIAMOND WRENCHES fii ; Are On Every 


Fighting Front 


DIAMOND CALK 


HORSESHOE CO. 


4622 Grand Avenue 
DULUTH 7, MINN. 
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Clear Profit! 


A Product of United 
Wall Paper Factories, Inc. 






EVER before a line of ready- pasted borders 
like DEX! It’s larger, more colorful—offers 
34 brand new, exciting patterns for 101 applica- 
tions in every home! ' 

It’s easier to sell! Every pattern has been de- 
signed for multiple use in every room... sales 
tested for consumer appeal! 

It pays you real profits! You clear $17.59 ona 
$24.29 investment. That's 42% profit! 

And—DEX practically sells itself! The cus- 
tomer selects from the Display Fixture . . . the fix- 
ture you get FREE with your first order. You 
merely hand over the package. It’s a purse item, 
requires no wrapping, no extra sales help. The 
Display Fixture does % of the selling for you! 

Cash in on the big demand for DEX—the high 
profit-payer in ready-pasted borders today! Mail 
coupon for details. 































So Easy ... Anyone Can Do It! 
No Tools, No Fuss! Just Dip in Water 
and Apply! 

Ideal for All Plain or Painted Walls. 
Matches Any Color Scheme. 

Guaranteed Washable, Fadeproof. Guar- 
anteed to Stick or Money Back! 














UNITED WALL PAPER FACTORIES, INC. 
Chicago 24, Illinois 


World’s Largest Producers of Wallpapers — Creators of 
Patented Ready-Pasted Wallpapers and Decorations 


COPYRIGHT 1944, UNITED WALLPAPER FACTORIES, INC 
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SENSATIONAL NEW LINE cect 


) READY-PASTED BORDERS | 
Dealer Makes 42% | 













AND HERE’S HOW 


HELPS YOU SELL! 


Free Ad-Mats for 
newspaper ads. Tie 
up with DEX na- 
tional advertising. 


UNITED 


Display Fixtures that 
show all the pat- 
terns... do their 
own selling job. 


Self-selling package 
full of eye-appeal. 
Of purse size; needs 
no wrapping. 


AND...A consistent serigs of advertisements 
in the national magazines that are creating 
demand for DEX Borders right in your town now! 














‘s 

iE 2 

' 

! United Wall Paper Factories, Inc. 

| 3308 W. Fillmore St., Chicago 24, III. 

; Quick—rush me full details on DEX Borders. ‘This does not 
obligate me in any way. 

. OE ET a eee Pee ee een re eee et tr ee ee 
| MNES ce ep decideews Desens b400sinendaeedesed meade 
| 

| DN <5 Gane Sema tegen sailed ucassudanased DMs. ceties 
; ECU SE OTE PPO OTT Ser eT P eT eT Vr). re 
INE TNO i. 6. ond dso da ds ins bKam aa sale ee bee Meee ee 
RSE ee epee a DOES, 650555 5esa ness 
IMPORTANT: If you are a jobber, 

| please state how many men you travel..............+0+- 















The Plant and the Products 
that give o War Work Limits Supplying All Demands for : 


/ 
“atone Power to You! CHICAGO LOCKS 
eee but eee 


We Look Forward to the Day When We Can Again 


ed E R NAR 1D) Fully Supply All Our Customers 
‘ j In the meanwhile please remember 


_ MARK REGISTERED All CHICAGO Locks—lock BOTH 
SIDES of Shackle. . . This 
‘Double-Locking—Double ‘Secur- 
ity’’ promotes quicker, easier sales 
—with every sale winning extra 
Customer Good Will—for YOU! 


There's 3 “CHICAGO" 
Lock for Many Needs 


Padlocks, ‘‘Ace’’ Locks, Cylinder 
Locks, Single, Double  Bitted 
Locks for Burglar Alarms and 
Airplanes. 


OPEN THROAT 
PARALLEL ACTION 
COMPOUND LEVERAGE 


Drawer Lock No. 1970 
Cut Open View, Actual Size Shown Half on . 





lone 14 


CHICAGO LOCK. C0: 2 gc E 


The Wm. Schollhorn Company 
NEW HAVEN, CONNECTICUT 


“Serving Industry for over Three Quarters of @ Century” 








THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 


agls, cats ny VACO AMBERYL PLASTIC MALLETS 
leaves a smooth | for a wide variety of uses 


walled, flat-bot- ‘ 
tomed hole in the : These units are especially helpful to sheet metal 
. workers, jewelers and others working with pre- 

toughest, knottiest finished and soft sheet non-ferrous metals. Readily 
take the place of scarce mallets such as copper, raw- 
en hide, rubber, etc. Made of dense, resilient, break- 
these huauily demanded bite, you ene proof Amberyl plastic, they stand a tremendous 
get them with head cat senedee amount of abuse without damage. Heads may be 
. refaced for special jobs. Handles of selected hickory, 


from 4“ to 114" by sixteenths; with j ae 2 ” > = 
gaihies shone ne 154" to 3” available in 5 sizes, from 4” to 2” diameter heads. 
by eighths. Write for more complete descriptions and our 


catalog showing 173 types of screw drivers and 
small tools. 


VACO PRODUCTS CO. 


She PR 0 C it ESSIV E M FG. LF 0 325 E. ONTARIO ST. CHICAGO 11, ILL, 


TORRINGTON ne. O 8 N Cc Canadian Branch Warehouse: 560 King St. W. Toronto 2, Ont. 
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od HEN hunters can 


again go after these 


goin | F sure-footed “skyline 
cliff climbers”, they'll 

is | look to you for center- 

oe fires branded 

+4 with the big red 


ylinder 
Bitted 
s and 








Because the bullet of a Winchester 
Silvertip expends its maximum 
energy within the body cavity, 
many experienced hunters prefer 


Winchester center-fire cartridges. 


mw INCHES 


LL, TRADE MARK 


——— COPR., 1944, WINCHESTER REPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO, 


AGE JUNE 22, 1944 19 
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WAR WON'T WAIT! Urgent war demands have 


required us to vastly increase our output... We've 
already produced immense quantities of both regular 
style and Entrenching Shovels for the Armed Forces 
. + This is why we have been able to supply only a 
bare minimum for home-front use—in spite of our 
sympathetic realization of the needs of our trade 
..- But after the war, all our famous brands will be 
back—in unlimited quantities—in finer-than-ever 
quality developed in our intensive war production. 


In World War ll, WOOD 
has already made hun- 


dreds of thousands of 
the new 1943 Entrench- 
ing Shovels as shown. 


(Description below) 


1. Used as hoe or pick. 
2. Folded for carrying. 
3. Used as shovel or ax. 




















* * * * * 


» 
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BUY WAR BONDS ge uh ae : 
and Back the Attack! Th e W oo D SHOVE L 
eee meee AND TOOL COMPANY 


ond Safeguard the Home Front! 
SAVE SCRAP METAL 


and Keep War Production Rolling! A NATIONAL ORGANIZATION SPECIAUZING IN SHOVELS, SPADES AND SCOOPS . 


* * * * * 
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No. 45 No. 50 No. 60 No. 65 
SPECIFICATIONS 
Approx. Tensile Strength For Single Sash Approx. Weight 
Steel Bronze Weighing Not Over] per 500 ft. Reel 
Number Metal Gauge in Lbs. in Lbs. Pounds in Lbs. 

8 .035 350 300 50 20 
25 .042 425 375 50 25 
30 628 375 350 60 24 
35 .035 500 425 100 30 
40 .042 600 550 150 35 
45 .050 750 675 175 46 
50 .060 900 800 200 57 
60 .062 925 900 74 
65 .072 1200 1275 ° 96 
























_— American 


*% The fuel shortage encourages home owners to 
repair their sash and doors—to stop heat loss and 
control ventilation. That explains the present de- 
mand for sash chain. 

Fortunately, American Chain wholesalers are now 
able to fill moderate orders for American Sash Chain 
and Sash Chain Fixtures. Please forward highest 
priority ratings obtainable with your order. 








Sas 


American Sash Chain is distinguished by the uni- 
formity of its blanks which makes this chain run 
smoothly and quietly. It is strong, good chain, fin- 
ished bright, coppered, electro-galvanized (S.R.P.), 
hot-galvanized, Hercules and Acco. 

And don’t forget to order American Sash Chain 
fixtures. Correctly engineered and correctly made. 


AMERICAN CHAIN DIVISION 


Yerk, Pa., Beston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


NNECT 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT Cc 











Chain— 
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Hardware Store Service Departments 


Should Be Continued in Post-War Era:— 


Various mechanical services 
were once traditionally a part 
of the backbone fibre of the re- 
tail hardware business, espe- 
cially in the smaller communi- 
ties. As a child, I well remem- 
ber the local hardware men 
who would fix roller skates, 
bicycles, coaster wagons, tight- 
en up the bolts on a sled and 
somehow could always mend, 
adjust, or do whatever else that 
was needed on almost any kind 
of equipment. They seemed to 
have plenty of time available 
for such jobs—many of which 
I don’t think were paid for on 
the spot and some of which 
probably were never paid for 
at any time. What particularly 
sticks in my mind is the inde- 
fatigueable good nature of 
Messrs. Scorso, James, Wes- 
lock, Sauter, Schellinger, Tut- 
hill—just to mention a few of 
the hardware men I knew well 
long before I even dreamed of 
becoming a part of the hard- 
ware business. If something 
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was broken or wouldn’t work 
properly parents said “take it 
to the hardware store and get 
it fixed.”” And somehow, it 
seems to me, that such services 
endeared hardware dealers to 
the folks of the community to 
a much greater extent than the 
relatively more recent trend-of 
smarter merchandising and the 
more modern methods of re- 
tailing—which are admittedly 
more profitable. 

There was something fun- 
damentally neighborly about 
such hardware men and their 
stores, and, as far as I know, 
they made a good living and 
were eminently respected, paid 
their bills and lived in good 
homes. 

Close on the heels of the 
close of the First World War, 
came keener competition, chain 
stores, mail order branch 
stores, etc, The retail hard- 
ware business, being so funda- 
mental and essential, attracted 
many smart operators. Inde- 


pendent hardware men 
“spruced up” their places of 
business, went after the ' busi- 
ness of the fair sex and con- 
ducted the kind of stores that 
would attract the most fastidi- 
ous shoppers. This was prog- 
ress and the trend should con- 
tinue. At the same _ time, 
hardware dealers stopped ren- 
dering many of the services 
they once performed and that, 
in our judgment, was wrong. 
There was no reason (and 
there isn’t any reason now) 
why a thoroughly modern re- 
tail hardware store cannot con- 
tinue to operate as an efficient 
merchandising establishment 
and also render the many basic 
mechanical services which the 
Second World War has, to a 
wide measure, brought back to 
the hardware business. 

The buying public has been 
re-educated to return to the 
hardware store for many ser- 
vices and has appreciated the 
availability of such activities. 
In the post-war period hard- 
ware dealers should continue 
to render such services as a 
“plus” feature which actually 
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supplements and does not de- 
tract at all from the thoroughly 
modern aspects of competitive 
merchandising and better hard- 
ware retailing practices. 

Most hardware dealers are 
practical or handy men. Those 
who are not will readily find 
among returning service men 
some of the finest mechanics 
this country has ever had. 
Literally, millions of young 
men have been trained along 
mechanical lines and many 
will want to continue in such 
work and will welcome jobs 
with hardware stores geared 
up to various mechanical ser- 
vices. 

Another important phase of 
this question is the realization 
that in the post-war period 
hardware stores are in a most 
enviable position to resume 
quickly the merchandising of 
all kinds of major and table 
electrical appliances and radio 
because they are still in busi- 
ness and will be when the war 
ceases. A service department 
is definitely a key factor in 
doing the job properly in these 
lines, and an essential factor 
which leading manufacturers 
will properly require when 
providing a franchise for the 
more desirable lines. 

Hardware’ stores should 
never have allowed service 
work to get away from them. 
The war forced many back into 
the service picture and the 
smarter dealers will capitalize 
on their present service depart- 
ments, building good will now 
for good business later. 


Resumption of 
Civilian Goods 
Production Under 
Price Ceilings:— 


All hardware men are fa- 
miliar with intermittent reports 
that seem to promise substan- 
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tial quantities of various scarce 
civilian goods. Often the first 
reports call for really large 
volume only to be sharply cur- 
tailed long before any produc- 
tion is resumed. 

As long as OPA price ceil- 
ings continue, there may not 
be any great rush by many pro- 
ducers to try to make such 
civilian goods because there 
isn’t enough money in such 
production at present day wage 
scales and current costs of do- 
ing business. Unless OPA pro- 
vides some flexibility on selling 


prices now available, don’t be 
stampeded into believing that 
you may soon have many pre- 
war civilian goods — because 
you won't. 

And don’t be too critical 
either, because OPA has a 
tough assignment in trying 
to work out equitable price 
changes geared to current costs 
and present day wage scales. 
Yet remember — pre-war sell- 
ing prices cannot be main- 
tained with current wage 
scales, taxes and other costs 
where they are now. 





“Two Sons Who Want to Work” 


A Message from President Lincoln 
Written in 1861 to Major Ramsay 





Nearly 83 years ago, on Oct. 17, 1861, President Abraham Lincoln with 
his immortal, inimitable brevity and directness wrote the letter reproduced 


above to Maj. Ramsay. It read:— 


“The lady—bearer of this—says she has two sons who want to work. 
Set them at it if possible—wanting to work is so rare a merit, that it should 


be encouraged.” 


The original of this letter is the property of Mr. Oliver Barrett of Chicago 
who kindly gave us permission to reproduce it for the benefit of our readers. 
R. R. Donnelly & Sons Co., also of Chicago distributed fac-similies of the 


letter recently as a mailing piece. 


The message this letter carries is unfortunately too true, too often, today 


nearly 83 years later. 


HARDWARE AGE 








Jl 








going to 




























er a, 


HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG. MASSACHUSETTS 
JUNE 22, 1944 


“lim, this booklet is 


get you business 
from Architects.” 


Architects — lots of them — are writing for this 
booklet, which reproduces 12 advertisements in 
architectural papers telling them the best way 
to detail hardware to avoid trouble and use 
standard equipment. 

You should write for it, too — because this 
big campaign of education and selling to archi- 
tects is planned to help you sell more Builders’ 
Hardware after Victory. 

Particularly, it will sell more Lockwood Build- 
ers’ Hardware for those alert merchants who 
hold the valuable Lockwood Dealer Franchise. 
Are you one? If not, write for this booklet con- 
taining the ‘‘Detail’’ advertisements, as the first 
step in learning what Lockwood merchandizing 
co-operation can do for you in the big postwar 
boom in Builders’ Hardware. 


SWEET’S ARCHITEC- 
TURAL CATALOGS: Lock- 
wood is the only Builders’ 
Hardware Trim and Locks 
in the 1944 Edition. 


LOCKWOOD 
IS DOING A 
2-WAY JOB 
WRITE FOR IT 


As advertised in Hardware Age please send me 
the series of 12 Detail Sheets featured in Archi- 
tectural Publications as soon as ready. 


ey eee 
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Post-War Profits Will Come 
In Greater Volume at 


Goods must be produced and placed in the 
hands of the consumer for less money and 
every step from manufacturer to consumer will 
affect this—perhaps requiring a major oper- 
ation. Lower cost, increased production has 
no value without the lowest possible distribu- 
tion costs which may necessitate revised think- 
ing on what constitutes “adequate margins”. 
An umbrella cannot be held over either the 
inefficient production or distribution method. 
Distributors cannot help manufacturers reduce 
production costs, but they can help them 
lower selling costs. 


Le peace-time 


pledge of the National Association 
of Manufacturers in their 48th 
convention, on December 8, 1943, 
was 
“To do everything within its 
power to produce and distribute 
better goods, in greater volume, 
at lower price, to more people.” 


Certainly a worthwhile, am- 
bitious program. 

Now let us break that down— 
“Better Goods” may be the easiest 
of the four parts because of the 
great technological advances 
which have been made as a result 
of the war. Manufacturers have 
been forced to use their ingenuity 
to produce more. Production tech- 
niques have been improved as a 
result of this continuous war pres- 
sure. The developments in metal- 
lurgy, chemistry, electronics, 
light-weight metals and_ plastics 
have all contributed. From this 
war incentive it is only natural 
that the second step—‘“greater 
volume”-—has resulted. 

It follows, then, with “better 
goods” and “greater volume” we 


“They shall beat their swords into plowshares 


should sell to “more people.” We 
must sell to more people. The U. 
S. Department of Commerce indi- 
cates that at 1940 prices there 
should be an average post-war out- 
put with full employment of ap- 
proximately 60 per cent above the 
1938, 1939 and 1940 averages. 
Manufacturers have been forced to 
build up large volumes as a result 
of war requirements—they are not 
going to be satisfied with their 
pre-war smaller volume. 


What About Lower Costs? 


But what about “lower costs”? 
We should consider this funda- 
mentally — goods must be pro- 
duced and placed in the hands of 
the consumer for less money and 
every step from the manufacturer 
to the consumer will affect this— 
not only your lower costs or my 
lower costs, but also this method 
against that method. 

Lower costs cannot come by 
wishing. They may, however, re- 
sult from many reasons, such as 
greater volume, stream-lining and 
production process, lower over- 
head, and a careful study of each 


manufacturing step, but not neces- 
sarily from lower labor rates. 


I am not necessarily pessimistic 
about the possibility of lowering 
costs. It may, and probably will, 
require some major operations to 
accomplish it. Consider, for ex- 
ample, the changes in the produc- 
tion of aluminum. The new Co- 
lumbia River water power de- 
velopments have made it possible 
for the reduction plants in the 
State of Washington to produce 
1 Ib. of aluminum for an electric- 
ity cost of 2 cents; the kilowatt 
rate being 14 to 1/3 of that in 
other parts of the country. Dur- 
ing the war this territory, though 
new in aluminum production, is 
producing 20 to 25 per cent of 
the total aluminum ingot, yet al- 
most 60 per cent of its use in 
manufacturing is in the Great 
Lakes area. From this we can vis- 
ualize the possibility of the alu- 
minum products manufacturing 
industry moving out to the low- 
production-cost area as one means 
of reducing their costs. 

Simplification in design and 
the elimination of certain sizes 
and types or specials may be ways 
of reducing costs. Manufacturers 
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By H. F. SEYMOUR 
Vice-President, 


Columbian Vise & Mfg. Co., 


Cleveland, Ohio 


have been forced by war shortages 
to use substitutes and, in some 
cases, these have proven benefi- 
cial, even advantageous in lower- 
ing costs as well as improving 
quality. 

Training-in-industry, which was 
started as a war necessity due to 
the manpower competition, has 
been constructive and has had a 
decided effect in reducing costs. 


Women in Industry 


Women-in-industry have been 
a war necessity. Many of ‘them 
will return to their homes. On 
the other hand, many will con- 
tinue or wish to continue in in- 
dustry. When the service men 
return, the combination of service 
men and women-in-industry will 
create a very serious employment 
problem. To solve it we must 
continue to produce in enormous 
quantities and to do this we must 
find additional markets or users, 
and one sure way to bring this 
about is to reduce prices. 

Competition will be just as 
much “all-out” in peace as it has 
been in total “all-out” war by the 
nations. Now there is a new and 
different type of competition for 
some, which may be an opportu- 
nity for others, in the relatively 
small machine shops throughout 
the country. They have been sub- 
contractors on parts during the 
war and have built up an un- 
dreamed of volume. They natu- 
rally desire to maintain this dol- 
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H. F. SEYMOUR 


lar volume and in order to do it 
are developing products of their 
own. These must find a market. 
These machine shops are often 
low-cost producers, but their 
management has had no experi- 
ence with the type of selling re- 
quired, and in many cases, I be- 
lieve, will adopt the easy and 
quick way—the so-called chain 
store method. 


You will recall this pledge of 
the National Association of Manu- 
facturers to “produce and distrib- 
ute better goods, etc.” We all 
agree, I am sure, that production 
is a very important part of our 
job. Further, that anything can 
be produced and that enormous 
quantities of all products will be 
produced, but they have no value 


and their spears into pruning hooks.”..... ii. 4; Michah, Iv, 3 


unless they are sold—and that not 
only means distribution, but it 
means lowest-cost distribution 
commensurate with the required 
service. We might call it “proper 
distribution.” What is “proper 
distribution” or what will it be 
when peace comes? 

Manufacturers have a major de- 
cision to make in deciding on 
what method of distribution can 
place their products in the hands 
of the consumer at the lowest pos- 
sible cost, supported by this re- 
quired service—and they will 
choose one method as opposed to 
others if it will produce those 
results. 

It is a matter of record that I 
favor adequate margins for dis- 
tribution, but it may be necessary 















Join the Hardware Age Post-War Forum! 

Conditions will change when the war is over and there will be many 
noteworthy developments in the field of business. There will be plenty 
of prosperity in the post-war era and every branch of industry will avail 
itself of the opportunities which will present themselves. Competition 
will be keener than ever before and the business of distribution will 
witness numerous changes. All branches of the hardware industry— 
manufacturers, wholesalers and retailers should begin to formulate their 
plans for the business that will await them when the war is over. And 
they should start planning for that period now! 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





to revise our views on “an ade- 
quate margin.” What we consid- 
ered adequate in pre-war days, 
may, through necessity, have to be 
reduced in the post-war period. 


Cut Costs, Less Profit 


The necessity for placing a 
manufacturer's products in the 
consumer's hands at the least pos- 
sible cost will be so great that we 
must not only cut costs. but be sat- 
isfied with less profit. Certainly 
we cannot hold an umbrella over 
either the ineflicient manufacturer 
or distribution method. The low- 
est-cost producer and distributing 
method must be used, letting the 
chips fall where they will. A man- 
ufacturer constantly seeks new 
equipment and new methods as 
a way to make the most of his ma- 
terials. The reason he uses the 
machinery and material he does 
use is because it improves his 
product or lowers his cost, or 
both. By the same token, he 
chooses his method of selling be- 
cause it is better or less costly, or 
both. 

So you see it is volume—pro- 
duction if we hope to keep em- 
ployment up. What are we going 
to do with this volume? There is 
only one answer—sell it—by re- 
ducing costs. 

Manufacturers will only use a 
selling procedure that is competi- 
tive. Distribution will not buy 
merchandise unless it is competi- 
tive, so that in each case manufac- 
turer and distributor can just 
about write his own ticket. I hope 
the pre-war partnership of manu- 
facturer and distributor, or manu- 
facturer and jobber—retailer will 
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continue when the total “all-out” 
competitive condition arrives. 

Distributors cannot help to 
lower manufacturers’ costs in the 
product—material, labor and 
overhead, but distributors or job- 
bers can help in lowering the 
costs of selling and their ability 
to do so is vital. It is vital that 
they meet or beat their competi- 
tion. I do not mean the competitor 
in the same type of business, but 
rather the types of competition as 
represented by direct sellers, mail 
order houses, chains, cooperatives, 
etc. 

In this connection, it is just as 
important for distributors to re- 
sort to research in studying 
methods and markets, as it is for 
manufacturers to study products 
and markets. 


Research Minimizes Risk 


Research helps management 
minimize risk. The philosophy of 
sales research is that people will 
tell you the truth about anything 
you want to know if you will ask 
enough people. The individual 
may be stupid, but consumers as 
a whole are very wise. Precon- 
ceived ideas must go overboard. 
We must be open-minded. Dis- 
tributors must be ready to make 
changes to take care of this ex- 
panded production. 

In the January, 1944, issue of 
an industrial magazine appeared 
an editorial. It said, “We know 
what the function of distribution 
is and it is as basic as a plowed 
field . . . buying, warehousing, 
selling, delivering and invoicing 
steps.” A distributor must take 
these steps, of course, but he 


should improve them if at all pos- 
sible. A manufacturer used ma- 
terial and labor, but to lower his 
costs or improve his products he 
must make better use of material 
and labor. 

I know of a distributor who 
traveled up and down the Pacific 
Coast, employed the best engineer- 
ing talent and spent money, time 
and thought on how to build a 
better warehouse in order to lower 
his handling costs. He accom- 
plished his purpose. Now, as it 
happens, another distributor has 
traveled clear across the country 
to study it. That is research and 
that means lowering costs. They 
are not damning these other types 
of distribution, they are beating 
them at their own game; and that 
is what it takes. 


Bait to Manufacturers 


Mail-order houses, rubber com- 
panies, cooperatives, etc., are 
holding out large concentrated or- 
ders to manufacturers as bait. 
Chain stores plan on spending 
$500,000,000 to modernize their 
stores when conditions permit. 

Then there are others, such as 
plumbing supply houses, retail 
stores, automotive equipment dis- 
tributors—all offering themselves 
as additional outlets. 

At the same time, some manu- 
facturers are reducing their out- 
lets and deriving the same or 
larger volume through fewer 
houses. This tends to reduce the 
manufacturer’s selling costs and 
helps reduce the distributor’s 
costs. 

Speaking of preconceived ideas, 
think of Sears and Ward in the 
early days doing a 90 per cent 
mail order business and 10 per 
cent retail, and then with the ad- 
vent of hard surfaced roads and 
the automobile, the development 
of both of which were beyond 
their control, these percentages 
have just about reversed them- 
selves with 20 per cent mail order 
and 80 per cent retail. This is an 
example of what I mean by being 
open-minded and throwing over- 
board preconceived ideas when 
necessary. They met conditions 
as they developed and now they 
are without question building 


(Continued on page 87) 
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Here’s the key display—a 10-ft., four-sided, three-tiered table that 
gives customers an uninterrupted view of the featured merchandise. 


Doubled Dinnerware, Glassware and 
Gift Volume- Displays Did It 


l NTENSIVE — display 


and merchandising of dinnerware, 
glassware and gifts, together with 
some remodeling of cases and wall 
locations, has helped the R. D. 
Cone Co., Winona, Minn., double 
its volume on these lines. 

The key display area of this de- 
partment is a specially constructed 
table which is given over to the 
display of dinnerwear and some 
pieces of pottery. It is 10 ft. long 
and has three display levels. The 
lowest level, about a foot-and-a- 
half from the floor has a wide dis- 
play area in which are placed nu- 
merous samples of dinnerware pat- 
terns. It is very easy for a house- 
wife to inspect this case and find 
a pattern of dinnerware that 
pleases her. The second display 
level of this case is devoted to a 
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Method used by the R. D. Cone Co. 
of Winona, Minn., get results and 
help build traffic and profits 





Plaques of all types are attractively shown in white compartments. 
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showing of other dinnerware pat- 
terns, together with colored pot- 
tery, especially teapots. The third 
level also features pottery. 

The space from the first display 
level area to the floor is boxed in 
and painted an attractive tan color, 
while the matching woodwork 
higher up is of a darker color. 
This makes for a pleasing and 
distinctive contrast that women 
like. 

One advantage of a display like 
this, according to K. A. McQueen, 
owner, is that people can inspect 
it from all four sides. It encour- 
ages browsing customers and, as 
a result, achieves additional sales. 

The firm does its dinnerware 
volume on relatively few patterns. 
About 12 patterns carry the bulk 
of the business, with prices rang- 
ing from $6.95 to $25. A popular 
price for a service of six in that 
area seems to be around $12 to 
$15. The range of prices on 
colored teapots begins at $1.25 
and some run as high as $5. 

Several other tables in the store 
have displays of glassware, includ- 
ing cake and sandwich plates from 
89 cents and up. There is also a 
good stock of cake sets and salad 
bowls. The store has a fine stock 
of ovenware and sells plenty of it 
to both town and farm women. 
Items such as flower vases and 
other decorative pottery moves 
fairly well. 

Additional glassware and some 
enamelware is carried in stock at a 
sidewall location, as well as plain 
white cups, saucers and _ plates. 
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The plain white stock is in demand 
by farmers almost every month of 
the year and especially at thresh- 
ing time. To supply the farm 
trade, the company carries some 
large size coffee pots, as well as 
glass coffee makers. For example, 
the firm has a large stock of cof- 
fee pots ranging up to 12-qt- ca- 
pacity which sell for $3.25 each. 
There are also 2-gal. milk pitchers 
which sell for $1.75 each. This 
gives an idea of the number of 
people served at farm tables. For 
other farm gatherings, two and 
three coffee pots of the largest size 
are needed. 

Another line which the firm has 
added during wartime is plaques. 
These range all the way from ordi- 
nary fruit plaques to sportsmen’s 





ON AVAILABLE GOODS 


Enameled ware is shown 
on tables with larger 
items on ledges at the 
base. Plain white din- 
nerware, large pitchers 
and glass coffee mak- 


ers are ranged along 


the sidewall fixtures 
in view of customers. 


designs. The management reports 
that this plaque stock has moved 
very well. 

The method of displaying 
plaques is both interesting and 
practical. Some of the old shelv- 
ing in the store has been removed 
in part and painted white. Then 
the plaques have been hung on the 
sidewalls and on the sides of the 
rest of the shelf space. This makes 
for a very effective showing and 
one that attracts many women 
shoppers. 

“We certainly intend to con- 
tinue and to expand our dinner- 
ware, glassware and gift lines 
whenever possible,” says Mr. Mc- 
Queen. “We have seen what they 
can do and the additional traffic 
they attract to our store.” 





Cold Pack Canners Attract Attention 


ae) 


A mass display sold dozens of 
cold pack canners for Cussins 
& Fearns Co.'s branch store 
located in Mt. Vernon, Ohio, 
during the canning season. 
The display was located at 
the front of the store where 
customers had to pass it when 
they entered. Several dozen 
canners were displayed on 
‘and around a small table. 
They were complete with wire 
racks and covers. 
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Here’s a Method That Simplifies 
The Marking-Up Problem! 


This system has been found to 
save many hours in repricing 
and in computing of discounts 


By JAMES F. BURNS 


Manager, 
Berkshire Hardware Co., 
Pittsfield, Mass. 


M. ANY _inconsis- 


tencies of quantitative hardware 
purchasing are familiar to us all. 
Onion sets are bought by the 
bushel, and resold by quarts and 
pounds. Machine screws are pack- 
aged by the hundred, and wood 
screws by the gross. Sash cord is 
transformed from pounds to feet 
and hanks. No wonder hardware 
apprentices seem bewildered! 

These and similar idiosyncrasies 
of the hardware trade serve to 
make, in many cases, a tedious job 
of repricing. In these times, with 
undermanning of stores prevalent, 
multitudinous short cuts should be 
employed to save precious minutes. 

The hardware buyer, with his 
varying discounts, and margin of 
profit, is continually employing 
innumerable methods of reaching 
his resale price. These tables have 
made use of the “factor” system, 
and by use of a simple multiplier 
or divisor (whichever may be 
easier) the retail value of a com- 
modity may be easily found. 

As some items are purchased by 
the dozen, and others by individ- 
ual sale, two charts have been pro- 
vided. Gross lots are merely a 
further extension of dozen quanti- 
ties, and should not prove to be a 
problem. 

To reprice to maintain a 40 per 
cent margin merely divide your 
cost each by six. Decimal points 
are taken care of by good ole’ 
“horse sense.” 


Example: Cost = 60% retail 


60 cents 
6 


or retail price is $1.00. 


=. 2o 
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Multiplication of dozen cost by 
14 will give your retail price 
a 40 per cent margin of profit. 


Which result you quickly trans- 
form into $1.40 each (or $1.39 


for price appeal). 


We all know a 331/3 per cent 






































Cost = $10.00 a dozen margin (50 per cent mark-up) is 
10x14 = 140 (Continued on page 91) 
FACTORS USED WITH GIVEN COST s 
MULT I- 
cost @ MARGIE MARKUP RETAIL @ PLYIMG DIVIDING 
FACTOR FACTOR 
$1.00 50% 100% $2.00 2 5 
#1.00 L5% 81. $1.82 1.62 or 20 055 
$1.00 Lo” $1.67 1.67 or 5, 3 6 
$1.00 %o 53.8% $1.54 1. 5 
$1.00 33. $1.50 1.5 or 3/2 67 
$1.00 31% 5% $1.15 1.45 9 
$1.00 50% 42.8% $1.43 1.43 oT 
$1.00 28.7% Lox $1.40 1.4 e71 
$1.00 25.6% Tee 4 1.35 oT 
$1.00 25% 33- $1. 1.4 or 4/3 °75 
$1.00 23.1% 30% $1.30 1.3 e77 
$1.00 20% 25% $1.25 1.25 or 5 8 
$1.00 16.6% 20% $1.20 1.2 or 6 83 
$2.00 15% 17.6% $1.18 1.16 285 
$1.00 13.1% 15% $1.25 1.15 087 
$1.00 10% 11.1% $1.11 1.11 9 
$1.00 9.1% 10% $1.10 1.1 9 
$1.00 5% 5% $1.05 1.0 °F 
$1.00 1.8% 5% $1.05 1.05 095 
FACTORS USED WITH DOZEN COST 
WULTI- 
DOZEN SELLING PLYING DIVIDING 
cost MARGIN MARKUP PRICE PACTOR FACTOR 
FZ e ° 16.% 3 
$12.00 L5% ae, 1.82 15.2% 6.6 
$12.00 Lot n-2/3% $1.67 13.9 or 14% 702 
$12.00 35% 53.8% $1.54 12.8% 78 
$12.00 3301/3 50% $1.50 12.5 or 5/4 8 
$12.00 zg 5% $1.45 12.1 or 123% 8.2 
$12.00 / 12.8% $1.43 11.9 or 12-% 8.i 
$12.00 28.7% Lox $1.1,0 11.7% 8.6 
312.00 25.9% 5 $1.35 11.2% 8.9 or 9 
312.00 25% 336 $1.34, 11.2% 9 
$12.00 23.1% $1.30 10.8% 9.2 
$12.00 20% 25% $1.25 10.L4% 9.6 
1 
a 
10.1, 
10.8 
11 
11k 
11.4 














Choice of multiplier or divider rests with 
the individual—whichever is easier io use. 
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These Ideas Build Business 


The F. H. Retzlaff Hardware Co. of New 
Ulm, Minn., has originated many novel 
features that produce more customers 


Pictures, ranging in price from 50 
cents to $4.00, are displayed in a 
special, well arranged department 
near a stairway leading to the 
upper floor. They are on a three- 
level, step-up fixture, the two upper 
shelves of which are covered with a 
gift paper of attractive design. 
Some larger pictures are shown up- 
right upon the top shelf on spe- 
cially made holders which prevent 
them from slipping. This open dis- 
play has aided the firm in building 
up a good volume on these items. 





A special kitchen gadget display 
table in the center of the store has 
room for many items in orderly ar- 
rangement and this set-up accounts 
for many sales. Some articles are 
displayed flat at the counter level. 
In the center is a 3-ft. wallboard 
section with beveled corners. Hooks 
of various sizes are on both sides 
of this board, and ladles, dippers, 
brushes and other kitchen essentials 
are hung upon them. It's a very 
easy matter to show a great many 
items in this manner and the ar- 
rangement attracts the attention of 
housewives who enter the store. 
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= in Many Lines of Merchandise 


Wallpaper stock is located on the 
second floor and is kept in paper 
cartons which have been cut in half 
and put in special compartments of 
a wooden rack. This arrangement 
works very well and it is possible 
to store a great many rolls in this 
manner. The half cartons can be 
pulled out and refilled without dis- 
turbing the other rolls in the rack. 


Oo O 








A large display of bathroom 
and scatter rugs is featured 
in the farm goods department 
and attracts many farm wo- 
men who visit that section. 
They range in price from $1.00 
to $498 and an extensive 
stock is carried. They are 
shown on an open counter 
and also on a three-level, 
arched display fixture. Cus- 
tomers come to this depart- 
ment in order to buy poultry 
supplies, insecticides or seeds, 
see the rugs and are tempted 
to purchase them. 





Special display devices to 
hold refreshment trays when 
stood on end are used to ex- 
cellent effect. These devices 
are specially made wood 
pieces which are fastened to 
the base of the fixture. They 
are slightly elevated which 
serves to keep dust from ac- 
cumulating on the trays and 
also keep them firmly fixed 
/ in place so that there is no 
danger of their slipping and 
breaking. These devices are 
made locally and are used in 
other departments. They add 
to the security and neatness 
of the disnlays and may be 
obtained at very li'tle cost. 
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Feed and Various Related Items 
Are Major Lines at Newcomer's 


‘he firm of H. S. 


Newcomer & Son of Mt. Joy, Pa., 
hardware dealers, had been ex- 
tremely active in the sale of major 
appliances before the war put an 
end to the supply of those lines. 
The advent of hostilities, however, 
put a stop to this branch of the 
firm’s activities but, even before 
the last major appliances had been 
delivered to the store, efforts were 
being made to take up the slack 
which would be occasioned by 
their future unavailability and to 
add lines which would fill the mer- 
chandising gap. 

Among these additions to the 
Newcomer store was a line of 
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Poultry goods, a variety of farm remedies and fencing 
are interestingly shown toward the rear of the store. 


poultry supplies, the later addition 
of dairy feed, expansion of dog 
food lines and even the taking on 
of rabbit food. That these lines are 
really of major importance is evi- 
denced by the fact that numerous 
carloads of them have been pur- 
chased by the firm and that quite 
a few tons of both dog and rabbit 
food have been bought and sold. 


oe 


The sale of these lines has taken up 
the slack caused by the loss of ap- 
pliance volume. 

A casual glance at the illustra- 
tion of the poultry supplies section 
on this page, shows one of the 
many reasons why this business is 
booming, It is quite obvious that 
a very wide variety of lines essen- 
tial to the feeding and raising of 


Dairy, poultry, dog and rabbit 





foods are big sellers and aid 
Mt. Joy, Pa., store to fill gap 
left by major appliance lines 
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June 22 
1944 


when arms and ammunition are available again— 
be ready with Remington! Remington Arms Com- 


had a chance to own or shoot a gun. So remember: 
pany, Inc., Bridgeport, Conn. 


boys who—because of the restrictions on arms and 
ammunition during the last two years—have never 








of Remington advertisements appearing in boys 
magazines. These advertisements are doing two 
things for you. They’re holding your present boys’ 
market for Remington arms and ammunition. They 
are also cultivating a new market among ’teen-age 


HERE IS ASAMPLE of the new, action-packed series 
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ON AVAILABLE GOODS 


poultry and farm animals is of- 
fered. Fence, brooders, remedies 
for poultry, hogs, dogs, etc., are 
shown in this section of the store. 
Other poultry items in the section 
include egg scales, poultry foun- 
tains, turkey fence, sanitation 
items, etc. In addition, a large 
stock of poultry feed, cattle feed, 
etc., together with live chicks are 
shown in what was, prior to the 
war, the store’s automobile display 
room. In addition to the showing 
of chicks in this room there are 
always some live chicks to be 
found in the store—and well to- 
ward the front. 


Profits From Live Chicks 


At the time the store began to 
really go after the feed business, 
a former appliance salesman was 
trained by the firm’s feed supplier 
in the selling of feed and related 
lines. He is now a feeding adviser 
and delivers feed and related lines 
to his regular customers. Clar- 
ence S. Newcomer, who operates 
the business, says of the live chick 
end of the business, “We have 
started dozens of farmer flock 
owners. These farmers sell us 
breeding eggs. We purchased 10,- 
000 chickens in New England for 
a foundation for these owners. 
They furnished us with eggs for 
incubators and we are planning 
the installation of a 35,000-egg 
incubator. Our salesman got more 
than 700 flock owner report sheets 
filled out—these being check lists 
—filled out for.our feed supplier. 
Upon occasion, he has advised 
farmers as to markets for their 
broilers and for the eggs they have 
for sale.” 

But the profit angle doesn’t even 
end there with poultry supplies. 
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One of the items that runs into 
real money is brooders. Coal 
brooders are offered at $25.90 and 
$29, the smaller size being the 
more active seller. Electric brood- 
ers are offered at $25, $29 and 
$35, the two larger units being 
best sellers. 


Dog Food a Big Item 


Several tons of dog food are 
sold in the coursé of two or three 
months, at 10 cents a pound in 
small lots and 7 to 8 cents per 
pound in large quantities. Rabbit 
feed sells at $4 per bag of 100 
lbs., from 11% to 2 tons being sold 


in two or three months. The store 
entered the rabbit feed field as the 
result of contacts with flock 
owners. 

Cattle feed, quite a few car- 
loads of which have been sold 
since the store started after that 
business, has its added profit 
angle. The store has mixing and 
grinding service for feed process- 
ing. The charge for this service is 
15 cents per cwt. And for an extra 
fee the store’s concentrate is added 
to the mixture. Newcomer’s pur- 
chased used grinding and mixing 
equipment for its cattle feed busi- 
ness. 











Advertise on Gardening Page 


Koerner & Pingel, Harris Stores, and 
D. & F. Kusel Co., Watertown, Wis.. 
hardware stores, all advertised in a 
special garden page section of 
their city newspaper this past spring, 
listing items for gardeners. They 
got good results from the ad for 
everyone was interested in raising 
a garden to help increase food pro- 
duction. Each ad was two columns 
in width, that of Koerner & Pingel 
being 8 in. deep, Harris Stores 5 in. 
deep and D. & F. Kusel 101/2 in. deep. 





GREEN LAWNS ALL SUMMER 
HEALTHY FLOWERS and VEGETABLES 
OT SETTER FOLIAGE on TREES ond SHRUBS 


THE IDEAL FERTILIZER 





EASY TO USE 
| Oaly one application in ff 

spcing and fall necessary 
Produces luxuriant bore 
lewns, healthy flowers, 
sturdy root syseems and thicker foliage on 
shrubs and trees. Packed in coavenient 100, 
50, 23 pound bags with simple instructions. 
25 Ib bag... 90¢ 50 lb. bag... $1.5¢ 

100 Ib. bag......... $2.25 














Shady Place Seed 45¢ 


steel, with hardened edge. 

oo... ae 
Se 
Pruning SHEARS 


Length, 9 inches. Has high 


@rade tool steel blade. Good 
leverage makes cutting essy 


69c 


WIRE RAKES 
Will outwear several bamboo 


rakes. 16 round wire spring 
steel teeth Strong enam 


handle. 
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Condon's HEDGE SHEARS 
Lewn Grass Seed 
for beautiful durable. last S$] 
ing lewns 
1-Ib. carton .......3Qe 
3-Ib. bag 98° 8 inch blades. 
aedey — 





D. & F. KUSEL CO. 
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We have the tools 4 
Garden, as well os ~ a for your Victory 














Speding Fork $1.25 
Garden ‘ 
= Roke 95<& $1.10 
re Lawn Rakes 49 & $4 10 
Garden Hoe— 
90¢ & $1.10 
Spedes 





$1 
$2.00-$2.15 - $2.59 















Garden Barrow Quelity rs 
Shade Mixture— : 
desatii 45 bb. 

ite Seed. 
= $1.20 &. 
Sharpened to ene SHEARS 
simeled cast ron han. 
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TRUE TEMPER 


THE KNOWN VALUE EIGHT STAR LINE 


*® HATCHETS * AXES 
*®& HEDGE AND PRUNING SHEARS 


wk HAMMERS 





¥%& STAR No. 1—HAMMERS 


ES, we think every one will admit that the True 

Temper Super-Dynamic Hammer in both Nail 
and Ripper has unsurpassed beauty of design and 
finish and is perfectly power balanced. One just 
assumes that a hammer with such fine appearance and 
feel must possess as well a high intrinsic value. 


The wonder is that so fine a tool can be produced 
at so low a cost. You'll be more surprised when you 
learn that it takes 26 separate factory operations to 
produce the head only. Since it’s difficult to count the 
operations from buying the tree, felling it, cutting it 
into logs, transporting to the handle mill and produc- 
ing rough turned handles, we will start with the deliv- 
ery of the product in this stage at our factory. From 
that point, there are 8 separate factory operations 
preparing the handle to drive. 


A quality standard is set for every operation and in 
the course of production, we make five careful inspec- 
tions to see that each and every set standard is main- 
tained for all of these many factory operations. 


Just how much more quality and value is packed 


THE AMERICAN FORK AND HOE 


*& SHOVELS 
*% SCYTHES, WEED AND GRASS TOOLS 


* STEEL Goops *® RODS AND Baits 





into True Temper Hammers is difficult to estimate, 
but we have made sure that nothing that will in any 
way improve the tool is omitted. 


One of the best hardware merchants we know 
asked, ““Why don’t you get more money for your 
Super-Dynamic Hammer?” 


The answer is—True Temper’s advantages to the 
jobber, retailer and consumer constantly increase 
if we pass them on to the consumer. If we attempt 
to charge for them, they are lost. 


These same facts apply to the complete line of True 
Temper Hammers and every other True Temper 
Product, for in the hands of the user each True Temper 
tool must be a lifetime salesman for every other 
product branded True Temper. 


The story of the added value and service of all True 
Temper Products is constantly told to millions of 
consumers in the pages of their favorite magazine or 
farm journal. They know and prefer them because they 
have learned through use that they are Known Values. 


COMPANY - CLEVELAND, OHIO 


TRUE TEMPER PRODUCTS 
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This young man is a shop asset. 





He handles many types of jobs. 


War-Time Service Department 


Has Answer to Help Question 


A LARGE volume of 


service shop business is being done 
by the Gulbrandsen Hardware Co., 
Albert Lea, Minn., because the 
firm has worked out several solu- 
tions on the help problem, a vital 
question during wartime. 

The service department, in the 
first place, has excellent equip- 
ment, which enables the firm to 
handle almost any sort of an ap- 
pliance repair job, with the excep- 
tion of radios. Washing machines, 
vacuum cleaners, milking ma- 
chines, small electrical appliances 
and lawn mower sharpening are 
some of the services performed at 
this busy shop. The firm also in- 
stalls new copper screening in fan- 
ning mills used for cleaning seed, 
and some of these installation and 
repair jobs range as high as $15. 

To help along in the service 
department during wartime, the 
Gulbrandsen Hardware Co. has 
hired an alert and capable high 
school boy who works after school 
and on Saturdays. This young 
man has a pronounced mechani- 
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Gulbrandsen Hardware Co. obtains 
fine results from a high school 


student with mechanical ability 


cal sense and can do many phases 
of repair work. He can operate a 
drill, repair washing machines and 
repair and sharpen lawn mowers, 
in addition to performing other 
duties about the store. The hours 
this young man puts in, and the 
work that he does helps the Gul- 
brandsen service department main- 
tain its good record for relatively 
prompt and efficient service. 


Washers Get Green Light 


“We repair many washing ma- 
chines,” says E. Gulbrandsen. 
owner. “Customers bring in such 
machines from a fairly wide area. 
To date, we have been able to 
handle most jobs of this type 
without too much delay. We think 
it is a duty on our part to get vital 
appliances like washing machines 
repaired as quickly as possible 
and back to the owner, and we sort 
of give them priority in our shop.” 


The firm urges customers to 
bring in their washing machines 
and other heavy appliances and 
call for them when repaired, if this 
is possible. However, in cases 
where people haven’t a truck to 
bring in the machines, the store 
calls for them. 

Washing machine repairs aver- 
age almost one a day at this store, 
while lawn mower repairs and 
sharpening jobs average 100 per 
month during the cutting season. 
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A section of the hard- 
ware department. Aisles 
are sufficiently wide 
to permit customers to 
browse about and find 
the items they desire. 











Ten months ago the Nueces 
Hardware Co. was destroyed 
by fire but today— 


The New Store Is Much | 5 


Corpus Christi, Tex., firm opens () 
: ; N August 23, 1943, 
modernized store with new stock dis Mel Wecdeees Commens 
. ° was completely gutted by flames 
only five months after disaster in the most spectacular downtown 


fire in the history of Corpus 
Christi, Texas. One of the larg- 
est stocks of hardware in the 
Southwest went up in smoke while 
the building, located on one of the 
city’s busiest corners, was left a 
charred and apparently hopeless 
wreck. Five months later, on Feb- 
ruary 1, 1944, to be exact, the 
firm opened on the same site a 
new store completely equipped 
with new merchandise. And, in 
the opinion of customers, the new 
establishment is a more spacious, 





A corner of the housewares depart- 
ment. Fluorescent lighting makes 
all parts of it as bright as day. 
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Gifts, china and glassware are at the front. Glass shelves and recessed tables provide added space. 


brighter and better piace in which 
to shop than was the old one. 

When the fire was over it ap 
peared that the Nueces Hardware 
Company was out of business for 
the duration of the war. Condi- 
ditions in the building industry 
made it impossible to erect a new 
building at that time and there 
was no other location available. 
And, even if a store building could 
be found, would it be possible to 
start from scratch and stock a 
complete hardware store in these 
days of scarcity of many types of 
merchandise? 

The owners, Edwin F. Flato 
and his sons, Franklin and Fred- 
erick, together with Edward N. 
Johnson, manager, conferred with 


Plenty of merchandise is shown in 
the paint and electrical section. 
Glass shelves and dividers help. 
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Bigger, Better and Brighter 


local architects and builders. The 
original walls were still sound and 
steady on their foundations. With 
these to work on, a new store could 
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be built on the framework of the 
old, with certain modifications. 

The old building had been twe 
stories high, with the second floor 
used principally as a warehouse. 
To simplify construction and con- 
serve the use of critical materials, 
it was decided to make the new 
building only a single story in 
height by cutting down the walls 
to the one-story level. 

The ground floor of the new 
store occupies the same space as 
that of the old one but im- 
proved arrangement and better 
utilization of space have made it 
appear larger. Counters and 
shelves, all of which were built 
locally, were designed to present 
as much merchandise as possible 
in open display. The displays were 
built up on tables by means of 
glass shelves while recessed shelves 
in the tables made it possible to 
display by far the greater part of 
the merchandise in plain view of 
the customer. 

The ever-increasing importance 
of the woman shopper as a hard- 
ware store customer was taken into 
account when it came to arrang- 
ing the departments. Gifts, china- 
ware and glassware, which ap- 
peal to most women, were given 
preference and were located at the 
front of the store. Dishes were 
displayed on edge so that they 
show to the best advantage. Pic- 
tures above the sidewall cases lent 
an added feminine touch. 

The show windows, which ex- 
tend along two sides of the build- 
ing, were constructed without 
backs in order to give an unob- 
structed view of the interior from 
the street. This feature not only 
gives more light in the interior 
in the daytime, but also makes 
the store seem brighter and more 
attractive from the outside at 
night. The show windows and the 
entire interior were equipped with 
fluorescent lighting. 

As much space as possible was 
devoted to the selling floor, but 
a partition near the rear provides 
accommodation for stock and ship- 
ping rooms. The mezzanine floor 
which had been at the rear of the 
old building was eliminated and 
the store offices were located on 
another mezzanine at the front 
over the show windows. 

The matter of stock was taken 
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up as soon as the decision had 
been made to reopen the store. 
Plans were made and the owners 
and management began to accumu- 
late a fresh new stock of mer- 
chandise to be on hand at the time 
of the opening. Merchandise ord- 
ered before the fire was accepted 
as ordered, and the company 
placed new orders with the many 
manufacturers and _ wholesalers 
whose lines had been carried in 
the past. During the period in 
which the new building was being 
made ready for occupancy, com- 
pany buyers were busily engaged 
in scouring the markets for mer- 
chandise and accumulating these 
goods in storage in Corpus Christi. 

The merchandise offered repre- 
sented a brand new and com- 
plete selection. Not a single item 
from the old store went into the 
stock of the new establishment. 
Every department — housewares, 
gifts, china, tools and sporting 
goods—offered a wide range of 


new and high quality merehandise. 

At last the contractor finished 
his work, the job of moving in 
stock and arranging it began and 
a definite date was set for the 
opening. Three weeks before this 
date, the Nueces Hardware Com- 
pany began running a series of 
daily “teaser” advertisements in 
the local papers. Featuring the 
slogan, “The Finer Store of ’Forty- 
Four,” these advertisements were 
designed to build up interest in 
and curiosity about the new store. 
On the day before the opening, 
which was set for February 1, 
1944, a half-page advertisement 
was run carrying the story of the 
new store, listing a number of 
opening day specials and mention- 
ing a few of the thousands of items 
in critical merchandise included 
in the new stock. 

When the public entered the 
doors of the new store at 9 a. m. 
on February lst, it found truly a 
“Finer Store of ’Forty-Four.” 





Mass Displays Sold 1,400 Dozen 
Fruit Jars in 1943 


ARL GRAEFF HARDWARE 
CO., Dayton, Ohio, did an out- 
standing job in selling glass fruit 
jars during the canning season last 
year. More than 1400 dozen jars 
were sold during this period. 
“Several factors worked in our 
favor and aided us in distributing 
this merchandise,” says Carl Graeff, 
owner. “We had anticipated our 
needs very carefully and were able 
to secure the merchandise. This was 
one of the important factors. We had 
fruit jars when no other firm had. 


“We also displayed this item 
prominently in the store. A large 
quantity of jars were shown at the 
front of the store. They were stacked 
so high every customer noticed our 
supply. This caused considerable 
comment and the word soon spread 
around that the place to get jars was 
at our store.” 

This mass display of jars was 
arranged early in the season. It was 
kept filled up most of the time; how- 
ever, there were occasions when the 
stock was pretty low. 





Cases of fruit jars were stacked in a prominent space at the front 
of the store while canning accessories were shown on nearby tables. 
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| % war is costing the American 
people over eleven million dollars 
every ‘hour. 

You figure it’s a job to be done. So 
you're doing it. 

Doing it by going without things. Do- 
‘ing it with mighty twenty-four-hour in- 
dustrial production. Doing it, God help 
us, with the lives of our fighting men. 

But how about the cash? Where’s 
that coming from? 

Our taxes and all our revenues are 
less than half of our expenditures. 

Uncle Sam is borrowing the money 


















_ Of course Ingraham is pro- 
ducing only war matériel 
> now. Just to remind you, we 
used to make mighty good 
watches and clocks, and we'll 
be at it again, come Victoryl 
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™WAR LOAN 





to fight this war from his people. From 
you. 

How much you want to get into this 
war is directly measured by the amount 
of money you lend to your country. 

You are being asked, this month, for 
Sixteen Billion Dollars. 

Your country is asking you to buy 
double the extra bonds you bought in 
the last loan. You'll find it pretty tough 
going. You'll have to pinch, and go 
without, and sacrifice everything you 
don't absolutely need. 

How much you lend says how much 
you are inthis war. 


THE E. INGRAHAM CO., Bristol, Conn. 


The Right Time 
at the Right Price 
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ot salesman of a 


middle west wholesale hardware 
house recently sent me quite a long 
invoice to a Missouri merchant—Ed 
Demeter, Macon, Mo., dated in 
1899. That is 45 years ago. Mr. 
Demeter retired, 1 am advised, and 
is now living at Chillicothe, Mo. I 
send him our greetings. 

This invoice covers quite an as- 
sortment of staple hardware items. 
I sent this old document to the 
wholesalers that sold the goods and 
asked them to reprice the items at 
present current prices. They dug 
up an old 1899 catalog and with its 
help re-priced the list of goods and 
returned the invoice with notes about 
changes in items. Several are no 
longer on the market and some. like 
hotel supplies, have been dropped 
as they are now sold by hotel suo- 
ply houses. A comparison of old 
and present prices on comparable 
goods is very interesting. 


All Are Advances 


The changes—all advances—vaiy 
greatly in percentage but, taken upon 
the whole, I would say prices today 
are just double what they were in 
1899. Some are more than double. 
Strange to say, one well known brand 
of pipe wrenches (Trimo) has only 
advanced 20 per cent — I wonder 
why. 

It would be interesting to repro- 
duce this old invoice with the cur- 
rent prices but this would consume 
too much space in these paperless 
days. 

My salesman friend suggests that 
the salesmen of 1899 and his house 
at those prevailing low prices had 
to do double the amount of selling 
and handling in order to get the 
same results. 

I have just been making a study 
of the sales, expense, and profits re- 
sults of a number of large retailers 
in various parts of the country. 
These figures cover five years, up :o 
and including 1943. 

The average increase in sales of 
these dealers is somewhat over 
three times. With these increases in 
sales and profits figuring results on 
a percentage basis makes some curi- 
ous showings. Taking sales as a 
basis, the large increases in sales 
makes the other figures such as rents. 
officers, owners, and employees, bad 
debts, etc., etc., fixed charges show 
the same on a lower percentage than 
in pre-war years. One is especially 
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struck with the general reduction of 
sales expenses. P 

It stands out that, notwithstanding 
the loss of service men, these dealers 
have managed to carry on at a low 
percentage of operating costs. Natu- 
rally, even with prevailing high taxes 
the net returns have been quite satis- 
factory. 


Selling Most Important 


This showing, which no doubt is 
quite general especially in locations 
where war activities exist, empha- 
sizes the great importance of in- 
creasing sales. It reminds us again 
that selling and sales are the most 
important thing in any business. 

Almost every business before the 
war could handle more business. 

Hundreds of dealers who were 
prepared to do more business hap- 
pened to be in locations where war 
industries attracted not only an 


enormous increase in the demand 
for hardware for factories, but also 
attracted thousands of new workers 
who also needed hardware for their 
homes. It was not a question of sell- 
ing, not a question of prices but of 
supplying the goods. 

Under such conditions luck has 
been a considerable factor in the 
success of these dealers as well as 
good management and hard work. 
However, in reviewing the abnormal 
situation, I find few give any credit 
to plain good luck. 

Figuring on a business as being 
standard before Pearl Harbor one 
might reasonably make the follow- 
ing deductions starting with the hy- 
pothesis that rents, wages, etc., 
would remain practically fixed. 


Some Reasons 


1. All increased sales were with- 
out any increase expense costs. 

2. Overtime business pays usually 
some overtime wages but the extra 
business, generally speaking, pays 
no expenses. To illustrate, all ex- 
ecutive salaries, rents, etc., cost 
nothing on extra night and holiday 
work. 

3. In war favored locations ail 
business is practically cash and col- 
lection expenses, bad debts, claims, 
etc., are reduced to a minimum. 

4. As transactions generally are 
on a larger unit scale labor is less. 

5. A large percentage of goods is 
carried away by customers and cost 
of deliveries are much reduced. 

6. And finally an item that often 


is overlooked counts. In a “rushing” 


business there is much less valuab!e 
time devoted to social conversation 
and clerks work faster. 

A salesman who attended the 
Southern Jobbers convention at Cin- 
cinnati remarks that the large at- 
tendance could be attributed to the 
fact that top men and salesmen have 
not been visiting the trade as regu- 
larly as usual and both dealers and 
manufacturers were “lonesome” and 
grasped the opportunity to meet and 
talk over their troubles. 

How about so many ladies I asked 
—what brought such a large num- 
ber? He guessed it was prenty of 
spare cash and a desire to get away 
from K.P. duties at home. 

My old friend, George H. Harper 
of The National Enameling and 
Stamping Co., as usual was thought- 
ful and sent me the lists of jobbers 
and manufacturers attending the 


(Continued on page 90) 
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When the Atlantic Cable Broke... 











JUNE 22, 1944 


1859: The world was spellbound when 

the first telegraphic message was sent across the 

Atlantic by cable. But in three months that first 

cable was broken. Seven long years elapsed 

before a new Atlantic cable was laid. And in 

the meantime, news had to travel the old slow 
way... by ship. 


1944: Today, the miracle of instant two- 


way radio permits split-second communications 

between remote continents and isolated islands. 

Our fighting forces on land, sea and air are 

in constant touch with each other. Radio and 

electronics are winning battles, saving thousands 
of lives, helping to speed Victory. 





entinel 


America owes to science an eternal debt of thanks for its ceaseless 


research in the realm of radio and electronics. 
Since Pearl Harbor, SENTINEL has devoted all its resources, 


all its skill, to producing radio equipment for our armed forces. 


When peace has been won, we promise all of our dealers 
SENTINEL Radios far finer in tone and performance— more salable 
and more profitable than the most optimistic pre-war expectations. 


SENTINEL 


RADIO 


CORPORATION 


2020 RIDGE AVENUE, EVANSTON, ILL. 
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LAWN 
AN EXTRA ROOM FURNITURE 


OUTDOORS WINDOW 


THIS MERCHANDISE: 

- Iced tea sets, bird 
SUMMER houses, lawn chairs, 
lawn tables, picnic 
sets, picket fence, 
bird bath, rose 
bushes, rubber hose, 








Ye 


) : with light green cor- 

rugated board or 
painted wallboard. 
Cut-out letters of 
N m 4 bright yellow ma- 
terial. Bird houses 
also used on the 
CMancoaL panels. 


Backs | wD 
































Show Lawn Furniture, Canning Goods 
And Spray Materials for Early July 


HARDWARE AGE Original Window Display IDEAS 


FRUIT JAR 
WINDOW 
suk aud pes FRUIT J ARS PROTECT YOuR 
gallon fruit jars, jelly VICTORY 
chopper. stew Ket- CONSERVE your 
tles, sauce pans, FOOD SUPPLY GARDEN 
sealing wax, cook- SPRAY 
ane trie om EARLY 
ning accessories. 
SPRAY P. Nomr A. 
MATERIALS 
WINDOW 


MERCHANDISE: 
Spray materials of 
various types, dust- 
ers, glass sprayers, 
tank sprayers, bucket 
sprayers, sprayer re- 


parts. 
BACKGROUND: 
Light green  corru- 
gated materials. Cut- 
out letters of bright 
red and yellow. 
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Mow Ready for 
IMMEDIATE DELIVERY 


The “All-American” General Utility ana 


All Steel BO N /) BOX any o- 


in 10 dozen quantities 
otherwise $1.50 each 








SPECIFICATIONS 
* Double Reinforced Front on Body etete 
*® 26 Gauge Steel Construction sla ecient 
* Durable Baked Enamel Finish 


® Rounded Corners —Rigid Construc- 
tion 


* Strong Steel Grip Handle (formed 
to fit the hand) 


® Built-In Continuous Piano Hinge 
(Packed one dozen to a carton) 








25 MILLION BOND OWNERS 


are hungry for this SAFETY BOX 


The "All American” Bond Box offers you a quality product that has what 
it takes to attract new business your way. "Store Traffic” takes on a new meaning 
with the “All American!” Magnificently designed—perfectly made—no detail 
overlooked. This box is equipped with the newly patented "Automatik” Lock. 


SAPERY POR: hie : : ee ee 





NO. 21-SL (STREAMLINER) ¢ #95 


2 cantilever trays. Size: 21x7Y2x/7 in. 


Each 
= in 10 doz. quantities, otherwise $3.40 each. 











— 
== 


The Famous FLYING SCOT 
SAFETY LOCKING TOOL BOX $165 


\ 
\ 
\ 
\ 
1 in 10 doz. quantities, otherwise $1.75 each. Hasone 
\ cantilever tray—(same specifications as Bond Box) Each a 
\ 
\ 
\ 
\ 
\ 


\ show FOR IMMEDIATE ACTION—WIRE 
\ yuty “ 5 Exclusive Factory Distributors 
58 
\ So- SOUTHWESTERN HOUSEHOLD EQPT. CO. 
\ Chicos? — National Distributors of Nationally Advertised Products 
, ae 1583 Merchandise Mart, Chicago, Ill. 
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Late July—Stress Harvesting Needs 
Clothes Baskets and Insulation 


HARDWARE AGE Original Window Display IDEAS 














HARVESTING 
,, | HARVESTING | B.. 
NEEDS MERCHANDISE: Hay 


_ rope, binder twine. 
hay forks, straight 


x > y : es unloading hay forks. 
= = ty pe 4 corn knives, rubber 
a ‘ belt, leather belt, 

, ‘ 2 . mower sections, 
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mower guards, hay 






























































































































































| ~(S & pulleys, hand section 
“ 7 _—— _— grinders, hay  car- 
] SZ riers, V-belts, power 
; Buwer [ ga ‘ ?, tool grinders, mower 
~ —~ Twine 7 . = repairs. 
—-_ bk} $022 q yy 3 BACKGROUND: 
= > ? = = Panels of ivory cor- 
- - rugated material or 
f y painted wallboard. 
| ; Cut-out letters in 
O , dark brown. 
ee ||) 
! ° ¢ 
A > =p - 
CLOTHES 
BASKET 
wow NowS Tue Time To HiGn Grade Wittow 
MERCHANDISE: Wil- tae INSU LATE 
low clothes baskets ponies } 
in three sizes. ee YOUR HOME 
eS FOR HOT DAYS 
INSULATION | aean 
ew SSF ]55 
M E R C HANDISE: e 
Mass display of me INS ~ 
rolls of insulation ; Ma tATING Las 
material. Show card TERIAL MATERIAL 
gives quotation on | 
material for average =a 
size attic. 
BACKGROUND: 
Center panels of M Iu The 
light green corru- 
gated board or 
painted wallboard. COVER 
Division strips of Your <——SS 
bright yellow. Cut- ATTIC , 
out letters of rose t vapid aicaie | 4 
material. mM $ O29 iy 7 
Ci 
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The pleasant, peaceful shots that will 
some day ring out from Colt Revolvers and 
Automatic Pistols in the great outdoors will 
be a salute to you hardware men and sport- 
ing goods dealers! Your patriotism and 
patience deserve it. That’s why Colt’s 1944 
advertising pictures the “great days com- 
in’” when sportsmen will seek the recrea- 
tion well-earned by all good Americans. 
Your store again will be that “Port o’ Sport” 
from which they’ll set out with duds, tackle, 
and better-than-ever Colt’s. We share your 
anticipation and will be ready, when restric- 
tions are lifted, to supply you with those 
proved leaders in target and outdoor shoot- 
ing. Shown here are three Colt models that 
you'll recall with pleasure and can re-stock 
with profit... when Victory has been won. 












Colt Officer’s Model 
Revolver 


— Caliber .22 Long Rifle. 
Leader among .22 caliber revolvers 
for target shooting. 


Colt Super .38 
Automatic Pistol 


— Caliber .38 Automatic. 
A favorite for 
All Around Service. 


Colt Target 
Woodsman 


— Caliber .22 Long Rifle. 
Tops for outdoor service. 







COLT’S PATENT FIRE ARMS MFG. CO., HARTFORD, CONNECTICUT 


JUNE 22, 1944 79 











Are They Substitutes? 


VER since this nation has 

been at war we have heard 

the word “substitute” as 
applied to materials, merchandise 
and methods. Every branch of 
business has become more famil- 
iar with the word and with what 
it represents than ever before and 
the retail hardware business has 
been no exception to the rule. 


New Times, New Lines 


The needs of the services have 
made it impossible to obtain cer- 
tain materials in anything like 
adequate quantities. Certain lines 
are no longer on the market, due 
to the fact that their manufac- 
turers are engaged in war work. 
But other materials have come to 
the fore to replace the materials 
with which we have long been 
familiar. And other types of mer- 
chandise are to be found in hard- 
ware stores taking the place of 
items no longer made. The point 
is, are these materials and mer- 
chandise to be regarded as substi- 
tutes, something to be discarded 
when the war is over, or will they 
eventually find a permanent place 
for themselves? 


Learn How to Sell Them 


Until we really know just how 
permanent these new things will 
be, we had better treat them as 
though they were in the nature of 
things that had come to stay. That 
means instead of calling an item 
a substitute we should treat it as 
an item of regular stock. Don’t 
shrug them off, but learn some- 
thing about them. Find out just 
what their strong points are and 
capitalize on them in your selling. 
They are here and they are to be 
sold—therefore learn how to sell 
them properly and to the best ad- 
vantage to yourself and to your 
firm. 


80 


As a matter of fact, many of 
the articles in question were de- 
veloped by long and patient re- 
search. Given time they would 
have appeared eventually. The 
fact that we were at war merely 
speeded up their introduction to 
the buying public with the result 
that an article, which under nor- 
mal conditions might have been 
introduced in 1945, was put upon 
the market in 1943. 

In any event, study these new 
materials and articles of merchan- 
dise as much as possible. You'll 
get the jump on many of your 
competitors if you do. 


Check Up On Yourself 


Plenty of customers and short- 
ages in numerous lines have 
served to give many a salesman 
the idea that all one has to do is 


to show the merchandise and the 
demand will do the rest. Such 
thinking is destructive in that it 
leads to laziness—both mental and 
physical. Make it a point to sell 
an article. Don’t be satisfied to 
let it sell itself. 


Conditions Will Change 


Conditions will change when 
the war is over. There will be 
more merchandise and the job of 
selling will be a lot more difficult. 
The salesman who has brushed up 
on his selling technique and who 
hasn’t suffered a mental slump 
will find it an easy matter to keep 
up with the procession. It’s a 
good idea to analyze selling fail- 
ures and to compare your own 
sales methods with the methods 
used by someone else. You'll find 
that you will become a better 
salesman in the process. And bet- 
ter salesmen will be needed when 
the war is over. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question answered in worth 20 points. A grade 
of 100 is excellent; 80, good; 60, fair; 40, poor, and 20, very 
poor. The correct answers to these questions will be found 


on page 130. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 
1—There are at least four basic plans of payment of sales- 
people in use in retail stores today. Can you name them? 
2—Name several types of floor materials suitable for the 


retail store. 


3—What factors should a merchant consider in determin- 


ing a location for a retail store? 


4—A dealer purchased an item in glass ovenware for $1. 
He desired a margin on the selling price of 40 per cent. De- 
livery costs amounted to 20 cents per item. Figure the retail 


price he must ask for the item. 


5—A store plans to spend 1.5 per cent of its proposed 
sales in 1944 for advertising and publicity. Of the budget, 75 
per cent is to be spent for newspaper advertising, 20 per cent 
in radio, and 5 per cent in general publicity. Sales for the 
year are estimated at $80,000. Determine the dollar and cents 
amounts to be spent in the three media. 

(Answers on page 130) 
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| NOTICE 


- |fo Perrection Stove Dealers 
it 
d 
, Early this Spring we announced resumption of limited production of five 
models in our line of cookstoves and heaters. Demand for these pre- 
: war quality Perfection products has been so great that three of these 
e models cannot be supplied as promptly as we expected. The remaining two 


models, as illustrated, are still available for reasonably prompt shipments. 


We regret our inability to take care of dealers’ needs in their entirety, but 
feel certain our dealers agree that Uncle Sam’s War requirements must come 
first. As soon as our war work and the availability of materials and man 


, power permits additional production, we will notify you. 


In fairness to all, orders for these models must be filled as received —so 
order promptly ‘to avoid disappointment. 


KEEP CUSTOMERS’ PRESENT 
STOVES IN REPAIR 


It is a patriotic duty to help 
Perfection owners get all 
the high-quality perform- 
ance originally built into 
their cookstoves and heaters. 
We can supply you with 
genuine Perfection wicks 
and replacement parts for 
all Perfection-made stoves 
and heaters now in use. 











No. 853—Perfection Flat-Top Stove No. 525 — Perfection Portable Heater 
still available still available 





PERFECTION STOVE COMPANY 
f 


MORE WAR BONOS AND SWEAT ie Less BLOOD AND 
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Surplus Goods Problem Highlights 
Triple Mill Supply Convention 


Post-war planning and industrial relations 
also feature meeting, held May 22-24, at the 
Palmer House, Chicago. Attendance at 1335. 


{% E second Triple 


Mill Supply War Conference 
brought 1335 manufacturers and 
distributors to the Palmer House, 
Chicago, Ill., May 22 to 24, 1944, 
for three active days. Sessions 
were well attended and the pro- 
gram geared to a combination of 
meeting duration problems and 
preparing for the needs of indus- 
try when the war is over. The 
participating organizations were 
the American Supply & Machinery 
Manufacturers’, National Supply 
& Machinery Distributors’ and the 
Southern Supply & Machinery 
Distributors’ Associations. 
Prominent in all three groups 
were many well known executives 
from the ranks of the hardware 
business, several holding offices 


and participating in the program. 

At the opening joint session, 
F. J. Tone, Jr., The Carborundum 
Co., then acting president and 
now newly elected head of the 
American, keynoted the confer- 
ence, saying in part: 

“Presently there are indications 
that, through the cooperation of 
industry with the Army, Navy and 
the various governmental agen- 
cies, we are now in a position to 
complete this job of supply with- 
out many more problems present- 
ing themselves, and we have been 
directing our thinking for the 
past few months to the problems 
of the post-war period. 

“In the planning of the pro- 
grams for this convention, your 
committee was ever mindful of the 
fact that we still must produce and 
distribute for victory but at the 


ASSOCIATION VICE-PRESIDENTS 


American 


National 





R. D. BLACK 
The Black & Decker 
Mig Co. 


THEO. F. SMITH 
Oliver Iron & 
Steel Co. 


E. H. McLAUGHLIN 
Union Hardware & 
Metal Co. 





F. J. TONE, JR. 
The Carborundum Co. 
American President 


same time must prepare for the 
many obligations which will be 
ours in the future. 

“Post-war planning is a static 
thing and we have heard much of 
it lately. Post-war preparation, 
however, connotes activity, and it 
is hoped that this convention will 
help us all to go from the passive 
planning stage to that of active 
preparation.” 

Several representatives of WPB, 
OCR and other government war 
agencies took part in the program 
explaining changes in rules. and 
practices and, in some instances, 
discussing some of the official 
thinking regarding termination of 
war contracts, and probable han- 
dling of surplus goods. 

The manufacturers devoted the 
major part of one session to dis- 
cussions of industrial relations, a 
topic which proved very popular 
and which was well received as 
was the brief outline of the Spe- 
cial Committee on Surplus Goods 
delivered by its chairman, H. P. 
Ladds, National Screw & Mfg. Co., 
who stressed the need for proper 
legislative authority to control sur- 
plus goods distribution—the lack 
of which legislation, he said, could 
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(" SQUARE BRAND... for 71 YEARS THE DEPENDABLE HARDWARE. 


Despite war conditions, rush, government 
demands on our output and the avalanche of 
orders that constantly confronts us, you may 
be sure of this: There will be no deviation 
from the high quality of materials and work- 
manship that has made Covert and Depend- 
ability synonymous. 





(guia) FEATURES 
‘a DEVELOPED 
BY COVERT 


Bolt Action 
Brass Lever 
Springs 
Tapering Eyes 
Smooth Opera- 
tion 
Smooth 
Appearance 
Strength 
General Utility 


Popular Bolt number, rugged and 
smooth in operation and appearance. 


TROY, NEW YORK 








COVERT MFG. CO. 


COVERT SNAPS 





Extra long spring, with full bend and 
long heel insuring strength and service. 


When you do order snaps, remember 
that many of the most important im- 
provements in Snap construction were 
pioneered and developed by Covert— 
maker of the stronger, safer, better 
Snap. In spite of difficulties, we are 
trying to fill orders for the Covert line 
as completely as material supplies and 
government regulations will permit. 
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\ | BUCKLES — BITS — HOOKS — SWIVELS — SNAPS — LOOPS — ROPE GOODS 
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* BRANDS...BONDS * 





COLT 
PONY 
HUSKY 
O. AMES 
OPTIMUS 
PEERLESS 


On the far flung land fronts of this world conflict you will find 
various brands of the “Ames” line of shovels playing an im- 
portant part. “Ames” shovels are even more essential in war 
than in peace. On the home front... War Bonds are the * 
power that winds the mainspring of our war machine 
... for they provide the tools of war and 
victory. Buy War Bonds for Victory and 
save for Peace. “Ames” Brands 
and War Bonds...botha 


necessary investment! 


RAM 
CARTER 
BRONCO 
KNOXALL 
RED EDGE 
PINNACLE 








FAVORITE 
TWO STAR 





THREE STAR 
MONONGAH 





parkerssuna, w.va, & AMES BALDWIN WYOMING Co. % NORTH EASTON, MASS. 


i YY 


JUNE 22, 1944 





83 








TITE-LINE 


CLOTHES LINE HOLDER 





A Counter Item 
that Sells on Sight 


* Easier Stretching 
Tighter Line 
Eliminates Kinks 
Lengthens Life 


Your jobber again has a supply of 
this well-known, fast-selling, profit- 
making counter item. 


The Tite-Line Clothes Line Holder 
takes the work out of stretching 
line. Prevents kinks. Holds line 
tight. Lengthens line life. -Elimi- 
nates knots. 


Tite-Line Clothes Line Holders are 
packed in attractive, counter dis- 
play carton, two dozen to the car- 
ton, screws included. Nationally 
advertised in Better Homes and 
Gardens and The Pathfinder, to 
reach more than 3.000,000 families. 


Order a supply from your jobber 
today. 


The MIDLAND Company 


Manufacturers — Incorporated 1911 


South Milwaukee, Wisconsin 








J. A. GARDNER 
Cincinnati Tool Co. 
American Executive 

Comm. 


bring about chaos and dissatisfac- 
tion, 

In subsequent discussions about 
surplus goods, several speakers 
stressed the desirability of relying 
on normal and established chan- 
nels of distribution to prevent a 
disorderly market condition such 


as many remembered following 
the first World War. 
H. R. Rinehart, secretary-trea- 


surer of the National, urged more 
business men to take enough time 
away from their businesses to get 
acquainted with their representa- 
tives in Congress, that they might 
keep these legislators informed of 
business men’s views. He brought 
out the point that Washington. 
D. C., is loaded with various pres- 
sure groups who are constantly 
contacting Senators and Represen- 
tatives. often very successfully be- 





T. J. KENNY 
The Cameron & 
Barkley Co. 
Southern 
Executive Comm. 








z — 
AEG. S PAT. OFF, 


Where the Need is Greatest 


SAMSON 


BRAIDED 


CORD 


serves best — now and always — 


whether for the many uses to 
which it is put by our armed 
forces, or, in peace time, for 
sash cord, clothes line, awning 
line, small lines, etc. All kinds, 
sizes, colors, and qualities. 


Samson Cordage Works 
BOSTON 10, MASS. 


SAMSON SPOT SASH CORD 





Reg. U.S. Pat. Off. 














Prevent FLIMSY 
FASTENINGS 


In Masonry and Concrete 
* Recommend 


LEAD 
EXPANSION 
TYPE 


Available on Low 
Priority. 





910 

* Saves time and effort. Assures a permanent 
workmanlike job. 

* Simply place in hole, tap with setting tool and 
tighten. 

* Precision threaded, rust and vibration resistant 

900 available in 9 different diameters 6-32 to 5%’ 

0 in %"", %"', Ya" diams. in standard lengths. 


Ask your Jobber or Write for Catalog. 
THE PAINE CO. 


2963 Carroll Ave. Chicago 12, iil. 
Offices in Principal Cities 


nd HANGING DEVIC, fs 
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AMERICAN 





H. KENNEDY 
HANSON 


cause they have their ideas organ- 
ized as well as themselves. He 
also warned that many present-day 
controls are likely to be continued 
in the post-war era and that the 
trend toward additional legislation 
providing further controls re- 
quires constant watching. 


Officers Elected by Triple Mill 
Supply Ass’ns at Chicago, IIl., 
May 24, 1944 


American Supply & Machinery 
Manufacturers’ Association: Pres- 
ident, F. J. Tone, Jr., The Car- 
borundum Co. Vice-presidents, R. 
D. Black. The Black & Decker 
Mfg. Co., and T. F. Smith, Oliver 
Iron & Steel Co. Treasurer, H. A. 
Burdorf, The Lunkenheimer Co. 


Executive Committee — F. E. 


ASSOCIATION SECRETARIES 
NATIONAL 





H. R. RINEHART 


SOUTHERN 





E. L. PUGH 


Shurts, American Swiss File & 
Tool Co.; L. B. Stoner, the Jacobs 
Mfg. Co.; W. H. Gebhart, Henry 
Disston & Sons, Inc.; J. A. Gard- 
ner, Cincinnati Tool Co.; D. G. 
Millar, Greenfield Tap & Die 
Corp., and G. H. Boucher. Pyrene 
Mfg. Co. 

National Supply & Machinery 
Distributors’ Association: Presi- 
dent, C. E. Allinger, The Chas. A. 
Strelinger Co. Vice-presidents. E. 
F. McCarthy, Beals, McCarthy & 
Rogers; W. M. Patterson, Frick & 
Lindsay Co., and E. H. McLaugh- 
lin, Union Hardware & Metal Co. 

Southern Supply & Machinery 
Distributors’ Association: Presi- 
dent. H. P. Leu, Harry P. Leu, 
Inc. Vice-presidents. L. B. Mize, 
Mize Supply Co., and T. J. Kenny. 
The Cameron & Barkely Co. 





ALVIN M. SMITH 
Smi‘h-Courtney 
Company 
Southern Retiring 

President 
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GEORGE A. 
FERNLEY 


Advisory 
Secretary-Treasurer 
National 
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THOUSANDS 
ARE SAYING— 


TaMMATE 


ee weed killer 


ARE YOU READY TO 
SUPPLY THE DEMAND? 


“Ammate” is an amaz- 
: . ingly effective killer of 
poison ivy and many other annoying 
weeds. 


AMMATE* IS A SELF-SELLER 


These promotion aids quickly move 
“Ammate” from your shelves and extra 
cash into your till: 


* Advertising in farm, home and garden 
magazines 

+ Articles and publicity 

+ Colorful window streamers packed in 
every carton 

+ Give-away booklets available for your 
own use 

PREPARE NOW to tie into the quick profits 

possible with “Ammate.” Write for our 

dealer proposition if you aren’t stocking 

this product. Order from your jobber to- 

day, or send us your order to be filled 

through a jobber. #REG. U.S. PAT. OFF. 


eee TUDIND 


DU PONT SEMESAN CO. (Inc.) 
Wilmington 98, Del. 







































































LENK SOLDERING EQUIPMENT 


is serving overseas and at home 

. . sell it with confidence and 
the comfortable knowledge that 
with every sale you have made 
another customer who will come 
back again . . . light and heavy 
electric soldering irons; bar, 
wire, core and fluxless solders 
{including aluminum); alcohol and 
gasoline blowtorches. 


Write today for full information 
on deliveries and 
priorities. 






xx 
MANUFACTURING CO. 


NEWTON LOWER FALLS 62, MASE. 





Mowafeciarers of Saldverag Lquipmnut Some 194 
ADDRESS: POST OFFICE BOF 
8-H 
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The MASTER “Interlox” 
telescopic wood rule, in actu- 
al stopwatch tests, has saved 
up to 20 minutes per 8-hour 
working day of normal use 
when compared to the usual 
wood folding rule. Its quick 
telescopic opening and clos- 
ing feature made this possi- 
ble. Each segment slides into 
place and locks automatically. 


In addition to this time 
saving feature the “Inter- 
lox” can also be used for 
inside measuring by a 
direct reading at point 
i indicated — no adding or 
eg Subtracting. 


The wood sections of the 
“Interlox” are made from 
the finest, straight grain, 
white maple obtainable * 
and finished with a trans- 
parent, hard, friction- 
proof lacquer. 


Write today for further 
information about the 
complete MASTER line 
of wood and steel tape 
rules and don’t forget to 
ask for your free supply 
of the handy, informative, 
pocket sized booklet 
“Rules for Measurement.” 





MASTER RULE MFG. CO., INC. DEPT. A-1 
815 E. 136th St. - New York, N. Y. 





The mass effect influenced many women to buy more than one basket. 


Mass Display Helps Sell Waste Baskets 


“ASS displays of waste baskets 

at the Ziegler Hardware Co., 

Elgin, Ill. results in more sales dur- 
ing wartime. The firm took on this 
line recently and has found that it 
sells well when displayed properly. 
Prices range from 89 cents to $1.19. 
One showing of these baskets was 
placed 


against the window display 


backdrop up near the glass and 
china department. This is a spot 
where many women shoppers look 
over merchandise and they of course 
could not help seeing the 
baskets. Every home has need for 
several distinctive baskets. 
and the firm is often able to sell 


waste 


Wwasie 


more than one to a customer. 


Brush Display Attracts Women Customers 


hes D. & F. Kusel Co., Water- 
town, Wis., has a fine display 
of brushes and whisk brooms which 
attracts many customers. The coun- 
ter for the display of these items 
has a couple of wooden arms ex- 


tending from two back braces. On 
these arms are small hooks from 
which hang a few brushes and 
whisk brooms. The bulk of the 
stock is displayed on the counter 
helow. 





This type of display. especially the extended arms, attracts passersby. 
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Post-War Profits 
Will Come From 
Better Goods 


(Continued from page 58) 


their industrial supply business: in 
a very Vigorous way. 

As I have said, each step from 
manufacturer to consumer has a 
bearing on the success of the prod- 
uct and the cost of the product to 
the consumer. It is only in this 
way that “profits after war” are 
possible, 

[ don't pretend to know the 
answers, but here are a few sug- 
gestions: 

Study preconceived ideas and 
discard them for better ideas, if 
necessary. 

Be alert to changes in the field. 
\ period of 10 years will produce 
many changes. A distributor may 
be merchandising material in the 
next decade as different from that 
of today as today’s inventory is 
from the horse and buggy days. 
New products and new methods 
are constantly coming into the in- 
dustrial picture. To hold their 
place in the scheme of things the 
distributor must be aware of and 
take advantage of these conditions. 

War has forced us to give up 
many services formerly rendered. 
We must decide on how many of 
these services should be brought 
back from the standpoint of better 
selling and lower costs. 

It may be necessary to render 
engineering service of the kind 
that these newer outlets cannot 
give. Possibly taking on lines that 
require this service. 

Above all, realization that the 
same elements that have always 
been recognized as basic will still 
count—resourcefulness, ingenuity, 
sane thinking, hard work, plenty 
of competition, constant changes 

evolution, but not revolution. 

We must not be like the old 
Chinese proverb which says: “He 
who is contented with content- 
ment is always content.” 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 108 
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Remember the 


Business 
Getters 





.. When full stocks return! 


Those unfilled shelves in back are going to look mighty reassuring when you 
stock them up with fast-moving, business-producing items — wood screws 

. machine screws . . . all the ordinary fasteners, for example. 

Fast-moving? Consider the number of homes and industries within your 
reach that require screws and nuts. The list is endless — the sales are 
frequent. 

Business-producing? Screws must be driven — nuts tightened. Your 
sales of screwdrivers, wrenches, braces, drills .. . are the answer. 

No doubt about it: These hard-working little transients, needing only the 
minimum of space and care, pay off big for the short time they stay with you. 

Remember them when full stocks are in order again. In the meantime, 
let’s do what we can to keep essential business rolling smoothly. Your jobber 
can supply Corbin Screws on your order within government limitations. His 
part in the distribution setup is vital, for he can serve you with small assort- 
ments more promptly than can we or any other manufacturer on direct 
order. And time is money — especially nowadays ! 


















Remember 


too, Corbin offers plus 
values in screws, nuts 
and stove bolts that 
make for better Hard- 
ware Business. For 
instance: 





THE CORBIN SCREW CORPORATION 
The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 





NUTS - CHAIN 


SCREWS 





i not in the least 
worried about either the independent 
retailer or jobber maintaining his 
position in the field of distribution. 
Many business men before, and, no 
doubt, many to come later will 
worry about the things that have 
happened and will happen, but I 
like to answer their predictions of 
doom by telling the story of one of 
our largest. midwest hardware 
wholesalers. This happened about 
75 years ago. One of the three prin- 


Housewares in the 


cipal owners seeing a considerable 
increase in direct buying and also 
the beginning of mail order buying 
thought he’d be smart. He sold out 
his interest in the business. That 
business is a substantial money 
maker today and has been through- 
out the 75 years since his prediction 
that their days were numbered. 
Shortly hefore, and particulariy 








HEALTH 


PRESSURE 
COOKERS 


Thick Molded Aluminum... 
gleaming, polished..a finished 
post-war design. 





The SURE-LOK . . . positively locks the cover to the base with a flip 
. a real safety factor. 


of the finger . . . eliminates guesswork . . 
INSTANT LOCKING RING ... 
provides positive locking without un- 
sightly thumbscrews or lugs... 
simple, foolproof. 
COMPOSITION GASKET... 
odorless . . . replaces old style metal- 
to-metal seat . . . a perfect seal. 
TESTED-WEIGHT SAFETY 
VALVE .. . one-piece, no springs 
. . « fully automatic. 
SAFTIPLUG ... 
pressure too high. 

. and other vital features. 








coming! | 


When V-day lifts further restric- 
tions, we'll be ready with a smartly 
re-styled line of HEALTH thick- 
molded aluminum-ware . . . headed 
by this sensational new “Instant” 
Sauce Pan Cooker. 


releases when 














ALUMINUM WARE “ce PRESSURE COOKERS | 
NATIONAL ALUMINUM MEG. Co. | 


PEORIA, ILLINOIS 
CHICAGO ... 1424-A Merchandise Mart | 
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By HOWARD DEWALT* 


President L. H. Smith Co., 
Pittsburgh, Pa 


after Pearl Harbor, many of us were 
quite concerned as to what we were 
going to do to keep our doors open. 
Well the doors are still open and 
many of you have looked at profits 
far beyond your fanciest dreams. 
And just as you have come through 
this period and the depression of 
the 30’s and World War I, you, too, 
will come through the post-war ad- 
justment period. 

At this time, however, I think it 
best to inject a few thoughts of 
warning. Your stores on Pearl Har- 
bor Day had inventories that were 
made up of proven merchandise 
salable in your vicinity, and repre- 
sented dollar-for-dollar value. Sinc’ 
then that inventory of staple items 
has moved out, and in many in- 
stances has been replaced by 
“ersatz” stuff of wartime. I would 
like to caution that an inventory in 
terms of the same amount of dollars 
does not necessarily mean a healthy. 
well-ordered stock. I think the hard- 
ware dealer who doesn’t have his 
capital tied up in Victory merchan- 
dise will be the fortunate one in the 
post-war period, and that we need 
have no fear of our ability to get 
the lines of merchandise we need 
after victory. 

In addition to the staples, many 
new lines will of course be avail- 
able, for instance, new developments 
in plastics, and of course, the future 
in electrical living in 194X. There 
will be an abundance of electrical 
power. Lower electrical costs will 
make possible new and improved 
electrical appliances in every room. 
banish much of the drudgery of 
housekeeping, and bring far greater 
enjoyment, comfort and economy. 
All of this will mean merchandising 
profits for someone. We will not. 
however, see a new world appear 
suddenly on the day after victory. 
Worlds grow—they are not blue- 
printed. And such newness as we 
will have will evolve through rational 
progress by means of scientific de- 
velopment. The process no doubt 
will make obsolete many things 
which are today considered essen- 





*From an address before the 
Pittsburgh Retail Hardware Asso- 
ciation, May 25, 1944, at the Hotel 
Roosevelt, Pittsburgh, Pa 
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HOWARD DEWALT 


tial. And it will be necessary fo1 
business to be alert to changes as 
they arrive. War time stimulates re- 
search and we will have many new 
developments in the light metais 
(aluminum and magnesium). light 
weight alloy steels. synthetic rubber. 
new fibers, etc. 

A well balanced inventory will 
place the alert dealer in a splendid 
position to take advantage of these 
changes as they present themselves. 
Some pertinent facts gathered by the 
research department of the. Pitts- 
burgh Press in a survey among 
housewives shopping in 10 major re- 
tail stores in our city reveal that 44 
per cent of the families interviewed 
were being supported _ entirely 
through war production, and 13 per 
cent were partly so supported. So 
37 per cent of our local population 
will be affected by cessation of war. 

On the other hand, 49 per cent of 
our population own their own homes. 
and 28 per cent plan to build or buy 
a home after the war is over. As to 
contemplated purchases among home 
owners 23 per cent will refinish in- 
teriors. Twenty-three per cent of 1,- 
500,000 population—345,000 homes 
—will provide a $5,000.000 market 
for paint, wall paper and other home 
refinishing and refurnishing in 
Pittsburgh. 

Twenty-one per cent will be in- 
terested. in plumbing fixtures esti- 
mated to sell for $7,500.000 and 16 
per cent will buy heating equip- 
ment at a cost of about $6,000,000. 
Fifteen per cent will purchase storm 
windows on which they will spend 
about $2,500,00Q House insulation 
expenditures in Pittsburgh will be 
about $3.500,000, roofing about $3.- 
500.000, lighting fixtures $1.500.000 
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Retail Hardware Store 


and about $1,250,000 for screens 
There will be additional millions for 
additions to homes, exterior veneers. 
finishing attics, basements, garages 
and game rooms will provide a tidy 
sum of business for someone. The 
possibilities are breath taking. 


For the entire nation, if conditions 
are favorable toward building and 
maintaining public confidence, then 
we will have a post-war market for 
the country of over $1.000,000.000 
worth of household appliances. Mil- 
lions of mechanical refrigerators. 
washers and ironers, stoves. vacuum 


cleaners, radius, electric irons, mix- 
ers and sewing machines will be 
purchased within a short period 
after hostilities cease. The packaged 
kitchen and laundry are waiting fo1 
the gong. Home lighting will spurt. 
and so will air-conditioning. electric 
cooking and improved heating de- 
vices will contribute to better living. 

Salesmanship can be your most 
valuable asset. It can be the instra- 
ment that gives you more volume 
with no added overhead. It can off- 
set greater buying power of your 
larger competitors. It can make 
your store outstanding in your local- 
ity. It is not unobtainable—if you 
don’t have it—acquire it, And then 
use it and take the post-war period 
in stride. 





HOMER G. SNOOPSHAW SAYS: 


“When your customers read what batteries mean 
to our boys at sea, they'll ‘see the light’ on the 

shortage problem. Ads like these help keep 
folks BURGESS-minded for peace time.” 


















































u i BURGESS 


BURG 


On the Fighting Front —On 
BATTERY COMPANY, F 
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y Today flasher signal lights andinvasion- 


barge searchlights are more enn 
than hand lanterns at home. ~~ 
Batteries g0 first to the men - 
need them most, SO we'll all have 0 
take better care of what batteries we 
may have. Keep them cool and dry bs 
use them as little as possible and res 
them as often as possible. 


ESS BATTERIES 


NATION’S SERVICE 
IN THE ee Front 
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Ridsmel 


STOPS 


PAINT SMELL 
Quick as 4 Wink 





Dealers everywhere are selling 
Ridsmel to sell more paint, more 
brushes, more of all paint counter 
items Amazingly quick-acting, 
Ridsme|l stops paint smell--before 
it starts. Only a few drops do the 
trick. Guaranteed effective in any 
paint, varnish, enamel. 

25¢ to $5.00 Sizes— 

Liberal Discounts 

Carton of 3 doz. 25¢ Bottles, 
$5.40 F.0O.B., N. Y. 


See Your Jobber 
—or Write 


HOLLEY CHEMICAL CO. 
122 E. 25th St., 
New York 10, N. Y. 
























LES Advertised 


To create consumer demand for 
RAYFLEX BLADES in your community, 
we are advertising our product right now 
in the following Magazines: 


American Home 
House Beautiful 
House & Garden 
Horticulture 
Flower Grower 
Gardeners’ Chronicle 
Home Gardening for the South 








American Cemetery 


Several Million Lawn Mower Owners are | 
reading this message. | 
Your customer can't buy a new lawn mower } 
for the duration but he CAN buy a RAYFLEX 
BLADE which will increase the efficiency of 
his present mower by 4, and assure a clean, 
even shear. No mechanical skill is required 
to insert a RAYFLEX BLADE. 


Attractive Display Cards and Circulars 


Speak to your Jobber— 
or write us today 


FLEX-BLADE WORKS 


| 
324 West 70th St., 
} 





New York 23, N. Y. 
Dept. H 











Fishermen were attracted to this display of lures and baits which 
was upon a table near the fishing tackle department at the front. 


Features Merchandise for Vacationists 


HE Arrow Store, Menominee, 
Mich.. promotes merchandise of 
interest to the vacationist during the 
summer and early fail. As a result 
they have secured considerable extra 
business on these lines that would 
not normally come to their store. 
Pillows and blankets are two 
items that produce a very nice vol- 
ume. These appeal to persons on 
vacation since they are ideal for 
lounging on the beaches. They are 
displayed on a special table and are 
usually shown near the front of the 
store. 





Beach blankets and pillows are 
featured on an occasior.: a'*- 
play table near the entrance. 


Fishing tackle is another item of 
interest to the vacationist. This de- 
partment occupies a spot at the front 
of the store. Here lures, baits, rods. 
line, reels, etc., are displayed so the 
customer can get his hands on most 
of the items. 

Lures and baits, for example, are 
displayed on a metal rack. They are 
suspended from cross bars. Custom- 
ers can handle and examine the 
baits but cannot remove them. The 
selling price is shown on a card 
above each item. 


Air Conditioning 
Draws Shoppers 
HE F. H. Retzlaff Hardware Co.. 
New Ulm, Minn., has an air 
conditioning unit in the basement of 
its building which makes shopping 
at the store a pleasure to any house- 
wife in any kind of weather. Espe- 
cially during the hot summer season. 
such a device helps to keep women 
shoppers in the store longer, says 
the management, and this helps 
boost sales. New Ulm is a small cits 
of 7500 population and has a large 
rural trade as well. 


The Dean’s Page 


(Continued from page 74) 


Cincinnati convention. He has sent 
me these lists for years. 

In running through them I note 
that many old concerns are now 
represented by new and younger 
men. It is sad to note the vacant 


spaces. Time always takes its toll. 

By the way, I note that on May 27 
“George” celebrated his 75th birth- 
day. Many happy returns. In check- 
ing my files [ find I “wrote up” his 
birthday over 30 years ago in the 
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Hardware Reporter. In this bitter 
world “George” has never failed to 
spread sunshine and good cheer. 

* & 


Every now and then some dealer 


writes me about “life on the farm.” | 


I have spent the winter in New 
York. 

We left the farm last fall in the 
hands of a caretaker and his wife. 
He departed for a war job without 
notice. He left the cows unmilked 
and the horses and pigs unfed. 
Neighbors happened to hear the low- 
ing of the cows and investigated. 
They then telephoned and a hurried 


trip led to farming out our stock | 
among the neighbors. There are | 


mean men in the world but I think 
this “caretaker” who left these poor 
animals to shift for themselves is 
about the meanest. 

But the farm is now running again 
with the help of some college boys, 
and my son-in-law and daughter 
write me there is plenty of work for 
me squeezing worms off the tomato 
plants. 

Please pardon this personal refer- 
ence, but the Dean wishes his friends 
to know he is living in New York 
and can be reached quickly through 
the Harpware AGE. 


Here’s a Method That 
Simplifies the 
Marking-Up Problem 


(Continued from page 61) 





much easier to compute. Adding 


one-half the cost simplifies this 


task. In cases of costs by round | 


numbers, you might choose to | 


multiply by 1.5. 





Cost = 60 cents 
60 cents 

60 cents ++ = — = 90 cents 

Cost X 1.5 = 90 cents | 


To achieve this result on a 
given price, per dozen, divide by 
eight. 


Cost = $7.20 doz. 
= = 90 cents 


A brief analysis of the forego- 
ing tables, and reference to page 
92 in the Harpware AcE book, 
“Taking the Mystery Out of 
Builders’ Hardware” might save 
you, in the course of time, many 
tedious hours of repricing, and 
computation of discounts. 
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ELECTRIC COMPANY, INC. 


95 GRAND AVENUE « PAWTUCKET, R. | 
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PRODUCTION EXEC. COMM. STAFF 
STUDIES RECONVERSION MATTERS 


Will be able to consider all factors involved in 
respect to production changes. To have repre- 
sentatives of War, Navy Departments, Maritime 
Commission, WMC and numerous other agencies. 


Donald M. Nelson, Chairman, | 
War Production Board, on May | 
27 announced the setting up of 
machinery in WPB to handle the 
readjustments that grow out of 
changes in military production 
programs. Under the Produc- 
tion Executive Committee, he 
said, there has been established 
a permanent working staff 
through which the procurement 
agencies and the various sections 
of the War Production Board can 
make a co-ordinated attack on 
the allied problems of cutbacks, 
readjustments and reconversion. 

“The basic problem which 
arises out of any production re- 
quirements change is how to 
make the best possible use of the 
manpower and the manufacturing 
facilities which are no longer 
needed by the program which is 
being adjusted or cut back,” Mr. 
Nelson said. “That is a problem 
which almost invariably cuts 
across the fields of both military 
and civilian production. 

“This new staff, set up under 
the Production Executive Com- 
mittee, which has proved such 
an effective means for joint ac- 
tion by the procurement agencies 
and the War Production Board, 
will be able to consider all of 
the factors involved in respect to 
production changes. It will get 
all of the necessary information 
on proposed production changes. 
It will match this with all of the 
necessary information, first on 
proposed new programs for mili- 
tary production, and second on 
proposed programs for additional 
civilian production. It will know 
what the possibilities are and 
what the needs are; it will know 
how such things as local man- 
power situations, or shortages of 
essential parts or materials, may 
affect the uses which can be 





made of plants or of workers 
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which are going to be made idle. 

“Having this knowledge, the 
staff will be able to make recom- 
mendations concerning the tim- 
ing, the manner and the locale 
of production changes to the 
Production Executive Committee, 
and recommendations concerning 
the placement of new programs 
to the Requirements Committee. 

“All of the agencies repre- 
sented on the Production Execu- 
tive Committee will be repre- 
sented on this staff, which will 
operate under the direction of 
Executive Vice-Chairman Charles 
E. Wilson, the chairman of the 
PEC. In addition this staff 
will be augmented and assisted 
by the combined staffs of the 
Bureau of Planning and Statis- 
tics and the Requirements Com- 
mittee. Deputy directors of the 
entire staff will be Stacy May 
and W. B. Murphy.” 

The following agencies will be 





represented on the staff: Army 
Service Forces, War Department; 
Army Air Forces, War Depart- 
ment; Office of Procurement & 
Material, Navy Department; 
Bureau of Aeronautics, Navy De- 
partment; Maritime Commission; 
War Manpower Commission, and 
Office of Program Vice-Chair- 
man; Office of Operations Vice- 
Chairman; Office of Civilian 
Requirements Vice - Chairman; 
Office of Labor Production Vice- 
Chairman; Office of Manpower 
Requirements Vice - Chairman; 
Office of Chairman, Smaller War 
Plants Corp.; Office of Vice- 
Chairman; Office of Metals & 
Minerals Vice-Chairman. And 
such other agencies as the 
Executive Vice-Chairman may 
from time to time designate, and 
a combination of appropriate 
units of the Bureau of Planning 
& Statistics and the staffs under 
‘the Program Vice-Chairman. 





WALTER CLARK 


CLARK NOW VICE-PRES. 
OF THE MURALO CO. 


The Muralo Company, 
570 Richmond Terrace, Staten 
Island, N. Y., announces that 
Walter M. Clark, general man- 
ager, has been elected first vice 
president, and that T. A. Me- 
Carthy, secretary, has been elect- 
ed to the board of directors. 

Mr. Clark joined the Muralo 
company in 1940, having been 
associated formerly with the Mar- 
shall-Wells Co., Duluth, Minn., 
wholesalers. Mr. McCarthy has 
been with the Muralo organiza- 
tion since 1921. 


Inc., 








Store Modernization Clinic Feature 
of Int. Home Farnishings Market 


An interesting feature of the 
International Home Furnishings 
Market, to be held in the Mer- 
chandise Mart July 6 to 15, will 
be a store modernization clinic, 
sponsored by the National Retail 
Furniture Association. Roscoe 
Rau, executive-director of the 
association, stated that this clinic 
had been planned as a result of a 
survey conducted by the associa- 
tion, which indicated that nearly 
95 per cent of the nation’s home 
furnishings stores plan to re- 
model, modernize or redecorate 
as soon as the materials are 
available. 

Alfons Bach, president of the 
American Designers Institute, 
and Alfred M. Marks, a store 





remodeling architect, will partici- 
pate, as will many paint, lighting, 
glass, and store front companies, 
and trade associations. The ex- 
hibits, which will be open every 
day of the market, will include 
complete plants for store mod- 
ernization, from the _ initial 
sketches through to the blue 
prints. The clinic will consist 
of two hours of discussion by 
store design and display experts, 
in addition to a display of mod- 
ernizing ideas submitted for the 
clinic by architects, designers, 
materials, suppliers, etc. The 
“mal part of the clinic, talks 
ana diseussions, will be at 2:00 
P. M. on Friday, July 7, and al- 
though a speaker list has not 





been definitely set, there will be 
experts in store design, in color 
and its effect on merchandising, 
and in other subjects important 
to store modernization. 





FERGUSON JOINS 
BARCALO MFG. CO. 
ON POST-WAR PLANS 


J. A. Ferguson has recently 
joined the Barcalo Mfg. Co., 
Buffalo, N. Y., in the capacity 
of assistant to the president, Nel- 
son M. Graves. Mr. Ferguson for 
the past five years, has been asso- 
ciated with Sears Roebuck & Co.. 
in the furniture division at their 
Chicago headquarters. With Bar- 
calo he will initially assume 
responsibility for co-ordinating 
and directing the company’s 
post-war development and ex- 
pansion program in all phases. 
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Three Nash-Kelvinator Assistant 
Sales Managers Named As Part of 
Firm’s Post-War Planning 


Charles T. Lawson, vice-presi- 
dent in charge of the Kelvinator 
appliance division, Nash-Kel- 
vinator Corp., Detroit 32, Mich., 
has recently announced the ap- 
pointment of three assistant gen- 
eral sales managers in a move 
toward the post-war expansion of 
home office operations and execu- 
tive responsibilities. From these 
appointments will develop high- 
ly-specialized and completely con- 
tained departments which will 
enable the company to broaden 
and intensify its various sales 
activities. 


E. R. Legg has been appointed 





E. R. LEGG 


assistant general sales manager 
in charge of the commercial and 
contract division. Joining the 
company in 1927, Mr. Legg had 
many years of field selling ex- 
perience before his appointment 
as manager of national direct 
division with headquarters in De- 
troit, in 1934. Subsequently, he 
was named sales manager of the 
Leonard Division, western sales 











| 





manager for Kelvinator, and from | 


1941 to early 1943, household 
sales manager. For the past year, 
Mr. Legg has specialized in de- 
veloping a comprehensive post- 


war program for products of the | 


division which he now heads. 


D. A. Packard has been ap 
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D. A. PACKARD 


pointed assistant general sales 
manager and will be directly 
responsible for and mer- 
chandising activities on all Kel- 
vinator household products. Mr. 
Packard has been with Kelvina- 
tor since 1940, and has served 
as eastern sales manager for the 
past couple of years. His new 
duties will include supervision of 
all merchandising activities in- 
cluding franchising, sales strate- 
gy and sales training plans. 


sales 


T. A. Farrell will be assistant 
general sales manager in charge 
of operations including supervi- 





T. A. FARRELL 





sion of eastern, western, and 
Pacific coast regional managers 
as well as business operation in 
the home office. With Kelvina- 
tor since 1939, he has been man- 
ager of the government contract 
division of the corporation for 
the past two and one-half years, 
and for the present will continue 
to serve in this capacity in addi- 
tion to his new assignment. Prior 
to the war, Mr. Farrell served 
as manager of the commercial, 
parts and service division, and 
before that, had been eastern 
sales manager of the household 
division. 

WILKER ELECTED PRES. 
NATIONAL CARBON CO. 


Arthur V. Wilker has recently 
been elected president of the Na- 
tional Carbon Co., Inc., and 
Canadian National Carbon Co., 
Ltd., Units of Union Carbide & 
Carbon Corp., 30 East 42nd St., 
New York City 17. After spend- 
ing a year as head of the De- 
partment of Chemistry at the 
University of Evansville, Ind., he 
became associated with the Na- 
tional Carbon Co., in 1910. With 
the exception of three years spent 
as head of the Department of 
Chemistry at Baldwin Wallace 
College, Mr. Wilker has been re- 
sponsible for production and im- 
portant research work in the 
manufacture and use of carbon 
and graphite products, including 
“Eveready” radio batteries and 
flashlights. 

WEBB PURCHASES 
WINTARK COMPANY 


C. A. Webb, formerly president 
of the Weaver-Wintark ‘Co., and 
the son of C. B. Webb, president 
of the C. B. Webb Co., Lebanon, 
Pa., manufacturers of the Wea- 
ver line of rubber playground 
balls, has purchased Wintark, 
Inc., from its former owners, and 
will continue to operate the com- 
pany, at 4606 W. 21st St., Cicero 
50, Tl. Mr. Webb has been man- 
aging the Wintark plant since 
last Oct., in association with John 
T. Clark, president and founder 
of the company. Prior to his as- 
sociation with Wintark as mana- 
ger, Mr. Webb was connected 
with the rubber division of the 
WPB. 








MOYNIHAN VICE-PRES. 
BLACKSTONE CORP. 
O. A. Lenna, president of the 
Blackstone Corporation, James- 
town, N. Y., has announced the 





P. 8S. MOYNIHAN 


appointment of P. S. Moynihan 
as vice-president in charge of 
sales of this 73-year old company, 
nationally known as one of 
America’s oldest washing ma- 
chine manufacturers. 

Mr. Moynihan joined Black- 
stone in 1924 as a member of 
the sales force. As general sales 
manager since 1933, he is widely 
known in trade circles. 

In commenting on Mr. Moyni- 
han’s appointment, President 
Lenna said, “Mr. Moynihan’s 
appointment is another step in 
Blackstone pest-war planning. 
With product development pretty 
well accomplished, we are now 
able to focus more attention on 
strengthening our sales and dis- 
tribution structure.” 





EVANS REPRESENTS 
RESEARCH PRODUCTS 


F. C. Evans has recently been 
appointed representative of the 
Reseerch Products Corp., Madi- 
son, Wis., in the St. Louis area. 
He will cover the eastern half of 
Missouri, and the southern half 
of Illinois. For the past 16 years, 
Mr. Evans has represented the 
Sunbeam Division of American 
Radiator & Standard Sanitary 
Corp., and Chrysler Airtemp 
Sales Corp., respectively in 
Omaha, Neb., and St. Louis, Mo. 
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There'll be more 
PURITAN CORD 
when army supplies 
stop moving! 


Tying down and protecting war supplies 
in transit requires stupendous quantities 
of sash cord. 

Meeting such priority demands keeps 


PURITAN Mills busy day and _ night. 
What our armed forces don’t need, you get. 


The day approaches when you'll be able 
once more to get all the PURITAN Sash 
Cord you want... when you want it! 
’Til then, let’s back ‘the attack! 


PURITAN CORDAGE MILLS, Inc. 
LOUISVILLE ° KENTUCKY 


Manufacturers of sash cord, clothes line, 
and braided and twisted cotton cords. 





Buy MORE War Bonds 
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HARDING ASS’T SALES 
MGR. CORBIN SCREW 


Emmet F. Harding has recent- 
ly been appointed assistant sales 
manager of The Corbin Screw 
Corp., New Britain, Conn., divi- 
sion of the American Hardware 
Corp. Mr. Harding takes over 





EMMET F. HARDING 


this new post with 21 years of 


| experience in the hardware and 


mill supply business. Prior to 
his connection with the Corbin 
Screw Corp., he was assistant 
manager of sales in the hardware 
sales department of Henry Diss- 
ton & Sons, Inc., Philadelphia, 
Pa. After Mr. Harding graduat- 
ed from the University of Cali- 
fornia, he traveled throughout 
China, India, Australia, and other 
countries of the Orient, ultimate- 
ly making his headquarters in 
Singapore in the interests of the 
Dollar Steamship lines. Return- 
ing to the U. S. he started his 
hardware career with the Albany 
Hardware & Iron Co., Albany 1. 
N. Y., wholesalers, and later 
joined Henry Disston & Sons, 
Inc., Philadelphia, Pa., where he 
rose from junior salesman to an 
executive capacity. 

He will serve under the direc- 
tion of Elliot Paddock, sales man- 
ager, and will specialize in the 
problems of market research and 
sales planning in preparation for 
the post-war business of the com- 
pany. 


CLEMENT DIRECTS OPA 
INDUSTRIAL MFG. UNIT 


John S. Clement, Philadelphia 
manufacturer of hard surface 
floor covering, was appointed di- 
rector of the Industrial Manu- 
facturing and Industrial Materi- 
als Price Divisions of the OPA. 
Mr. Clement, who is president of 
Sandura Co., has had 35 years 
of business experience. He suc- 
ceeds Clarence W. Slocum, who 
has resigned to return to his 
manufacturing business in New- 


ark, N. J. The divisions that 
will be headed by Mr. Clement 
will cover the pricing of such 
products as iron and steel, lum. 
ber, nonferrous metals, building 
materials, chemicals, drugs, ma- 
chinery, paper and paper prod- 
uots and rubber. 





WICKWIRE SPENCER 
PROMOTES DUNLAP 
AND BUSSMAN 


R. T. Dunlap has recently been 
appointed vice-president in 
charge of production of the 
Wickwire Spencer Steel Co., 500 
Fifth Ave., New York City 18. 
A. G. Bussman was named assist- 
ant to the president, E. P. 
Holder. Mr. Dunlap was _for- 
merly vice-president and general 
superintendent of the Buffalo 
district. Before joining the com- 
pany in 1943, he served as gen- 


eral works manager of the 
Vulcan Iron Works, Wilkes- 
Barre, Pa. He will continue to 


make his headquarters in Buffalo. 

A. G. Bussman was previously 
assistant to the executive vice- 
president of Wickwire Spencer. 
He has been associated with the 
company since 1930, and was suc- 
cessively, sales manager of the 
wire and springs divisions, sales 
manager of the Buffalo district, 
and general sales manager. Prior 
to his affiliation with Wickwire 
Spencer, Mr. Bussman was chief 
chemist of the Denora Steéi 
Works, of the American Steel & 
Wire Co., Greensburg, Pa. In 
his new position, Mr. Bussman 
will be located at the executive 
offices of the company in New 
York City. 


BREHM JOINS 
HENKLE & JOYCE 


Adam Brehm has _ recently 
joined Henkle & Joyce Hardware 
Co., wholesalers, Lincoln 1, Neb., 
and will be in complete charge 
of the purchase and sales of steel 
wire products and related lines. 
Mr. Brehm has been connected 
with the Lincoln branch of the 
Colorado Fuel & Iron Co., for 
the past 15 years. 





HOENIGMANN CHAIRMAN 
AGAEM RANGE DIV. 


F. J. Hoenigmann, executive 
vice-president and general man- 
ager of Cribben & Sexton Co., 
Chicago, IIl., was re-elected chair- 
man of the domestic gas range 
division of the Association of 
Gas Appliance & Equipment 
Manufacturers, at the annual 
meeting of the association held 
in Chicago. Lloyd C. Ginn, sales 
promotion manager of the Ameri- 
can Stove Co., was re-elected 





vice-chairman. 
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BERSAW JOINS SALES 
DEPT. RENOWN STOVE 


H. M. Bersaw has recently 
joined the sales organization of 
the Renown Stove Co., Owosso, 
Mich., according to an announce- 





H. M. BERSAW 


ment made by M. J. Turck, the 
company’s sales manager. Mr. 
Bersaw will be Minnesota, North 
and South Dakota, and western 
Wisconsin territory manager. He 
has sold stoves and other major 
appliances for the past 20 years 
in this area, his latest affiliation 
being with the Kelley-How- 
Thomson Co., wholesale hard- 
ware distributors, Duluth, Minn. 





BEMIS HEADS SALES 
OF TWO DIVISIONS 
AMER. CHAIN & CABLE 


Frank W. Bemis has recently 
been appointed sales manager of 
the American Cable and Hazard 
Wire Rope Divisions of the 
American Chain & Cable Co., 
Inc., with headquarters at 230 
Park Ave., New York City. Mr. 
Bemis has been with the com- 
pany since 1938. 


__—— 


NEW FOLEY V.P. NOW 
ON POST WAR PLANS 


Paul R. MacMichael recently 
became vice-president of the 
Foley Mfg. Co., 30 Second St., 
N. E., Minneapolis 13, Minn. Mr. 
MacMichael has been a director 
of the company since 1936, al- 
though actively engaged in an- 
other business. He will now de- 
vote all of his time to the Foley 
Mfg. Co., in the supervision of 
financial and credit departments 
as well as postwar development 
plans. He has been associated 
with the wholesale grocery busi- 
ness for many years, at one time 
having been vice-president and 
treasurer of Winston-Newell Co. 
For the past 12 years he has been 
connected with Griggs-Cooper & 
Co., St. Paul, Minn. 


JUNE 22, 1944 


The Foley Mfg. Co. is now 
producing mess kits for the 
Army, and a line of kitchen uten- 
sils, food mills, and can open- 
ers. The company’s postwar plans 
include production of additional 
kitchen utensils. Other officers 
of the company are: Walter M. 
Ringer, president; Walter M. 
Ringer, Jr., vice-president, in 
charge of purchasing and pro- 
duction control; L. M. Barbery, 
secretary; and F. D. Scott, 
treasurer, 


NORRIS HEADS SALES 
FOR BEN H. ANDERSON 


G. A. Norris, for the past nine 
years executive secretary of the 
Montana Milk Control Board, 
has been recently named general 
sales manager of the Ben H. An- 
derson Manufacturing Company 
of Madison, Wis. In his new 
work, Mr. Norris will handle 
sales and distribution of Clean- 
Easy Milking Machines and 
other Clean-Easy dairy farm 
equipment manufactured by the 
Anderson firm. 

A native of Manitowoc, Wis., 
Mr. Norris spent several years as- 
sociated with the milk industry 
in Chicago from 1904 to 1908, and 
for more than 30 years has been 
connected with the dairy indus- 
try. He served as Dairy Commis- 
sioner of Montana for a four- 
year term. Always active in dairy 
industry problems and advance- 


National Association 
Control Agencies, was its first 
president, and is still a member 


sociation is now the International 
Association of 
Agencies. 


FLUORESCENT LIGHT 
ASSOCIATION OPENS 
NEW HEADQUARTERS 


The Fluorescent Lighting As- 
zation of cold-cathode fluorescent 
illumination, has recently estab- 
Beaver St., New York City. The 


509 Fifth Ave. 





L. W. STEWART SALES 
MOVES OFFICES 


The L. W. Stewart Sales Co., 
manufacturers agent, which was 
formerly located at 704 Race St., 
Cincinnati, Ohio, is now at 1104 
Fountain Square Bldg., 505 Wal- 
nut St., Cincinnati, Ohio. The 
change was necessary because the 
government took over the build- 
ing in which they were formerly 





located. 





ments, Mr. Norris organized the | 


of Milk | 


of the board of trustees. This as- | 


Milk Control | 


sociation, an organization devoted | 
to the promotion and standardi- | 


lished new headquarters at 60 | 


mailing address was formerly at | 








This Hammer Is 
No War Baby at 


Faxchent(chaprimestolicrinrecnelmenrann 
are being used today for the 
purposes of war but this tool 
was designed for the uses of 
peace and after the last shot has 
been fired in this holocaust 

Fairmount tools will again re- 
sume their natural function in 
supplying industry with de- 
pendable, balanced hand tools 
tO service the equipment of 


pe ace t1mM¢ manufacturers. 


Th FAIRMOUNT 


TOOL & FORGING COMPANY 


Hand Tools * Special Tools * Forgings 
* * 10611 QUINCY AVENUE * CLEVELAND, OHIO 
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PORTER 
PRUNERS 


Made for the professional pruner 
and forester to cut clean and 
fast and to stand up under hard 
usage. Complete line from one- 
hand clippers to pole model. For- 
ester model for brush clearing 
cuts 2” green wood and leaves 
flat top. Every Porter Pruner isa 
value tool—made by fine tool makers to give real service. 
Special models for specialty orchardists’ work. Write for 


catalog. 
TO SAVE 


Cut Clean wee. 


Made by the manufacturers of the famous 


PORTER ie CUTTERS 


PORTER, INC., Everett 49, Mass. 











WITH AUTOMATIC WIND CONTROL 


Monitor answers the call for new wind- 
mills to keep farm wells pumping! Increas- 
ed manufacture has been officially author- 
ized, including new towers and replace- 
ment parts to keep old windmills in serv- 
ice wherever possible. 

The new Monitors are regulation mod- 
els with automatic Wind Governor —con- 
stant pumping speed and safe control in 
varying wind velocity. This is the windmill 
with Tobin bronze bearings and Ball-Bear- 
ing turntable, sensitive to a slight breeze 
yet safe in strong winds. 

Windmill repairs are ration-free. New 
windmills require certificate MR-22. Your 
nearest Monitor branch can help you keep 
farm wells flowing for Victory! 





fee 














* BRANCHES + 
BAKER MFG. CO. Minneapolis, Minn.: 
Madison, Wis.: Fort Dodge, la: Cedar 
Rapids, la.; Omaha, Neb.; Kansas City. 
Mo.: Enid. Okla.; Hutchinson, Kansas 
BAKER MFG. LTD., Winnipeg. Canada 
AXTELL CO.: Fert Worth. Tex.:; Amarillo, 
Tex:: Lubbock, Tex.; San Angelo, Tex. 


| Brass Plating for Builders 


| Hardware Recommended But 


Not Yet Approved By WPB 


Recently the recommendation 
of the War Production Board 
Builders’ Hardware Industry Ad- 
visory Committee that the use of 
brass for electroplating builders’ 
hardware be permitted, brought 


| forth rumors that WPB had actu- 


ally released brass for such pur- 
pose. As we go to press no such 


| authorization has, as yet been 





| have 


made. 

In a letter to company sales- 
men, on this subject, dated May 
25, 1944, R. W. Chamberlain, as- 
sistant general sales manager, 
The Stanley Works, stated in 
part: “that the use of brass for 
electroplating has not been au- 
thorized by the War Production 
Board and the date when they may 
make such authorization is still 
very problematical. It is true 
that the subject is being dis- 
cussed in Washington and certain 
War Production Board officials 
shown disposition to relax 





the Copper Order to permit re. 
sumption of brass electroplating. 

“The War Production Board 
has asked the industry for figures 
covering the rate of use should 
the resumption of brass electro. 
plating be permitted. After these 
figures are gathered and have 
been studied in Washington, the 
War Production Board may or 
may not grant the necessary per- 
mission. Even if their decision 
is in the affirmative it’s pretty 
sure to be several months before 
brass plated products will be 
ready for the trade.” 

Mr. Chamberlain’s letter fur- 
ther points out that there are 
overhauling, repairing and recon- 
ditioning jobs to do on the equip- 
ment needed for resuming brass 
electroplating of builders’ hard- 
ware items, Then there is the 
problem of materials needed for 
the operation to further cause a 
gap between authorization and 
accomplishment. 











INTERNATIONAL CHAIN & MFG. CO., WINS “E” 


: The 


Army-Navy “E” production award was presented to the em- 
ployees of the International Chain & Mfg Co., York, Pa., in 
the auditorium of the William Penn High School, in York. 
Thomas B. Belfield, assistant to the president of the company, 


acted as master of ceremonies. The pennant was presented 
by Col. A. D. Kelso, Chief of the Industrial Division of the 
Philadelphia Ordnance District, and was accepted on behalf 
of the company by George J. Campbell, Jr., president. The 
individual “E”’ pins were presented by Lt. Edward G. Car- 
penter, USN., and were accepted by Howard D. Campbell, 
treasurer of the company, for the management,’ and by 
Thomas W. Foller for the employees. A reception and dinner 
at the Yorktown Hotel followed the ceremonies for the Army 
and Navy Officials and guests. A get-together for the em- 


| ployees and their families with supper and a floor show was 


held a week later. Left to right: Col. A. D. Kelso, Lt. E. G. 
Carpenter, Howard D. Campbell, treasurer, Thomas W. Fol- 
ler, and George J. Campbell, Jr., president. On the presenta- 
tion platform standing alongside of the pennant was another 
pennant with a star containing the number 63, which rep- 
resented the employees who are now serving their country. 
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ARTHUR C. LAMSON 
SELLS HIS STORE 
Arthur C. Lamson who has de- 
voted 52 years of his very active 
life to the hardware business has 
disposed of the business of Ar- 








ARTHUR 


Cc. LAMSON | 


thur C. Lamson, Inc., at 120-122 
Main St., Marlborough, Mass., 
although retaining ownership of 
the building. The business has 
been sold to Robert C. Morse 
who will continue operating it 
under its present name. Well 
known and well liked by the 
hardware fraternity, Mr. Lam- 
son is a past president of NRHA, 
the New England Hardware 
Dealers Association and of the 
New England Implement Deal- 
ers Association, and a member 
of the Harpware Ace Fifty Year 


ware business of which he has 
just disposed, becoming its sole 


owner with the passing of his | 


partner, in 1905. 

Besides his intense interest in 
the hardware business he has 
found time to be active in many 


‘other fields as president and di- , 


rector of one bank and an offi- 


cer and director of another. He 


is a Rotarian, Mason, Elk and a 


member of the Grange. He has | 


been a member of many civic 
committees and was at one time 
an adjutant of the old Sixth Reg- 
iment, National Guard of Massa- 
chusetts. 


MORGAN MANAGES PLANT 
OF P. & F. CORBIN 


Announcement has been made 
by Charles B. Parson, general 
manager, P. & F. Corbin, New 
Britain, Conn., of the appoint- 
ment of Sigurd P. Morgan as 
manager of the company’s plant. 
Mr. Morgan, former assistant 
factory manager, has been with 
the company for many years and 


succeeds the late F. G. Hausman | 


as factory manager. 





FEARING NAMED 
MGR. SPONGE DEPT., 
JAMES H. RHODES 


R. L. Fearing has recently | 
been appointed manager of the | 


sponge department of the James 
H. Rhodes & Co., Chicago, IIl., 
sponges, chamois skins, felt, etc. 
He has had many years of experi- 








Club. Although he has always 
found great enjoyment in the 
hardware business he has decided 
to take a well earned rest, and 
will make a two months’ trip to 
California, where he will cele- 
brate his 77th birthday in Au- 
gust. 

Prior to his entry into the 
hardware business he was an in- 
structor in a Commercial College. 
In 1892 he and the late C, C. 
Trowbridge, founded the hard- 


ence in the selling of sponges. 





REX CUTLERY WINS 
PRODUCTION STAR 


The Rex Cutlery Corp., Irving- 
ton, N. J., has recently received 
from Robert P. Patterson, Under 
Secretary of War, its second 
Army-Navy “E” award for con- 
tinued meritorious production of 
surgical scissors. 














OFFICERS OF THE HARDWARE BOOSTERS: All officers 
of the Hardware Boosters were reelected at the recent annual 
meeting held at the Hotel Abbey, New York City. Left to 
right: Harry J. Schmitt, H. Blumberg & Sons, treasurer; | 
A. C. Flamman, Hughes, Flamman & Simpson, vice president: | 


T. J. Crofton, H. B. Sherman Mfg. Co., president and Ken- 
neth A. Heale, associate editor, HARDWARE AGE, secretary. 
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-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 


mane: | 


Ee ce ESTABLISHED 1606 i a 
_ THE HODELL CHAIN CO. 


_€LEVELAND 3, OHIO. 
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‘No magician’s trick—it's done with 


* IMPERIAL ~« 
RAPID BRUSH CLEANER 


Due to the scarcity of new paint brushes, your 
customers are anxious to recondition their old 
ones. You'll be helping them by recommending 
IMPERIAL RAPID BRUSH CLEANER—the 
quick-acting liquid that softens up the hardest 
caked paint without impairing the spring and 
vitality of the bristles. Ready for instant use; 
no overnight soaking. 

Order from your jobber. Write us for information. 


WILSON-IMPERIAL COMPANY 
115 Chestnut Street, Newark 5, N. J. 
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| just signed a testimonial docu- 
ment for the honored guest when 


Mr. Christ, who was well 
known for his helpful and 
| friendly ways, celebrated on 


| May 3, 1944, his 50th anniver- 
| sary as a member of the Stanley 


| friends 
| He started as an office boy with 


| affairs for many years. He was 


| Town Committee and was elected 
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| E. W. Christ Passes Away at 68 — 
Was Stanley Works Vice-President 


Shocked by the very sudden 
passing, on June 1, of E. W. 
68, vice president in 


tor and secretary of The Stan- 
ley Works, New Britain, Conn., 
were all people affiliated with 
the company. Mr. Christ was at- 
tending a testimonial dinner for 
F. A. Wooster, retiring divisional 
superintendent at The Stanley 
Works Foremen’s Club, and had 


he collapsed. Medical aid was 
summoned but he passed away 
before the doctor’s arrival. 


organization. In his half century 
with the company he gained 
throughout the nation. 


the company, later doing all of 
the purchasing for The Stanley 
Works, delegating it to those 
under his supervision as the de- 
partment’s functions increased. 
Mr. Christ was particularly well 
known for his active knowledge 
of conditions in the steel mar- 
ket at all times. He was elected 
secretary of the company in 1919, 
vice president and secretary in 
1923 and a director in 1937. 

A very accomplished after din- 
ner speaker he appeared as toast- 
master at many banquets and 
was active in civic and political 


a member of the New Britain 
Common Council in 1908, becom- 
ing an alderman the following 
year .in which capacity he con- 
tinued until 1914. Mr. Christ 
was president pro tempore of the 
council for most of his years as 
an alderman, served for a year 
as chairman of the Republican 


a representative in 1923 and a 
senator in 1929. At various times 
he served on state committees, 
under three different governors, 
having been appointed a member 


tee, forerunner of the State 
Water Commission, chairman of 
the Tax Exemption Commission 
and secretary of the State Board 
of Healing Arts. He was a di- 
rector of the Stanley Chemical 
Co., Farmington River Power 
Co. and the Savings Bank of New 
Britain. He was a member of 
the American Tron & Steel Insti- 


Agents Association, First Congre- 
gational Church, New Britain 
Club and the Shuttle Meadow 
Club. In addition he was first 
president of the local Chamber 
of Commerce, active in the 





E. W. CHRIST 


YMCA and a former president 
of the Boys’ Club. During ‘the 
first World War he was coal ad- 
ministrator for the city. 

Mrs. Christ, three sons and two 
daughters survive. Edward H. 
Christ is vice president and sales 
manager of The Stanley Chemi- 
cal Co., and Curtis W. Christ is 
sales manager of Ordnance Sales. 





W. L. BELKNAP, SR. 


William L. Belknap, Sr., 79, 
president of the Belknap Mfg. 
Co., Bridgeport, Conn., manufac- 
turers of valves and brass fittings, 
pased away recently at the 
Bridgeport, Conn., hospital, after 
suffering a long illness. Mr. 
Belknap began his career as a 
trapeze performer with the Bar- 
num & Bailey circus after which 
he entered the family business. 
He soon became president and 
later board chairman. The firm 
was established in 1863 by his 
father, Charles Belknap. He is 
survived by his widow, a son, a 
daughter, a sister, and six grand- 


children. 


MORRIS D. LLOYD 


Morris D. Lloyd, 80, passed 
away recently in a Buffalo hos- 
pital after a six-week illness. He 
was at one time associated with 
the old Sheppard Hardware Co., 
and later joined Beals, McCarthy 
& Rogers Inc., Buffalo, N. Y. 
wholesalers, where he has been 
manager of hardware’ ware- 





tute, Connecticut Purchasing 


houses for the past 25 years. 
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T. J. MORIARTY 


Timothy J. Moriarty, 94, vet- 
eran hardware dealer of New 
Bedford, Mass., passed away at 
his home recently. He had been 
engaged in the painting business 
since 1880 and added a hardware 
business in 1900. At the age of 
15, Mr. Moriarty shipped on a 
three-year whaling voyage on the 
Sea Fox. He was later in the 
merchant service and was in 
France at the time of the Franco- 
Prussian War. 

Mr. Moriarty was associated 
with the New Bedford Automatic 
Telephone Co., organized in 1900, 
serving as vice-president of the 
company. He also had served 
as president of the Master Build- 
ers Association, secretary of the 
Master Painters Association, and 
was a member of the Old Darts- 


mouth Historical Society. Mr. 
Moriarty is survived by three 
grandchildren, and four great 
grandchildren. 

FRED J. VETTER 
Fred J. Vetter, 86, retired 
Chestertown, N. Y., hardware 


merchant, passed away recently 
at his home after suffering a long 
illness. After completing his edu- 
cation he entered the wagon 
business with Daniel C. Reming- 
ton, in Chestertown. After some 
years, he went into the hardware 
business with the late Ingalls 








Prouty, and 61 years ago bought 
out his partner, being head of 
the business since that time. Mr. 
Vetter was long a member of the 
Chestertown Community Church 
and one of its most active and 
loyal members. He is survived by 
two daughters, two sons, two sis- 
ters, and three brothers. 


F. G. HAUSMAN 


F. G. Hausman, factory man- 
ager, P. & F. Corbin, New Bri- 
tain, Conn., lock and builders’ 
hardware manufacturers, who 
had been affiliated with that or- 
ganization for more than 50 years, 
passed away May 20. He joined 
the Corbin company as a boy, 
worked through many depart- 
ments and in his half century 
with the concern acquired a lib- 
eral knowledge of how hardware 
is manufactured. 

Of Mr. Hausman’s loss, Charles 
B. Parsons, general manager, P. 
& F. Corbin says, “He has been 
‘a tower of strength’ in this or- 
ganization, and will be very much 
missed.” 


WALTER WEINHARDT 


Walter Weinhardt, formerly 
vice-president and general man- 
ager of the Henkel Co., 223 
Prospect Place, Tremont, Ohio, 
passed away recently. 








OIL BURNING FLOOR 
FURNACES STANDARD 
ANNOUNCED 


The U. S. Department of Com- 
merce, National Bureau of Stand- 
ards, recently announced that 
Commercial Standard CS113-44 
has been promulgated for Oil- 
Burning Floor Furnaces Equip- 
ped With Vaporizing Pot-Type 
Burners. The purpose of this 
standard is to establish minimum 
specifications for the guidance of 
manufacturers, distributors and 
users of oil burning floor 
furnaces, to avoid delays and 
misunderstandings, and to pro- 
vide a uniform basis for guaran- 
teeing compliance through the 
use of labels and certification. 
A booklet containing complete in- 
formation concerning CS113-44 
is available from the Superin- 
tendent of Documents, U. S. Gov- 
ernment Printing Office, Wash- 
ington, D. C., for 25 cents. 





COPIES OF SIMPLIFIED 
PRACTICE RECOMM. ON 
INSECTICIDES 
Printed copies of Simpli- 
fied Practice Recommendation 
R203-44, Containers and Pack- 
ages for Household Insecticides, 
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(Liquid Spray Type), are avail- 
able, according to an announce- 
ment of the Division of Simpli- 
fied Practice, National Bureau of 
Standards. The recommendation 
includes the pint, quart and gal- 
lon packages as the stock sizes 
for retail trade. Standard shapes 
and finishes of the glass contain- 
ers for these stock packages are 
also shown in the recommenda- 
tion. The 5 and 54 gal. drums 
are designated as the stock sizes 
for industrial packages. Copies 
may be obtained from the Super- 
intendent of Documents, Govern- 
ment Printing Office, Washing- 
ton 25, D. C., for five cents each. 
A discount of 25 per cent on or- 
ders for 100 or more copies. 





WELSH OPA FIELD 
OPERATIONS OFFICER 
FOR PRICE 


Edward C. Welsh has recently 
been appointed Field Operations 
Officer for Price, OPA. Mr. 
Welsh served as regional price 
executive of the Cleveland 
region for two years, and prior 
to that he spent several years in 
educational work as an instruc- 
tor at Tufts College, Boston, 
Mass., and at Cincinnati and 
Ohio State Universities. 





contains 35 assorted V-Belts and only takes up a few 
inches of counter space. This compact, attractive dis- 
play on your counter will answer your customer’s un- 
precedented demand for replacement belts. 


Home owners everywhere, with washing machines, 


oil 


household appliances, need V-Belts in making their 
own repairs. The “Eye-Ful” Tower supplies the an- 
swer to 887 different light-duty drive requirements. 


Cash in on the market now. Don’t wait. For $21.01 
you can supply nearly all V-Belt demands and reap 
a tidy profit of $14.01. Just clip the coupon below. 



















































The Gilmer “Eye-Ful” Tower 


burners, home workshop equipment, and other 






L. H. GILMER COMPANY 


TACONY, PHILA. 35, PA. 


& 






L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Send me the complete Gilmer “Eye-Ful" Tower Assortment 

No. 350 as follows: 

1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America’s Belt Bible 

Bill me $21.01 through your nearest jobber 





NAME 





ADDRESS— 








Household Appliance Demand Looms Large 
In OCR Survey On Consumer Requirements 
— But Greatest Interest Is In New Homes 


Consumer demand for durable goods and appli- 
ances close to levels known immediately preced- 
Most families interested in several 
appliances would buy out of current earnings. 


ing the war. 


(Washington Bureau 
of HARDWARE AGE) 


Demand for consumers’ dur- 
able goods and appliances today 
is close to the levels immediately 
preceding the war, but a large 
number of families intend to use 
their savings for buying or build- 
ing a house before purchasing 
durable goods, W. Y. Elliott, 
WPB Vice Chairman for Civil- 
ian Requirements reported as the 
result of the third nationwide 
survey of consumer requirements 
as made by the Office of Civilian 
Defense. 

OCR says that demand for dur- 
able goods and appliences is close 
to levels immediately preceding 
the war and that among the 11 
appliances covered in the sur- 
vey, washing machines are in 
greatest demand, with electric 
irons and mechanical refriger- 
ators running in close second 
and third positions. Other items 
covered, in the order of present 
consumer preference, were cook- 
ing stoves, electric toasters, ra- 
dios, sewing machines, vacuum 
cleaners, heating stoves, electric 
fans, and water heaters. 

In announcing the survey re- 


sults, W. Y. Elliott, New OCR 
chief said: 
“The information obtained 


from representative families all 
over the country shows that the 
American public has conserved 
its household equipment and ap- 
pliances and the present demand 
for these items is largely for 
legitimate replacement needs or 
from households which now need 
appliances they did not have be- 
fore the war.” 

At his first conference Mr. E]- 
liott said that many simple items 
would soon be produced in un- 
limited quantities. A. C. C. Hill, 
Jr., Deputy OCR Chief, in reply 
to questions as to what these 
items might be, said “What you 
might find in any hardware store, 
such as steel wool, pots and pans, 
scissors, and many others.” 

Production of more complex 
items, such as washing machines, 
is being programmed now, but 
actual manufacture will probably 
not be started until 1945. 

One of the 10 of all the fam- 
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ilies interviewed in the survey 
said that they would like to buy 
or build a new home now. This 
indicates that approximately 800,- 
000 families are in the market 
for new homes. Naturally, this 
would swell the demand for dur- 
able goods and appliances. The 
largest number of dwelling units 
ever built in one year in the 
United States was 935,000 in 
1925, and in recent years, 715,- 
000 in 1941. 

OCR interprets the survey as 
indicating that the American 
public will follow a sensible buy- 
ing policy instead of creating a 
sudden boom market, which 
might lead to an equally quick 
collapse. 

Most of the families reporting 
that they would buy one or more 
appliances immediately would 
buy out of current income. A total 
of 76 per cent said that they 
would buy out of earnings (45 
per cent) or on installments (31 
per cent). Only 18 per cent in- 
dicated an intention to use sav- 
ings to buy the item they wanted. 
The total number who would buy 
out of savings does not vary 
greatly from item to item, but 
as might be expected, the num- 
ber who would buy on install- 
ments tends to increase as the 
item becomes more expensive. 
Thus 57 per cent would expect 
to buy a wood or coal cooking 
stove on installment while only 
4 per cent would want deferred 


payments to buy an _ electric 
toaster. 
Families who wanted new 


items were divided evenly on the 
reasons for their desire, that is 
about 56 per cent wanted the 
item because they did net have 
it, while the balance wanted it 
because their old one is unsatis- 
factory. 

Interesting is a comparison of 
the OCR survey and the Con- 
sumer Post-War Planning survey 
of the Chamber of Commerce of 
the United States, although it 
must be remembered in making 
any comparison that the Cham- 
ber’s survey is on the basis of 
post-war consumer buying intent. 
Findings of the OCR survey in- 
dicate that were the various con- 


sumer items wanted now avail- 
able and were new homes being 
built without regard to war 
needs there would be an even 
larger market for all types of 
needed home appliances as well 
as for homes themselves. 

A summary of some of the 
highlights of the Chamber’s find- 
ings, as outlined in the Feb. 3, 
1944 issue of HarpwaRE ACE, 
showed that on a post-war basis 
4.4 per cent of those interviewed 
expressed the intention to puy or 
build a new home within six 


months after the war is over, 
whereas approximately 10 per 
cent indicated in the OCR survey 
their strong interest in a new 
home now. 

FaMILIgs WHO WovuLp Bur 
DURABLE GOODS AND APPLIANCES 


IF ALL WERE RBADILY 
AVAILABLE 


Based on 4488 Families 
Interviewed by OCR 


Estimated 
Item U. 8. Total 
Washing machine - 4,261,560 
Electric iron ........ 4,019,236 
—ee ee |. 
Oe ges deta ane 827,048 
Cooking ” stoves—total 3. 166, 924 
Fer - 1,328,604 
ME. aac8rctsendedrns 668,480 
Wood or coal 676,836 
Electric ..... 493,004 
Electric toaster ..... 3,200,348 
rrr Se -..+ 2,682,276 
Vacuum cleaner .... 2, aee’est 
Sewing machine .... 2,322,968 
Heating stoves—total 5 238, 326 
a OF Goak woes. 584,920 
PPR Pe 292,460 
Portabie enetne 133,696 
Spee 217,250 
Bisctric ‘fan , .+ 1,487,368 
Water heater—total. 777,108 
Serer Pree 334,240 
Meese cw cc ctces: 259,036 
Wood or coal .. 142,052 
GH ln ccwesee-ceces 41.730 











Cc. S. DALBEY GEN. MGR. 
OKLAHOMA CITY HDWE. 


C. S. Dalbey, vice-president of 
the Oklahoma City Hardware 
Co., Oklahoma City, Okla., 
wholesalers, has recently been 
named general manager of that 
company. He succeeds S. E. 
Clarkson, president of the com- 
pany, who asked to be relieved of 
his responsibilities as general 
manager due to his failing eye- 
sight. Mr. Clarkson will continue 
as president of the company. Mr. 
Clarkson, along with A. W. 
Boyd and W. H. Vick, both of 
whom have since passed away, 
established this business in 1901. 
Mr. Clarkson has remained ac- 
tively in charge of the business 
until his recent retirement as 
general manager. During this 
period of 43 years as a hard- 
ware jobber, he has established a 
host of friends throughout the 
trade. 

C. S. Dalbey, son-in-law of 
A. W. Boyd, joined the com- 
pany upon his return from over- 
seas during the first World War. 
Since 1930, he has been a vice- 
president and credit manager of 
the company. 


DONLEY MANAGES 
WESTINGHOUSE RADIO 
RECEIVER DIVISION 


Walter Evans, vice-president in 
charge of Westinghouse radio 
activities, recently announced 
the appointment of Harold B. 
Donley as manager of the West- 
inghouse Radio Receiver Divi- 
sion, which will manufacture and 





market home radio receivers as 
soon as they can be made again. 
Mr. Donley, who was formerly 
general appliance manager for 
the Westinghouse Electric Sup- 
ply Co., with headquarters in 
New York City, has been with 
Westinghouse for 22 years. Mr. 
Donley will take over the super- 
vision of the planning and ex- 
perimental work through which 
Westinghouse will develop a com- 
plete. line of home radio re- 
ceivers. Development work is 
already under way on these mod- 
els, including standard receiving 
sets, frequency modulation, with 
and without phonograph combina- 
tions, and home television equip- 
ment. 

Mr. Donley joined Westing- 
house in 1922 at the company’s 
Electric Appliance Division, 
Mansfield, Ohio. He was named 
a field contact man in 1927 to 
work with wholesalers and re- 
tailers on appliance merchandis- 
ing, five years later, he was ap- 
pointed manager of heating 
appliance sales, and he then be- 
came manager of the appliance 
department. 


EDELMUTH RESIGNS 
FROM GRAND HOME 
APPLIANCE COMPANY 


David L. Edelmuth recently 
resigned his post as vice-presi- 
dent and sales manager of the 
Grand Home Appliance Co., 
Cleveland 4, Ohio. He is plan- 
ning to join the Brewing Corp. 
of America, brewers of Carling’s 
beer and ale, in an executive 
sales capacity. 
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4,261,560 
4,019,236 


3,827,048 
3,166,924 


1,328,604 
668,480 
676,836 
493,004 

3,200,348 
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2,389,816 
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JONES SALES MGR. 
RUBBERSET BRUSHES 


Elwood M. Jones, formerly as- 
sistant sales manager of the 
Rubberset Co., brush manufac- 
turers, Newark, N. J., has been 
appointed sales manager in 
charge of paint brush sales for 
that company. Prior to becom- 
ing a sales representative for 
Rubberset in California in 1937, 
he was associated with the sales 
department of the American Air 
Lines on the West Coast. 





ARMY-NAVY “E” 
TO INGRAHAM 


The E. Ingraham Co., Bristol, 
Conn., watch and clock makers 
since 1831, has recently been pre- 
sented with the Army-Navy “E” 
award for efficient war produc- 
tion. This company has produced 
only war materiels since shortly 
after the hostilities started. In- 
graham also flies the minute man 
flag that signifies over 90 per 
cent of its employees are buying 
war bonds on the payroll deduc- 
tion plan. 


—— 


STROMDAHL AIDS HDWE. 
DEALERS WITH POST- 
WAR PROBLEMS 


Andrew Stromdahl, who was 
recently appointed to a position 
on the staff of the New England 
Hardware Dealers Association 
with headquarters at 189 Dart- 
mouth St., Boston, Mass., is ef- 
fectively aiding hardware dealers 
with their postwar problems. To 
improve the efficiency and attrac- 





tiveness of their establishments, 
numerous New England _hard- 
ware dealers will plan and carry 
through changes in store layout 
and in their merchandising dis- 
play. During the past two and 
one-half years, Mr. Stromdahl has 
been connected with Butler Bros., 
as a store merchandising super- 
visor. Prior to that he was afhliat- 
ed with the Kresge Co., and 
therefore is thoroughly familiar 
with chain store merchandising 
and store arrangement, which 
knowledge will be useful in de- 
veloping hardware store applica- 
tions. 
WHITEMAN FEATURED 
ON PHILCO SUMMER 
RADIO PROGRAM 


Philco Corp., Philadelphia, Pa., 
recently began its summer re- 
placement program, which is 
heard at 6:00 p.m. EWT, over 
the Blue Network, and which 
features Paul Whiteman and the 
“Radio Hall of Fame” orchestra 
and chorus with Evelyn Knight, 
Bob Johnston, and Hi, Lo, Jack 
and the Dame. The “Radio Hall 
of Fame” was designed to honor 
the show world, and thus consti- 
tutes the Academy Awards of the 
motion picture industry in the 
broadcasting field. During its 
first 26-week cycle, this program 
made many radio scoops, includ- 
ing the first airings of the popu- 
lar musicals, “Winged Victory” 
and “Carmen Jones,” and the 
motion pictures “Lifeboat,” and 
the “Song of Bernadette,” with 
personal appearances of their 
stars. 








OWI Features Seal to 


Identify 


Our Exports to Foreign Countries 


The OWI states that manu- 
facturers of other nations have 
long enjoyed government spon- 
sored identification programs in 
foreign markets. Now, for the 
first time in our export history, 
a concerted official effort is un- 
der way to provide the same ser- 
vice to U. S. exporters. By use 
of the new red, white and blue 
official Export Seal, OWI points 
out, millions of non lend-lease 
articles now exported to foreign 
nations can be uniformly identi- 
fied as “imported from the 
United States,” a basis for war- 
time and post-war good will and 
publicity. 

The seal can be used in any 
shape or size, in any language, 
separately or combined with a 
manufacturers’ regular  trade- 
mark. While OWI does not sup- 
ply the Seals, it will supply 
translations in any language and 
in. the same basic design. 
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To facilitate the program, The 
Meyercord Co., Chicago, IIl., 
decalcomania manufacturers, is 
going to prepare decalcomania 
sketches of manufacturers’ name 
plate combined with the Export 
Seal where lasting identification 
is desired on equipment and 
other non-consumable goods. For 
full information regarding the 
Seal program, write to the Spe- 
cial Promotion Division, OWI, 
250 West 47th St., New York 
City 19. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 108 



































Dmitapacy 


HANDY PACK DEPARTMENT 











Unit sales in popular Milapaco lace paper increased 
two fo nine times higher—is one of the reasons why 
the Milapaco HANDY PACK has been called one of 
the greatest merchandising ideas in paper. 
You'll want to remember the sales and profit possi- 
bilities of this new package. Make your “Handy Pack” 
Department the center eye stopping paper goods dis- 
play when partially restricted production is again in- 
. creased. It's a colorful, self- 
selling “bargain package 
of beauty” you'll want to 
use — with profit — when 
more are again available. 


ww 


TODAY — BUY MORE 
WAR BONDS... Plan 
for a Milapaco Handy 
Pack Department later. 


MILWAUKEE LACE PAPER C0. 


1306 East Meinecke Ave. Milwaukee 12, Wisconsin 


ESTABLISHED IN 1898 


—Mitapaco 


Lace Papers 
of Chatacter 
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STEENROD MANAGES 
STEEL BLDG. PRODUCT 
SALES FOR REPUBLIC 

Alex U. Steenrod has recently 
been named manager of the steel 
building products sales, Berger 











ALEX U. STEENROD 


Mfg. Division, Republic Steel 
Corp., Canton, Ohio. Mr. Steen- 
rod was formerly manager of the 
Canton plant of the Milcor Steel 
Co. Mr. Steenrod’s first position 
was in the cost department of the 
Wheeling Corrugating Co. In 
1911 he moved to the company’s 
sales department and worked in 
various capacities until he joined 
the army in 1917, He served with 
the 37th Division for two years, 
and upon returning to civilian 
life, rejoined the Wheeling Cor- 
rugating Co., in its Pittsburgh 
territory. In 1923 he was appoint- 





ed district sales manager at 
Wheeling, and in 1929 opened | 
and managed the Detroit, Mich., 
sales office. Later that same year 
he became affiliated with Milcor 
Steel in charge of the Chicago 
warehouse, where he remained | 
until 1936, when he was trans- 
ferred to Canton to manage the 
Canton plant for that company. 


RED JACKET SALES | 
HEADED BY SKINNER 
Foster C. Simonson, president, 

Red Jacket Mfg. Co., Davenport, 
Iowa, recently announced several 
promotions as part of the com- 
pany’s post-war planning. Guy 
E. Sharpe, formerly comptroller 
and treasurer has been elected 
vice-president Thomas B. Clark, 
former sales manager is now vice 
president in charge of marketing 
and Neil D. Skinner, former assis- 
tant sales manager has succeeded 
Mr. Clark as sales manager. 
Russell A. Behr has been ap- 

pointed sales promotion manager 
and Harold C. Sparrow has been 
transferred from product engi- 
neering to sales engineering. | 





MOORE AGAIN HEADS 
PITTSBURGH ASSN. 


At the recent annual meeting 
of the Pittsburgh Retail Hard- 
ware Association, in the Hotel 
Roosevelt, Wesley A. Moore, J. 
S. Moore & Son, Oakdale, Pa., 
was reelected president and Ray 
A. Gabosch, A. G. Gabosch Hard- 
ware Co., Pittsburgh, Pa., was re- 
elected vice-president. John A. 





Martahaus, M. Martahaus & Son, 
Braddock, Pa., was elected trea- 
surer and George E. Saupe, 
George Saupe & Son, Pittsburgh, 
Pa., former treasurer, succeeded 
Richard J. Kossler, Wm. Kossler 
Hardware Co., Pittsburgh, Pa., as 
secretary, Mr. Kossler having re- 
signed that position because he 
is joining the United States Navy. 





ADAMS CONSULTANT 
TO CONSUMERS GOODS 
DIV. DIRECTOR, WPB 


Thornton S. Adams, sales 
manager for Spiegel, Inc., Chi- 
cago, Ill., has recently been ap- 
pointed consultant to the direc- 
tor of the Consumers Durable 
Goods Division, 
Adams will be in Washington 
periodically for about one week 
each month. He will continue to 
serve the Chicago mail order 
house in his present capacity. 





NEW OWNERS BUY 
GALLUP, N. M., STORE 


Art Hanson, owner and man- 
ager of Hart Hardware, Gallup, 
N. M., since 1927, recently an- 
nounced that the business had 
been purchased by a group of 
Gallup citizens who plan to in- 
corporate as Cousins-George & 
Walsh. The new owners plan to 
continue the business as it is 
with the same services, although 
they will broaden and expand 
the stock. Robert Beidelman, 
who has been connected with the 
store for the past six months, will 
be the new manager. 


WPB. Mr. | 





LATREILLE V. P. 
AMER. STEEL EXPORT 


Howard W. McAteer, presi- 
dent, American Steel Export Co., 
New York City, recently an- 
nounced the appointment of 





FREDERICK LATREILLE 


Frederick Latreille, as _ vice- 
president and a director of the 
company. Mr. Latreille, who has 
just completed a post-war study 
of the industrial field for Jones 
& Lamson Machine Co., was for- 
merly trade relations officer of 
the United States Office of Eco- 
nomic Warfare. Just prior to his 
departure from Washington, he, 
with Philip Young set up the 
present trade staff of the Foreign 
Economic Administration. His 
new duties will include foreign 
market research and _ post-war 
planning. 
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Sales employees of Coast- 
to-Coast Stores have two- 
day meeting at Hotel An- 
drews, Minneapolis, Minn., 
as shown above. This gath- 
ering was the week follow- 
ing the store owners’ two- 
day conference, shown at 
right, at Hotel Nicollet, 
Minneapolis. 
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COAST 
TO 
COAST 
MEETINGS 
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Department heads and executives of the Coast-to-Coast Stores Central Organization addressed both the store 


owners and the store employees’ conventions held by this group in Minneapolis, 
new lines available, new methods, displays and promotions were discussed. 


Mastercraft Sales Training Meeting. Both conventions were broken up into group sessions of about 50 each so 


inn. 
The employees’ group is called the 


Post-war opportunities, 


that department heads could give more personalized attention, answer questions, etc., about their respective 


lines. 
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The Mastercraft group has a supplementary training course handled by mail throughout the year. 
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PERFECT COTTER PINS 





PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent . 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 











$ tack 
at 
Gor A COOD TACK 


(AND THEY’RE ALL STERILIZED) 
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Jacks and staples 


fon new nequinements 
a specially ~ ~ ~ 


W.W. (ross & CO.INC. 


EAST JAFFREY. N.H. 
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This triple-deck display catches 
the eye and is a big sales asset. 


Crawbaugh Uses Triple 
Deck Window Display 
With Good Effect 


ERE’S an adaptation of the 
old style 





sidewalk display — 


case as used by the H. O. Craw- | 


baugh hardware store in Marion, 
Ohio, a city of 30,000. By using 
two glass shelves this store used the 
corner section of one of its windows 
for showing in compact space three 
separate and unrelated lines of 
goods. With these shelves, any or all 
three units may be easily and com- 
pletely changed. 


Constantly Changed 


At the time this illustration was 
taken, snow was on the ground and 
so very appropriately blankets—one 
of the store’s non-hardware lines— 
were given top showing. Below was 
a shelf of electrical sundries, lamps, 
etc., while the lower tier was de- 
voted to a showing of pottery items. 
These three shelves are constantly 
changed to show scarce items, sea- 
sonal lines or year ’round necessities 
as the case may be. A similar unit 
is installed on the opposite side of 
the doorway. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 108 
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One reason why the Bassick “Diamond-Arrow” 
is the world’s largest-selling quality caster for 
furniture and office chairs is that dealers like 
yourself can easily demonstrate its superiorities, 


FOR EXAMPLE: 
the famous Bassick patented full-floating, 
two-level ball race construction — for 
smoother, quieter rolling and longer life. 


Another reason is that Bassick users come 
back for more whenever they need caster re- 
placements, 


RIGHT NOW, 


Bassick Casters 
are available for 
replacement an 
repair purposes. 
Your jobber can 
supply you with 
a few of the more 
popular types 
and sizes. 


SEAN (6 4 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
THE BASSICK COMPANY 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


xx*r 


WPB HAS AMENDED L.257 and 
L-257-a, reestablishing in those orders 
controls over the manufacture of farm 
machinery and equipment requiring 
rubber tires. Previous to the amend- 
ments, controls on the production of 
this type machinery were provided for 
under the terms of Rubber Order R-1. 
This order also was amended, deleting 
such controls. 

Production of farm machinery and 
equipment requiring rubber tires is re- 
stricted to the following items: Wheel- 
type tractors, including garden type; 
combines; pick-up hay balers and field 
hay harvesters; corn pickers; power 
sprayers; (over 10 gal. a min.); any 
item requirimg tires to be mounted on 
wheel rims of the following sizes 
(diameter): 15 in., 16-in., 18-in., 20- 
in., and 21-in. L-257 governs the manu- 
facture of all farm machinery, equip- 
ment and repair parts to be used in the 
United States; L-257-a regulates the 
production for export of all such ma- 
chinery and equipment. 


£ * 


Zee REPAIR AND CARE 


WILL SERVE TO CONSERVE 





ACME STEEL CUMPANY éhicacos unos 


Also manutacturers of Acme Steelstrag and Strap-applying Equipment 





THE WPB ALUMINUM AND 
MAGNESIUM DIVISION has an- 
nounced that limited amounts of low- 
grade “feed material” would be released, 
as it becomes available, for the manu- 
facture of sub-grade aluminum pigment 
for unrestricted or partially restricted 
use. 

Paint manufacturers and distributers 
of aluminum pigment interested in ob- 

































Displayed on your counter .. . | 
this attractive carton of Acme 
Fasteners . . . reminds customers 
of quick, easy ways to repair, 

save wear and lengthen the serv- | 
ice of wooden household articles 
which are difficult to replace. 


Self-Selling . . . this handy dis- 
play-box goes to work and does 
a good job of selling, saves | 
sales effort and gives you a 
quick turnover and profits. 


Also in Bulk Lots... you can 
get Acme Corrugated Fasteners 
in standard cartons of 500 and 
1000 fasteners . . . ten boxes to 
a carton in varying sizes and 
quantities—also 100 Ib. kegs for 
bulk sales. 


Get the Facts... about this 
quick turnover item that brings 
extra revenue. If your jobber 
cannot supply you write direct. 








taining a supply of this type of pig- 
ment should consult their usual sources 
of supply, WPB said. Since the terms 
under which pigment manufacturers 
may obtain the aluminum feed mate- 
rial, as a result of military contract 
cutbacks and changed specifications, 
will be determined in advance by di- 
rectives issued by WPB, there will be 
no need for consumers or distributers 
to apply to Washington for such low 
grade pigment. 


Novel Fishing Bait 
Display Attracts 
Local Anglers 


D KEHRET, manager of the 

Decker Hardware Co., Austin, 
Minn., has worked out an effective 
way of displaying artificial bait in 
a way which promotes sales. In the 
first place, Mr. Kehret took an old 
music stand which has a revolving 
top and built onto it four wings 3 
ft. high. These he fastened very 


This unusual device shows 
ever 350 individual baits. 
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securely to the table top. Then he 
placed screw hooks into the wings 
of the top and ranged them in neat 
rows with supporting wooden strips 
below and hung the baits on the 
hooks. 


There are many advantages of 


such a display. In the first place it | 


is possible to display over 350 in- 
dividual baits on the entire four- 
winged stand. Secondly, the top of 
the stand revolves so that anyone 
who inspects the affair can turn it 
very easily without moving around 
to the other side. A third important 
feature is the fact that the bait dis- 
play does not take up very much 
room and can easily be shifted from 
one part of the store to another. It 
can also be moved into a window 
display area with telling effect. 








“This idea has worked out very | 
well for us,” states Mr. Kehret. “A | 


lot of fishermen like to touch and 
move baits before they buy. This 
display is so arranged that they can 
do this without removing the baits 
from the rack. In fact, it is quite 
hard for someone who doesn’t know 
how to get these baits off the hook.” 





Four Turnovers a 
Year in Figurines, 
Plaques and 
Miniatures 


OUR turnovers in less than a 

year on a $200 stock of figu- 
rines, miniatures and plaques have 
been enjoyed in the Dotterer & 
Becker hardware store in Syracuse. 
N. Y., as the result of using a neat 
sidewall display and having a win- 
dow space about every three months. 
Miniatures are sold in the store at 
from 29 cents to $1, plaques from 
25 cents to $1.59, and figurines from 
89 cents to $4.75. 


Mrs. Emil Evertz, wife of the pro- 
prietor, says, “People buy them for 
their own homes and for gifts and 
will return time and again to buy 
more of these items for themselves 
and their friends. We sold 13 pairs 
of one type of figurine in one after- 
noon at $1.89. Because we liked 
them ourselves, we put in a stock of 
them. Since last Christmas we have 
shown them between our hardware 
and paint displays. We expanded 
the line in February, 1943, and had 
four turnovers in less than a year on 
a $200 stock. We show some of 
them in our show windows about 
four times a year.” 
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NO SHOVELING JOB TOO” 
touch ror AMAGOR 


0. both the home front and the war 
front, Magor hand shovels are performing 
tasks that require the toughest kind of 
tools. They can be treated roughly because 
they are built to “take it.” The blades of 
all Magor shovels are made from the finest 
steel obtainable — specially 
heat-treated and normalized 
to prevent splitting or turn- 
ing at the cutting edge. 































BUY THAT EXTRA BOND TODAY 



















SPADES + SCRAPERS 


5) 5749 


SHOVELS SCOOPS - 




























YOU FIT ROUND PEGS...) 
TO ROUND HOLES 


WHEN YOU SELL JUSTRITE For...a 


factories ... machine 

shops... shipyards... | 
railroads ... oil fields... garages... farms 
-+. Mines. 





NS 
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. aircraft industry...or homes 


Everyday, more salesmen are discov erifig that sell- 
ing Justrite Twin-Bulb Lanterns is like putting 
round pegs in round holes. There’s a mighty good 
reason for it. 

There are Justrite Twin-Bulb Safety Lanterns 
designed tag for work in oil fields. . . in 
factories .. . in pump-rooms of ships. . . in garages 

. and on railroads. In fact, wherever there is a 
need for utterly safe light, you'll find easy sales 
for Justrite. 








Write today for complete information on the Justrite line of Safety Lanterns. 


JUSTRITE MANUFACTURING COMPANY 2063 N. Southport Ave., Dept. A-3, Chicago, III 





* OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 


SAFETY CANS eTttiichel Wt 
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spect to wartime costs of living can circt 


4 ’ 
alle Re 
Belen Wa re ' be 7 not obscure a_ steadily-increasing ries 
“oeclOw welwaeee aety. threat of a serious inflationary trend fron 


= 























A tremendous market is developin ba — on ee mage ones ri a 
ping UNLOCKED mine Gal While price controls, rationing — 
for better window hardware after and restrictions on consumer credit 38 | 
r r ' : ' during the last year have checked —— 
Victory. New constrpjon—semnnae- ha dak ta Wide obits 08 he tee part 
ing—even painting and decorating previous years, present policies have yr 
jobs—will offer excellent opportuni- failed to prevent the expansion of pos 
ties for dealer profits on the new eco gerne gots. five 
: ! be ULUTOE” SAUD NOK Paneer Ro 2.20200 ; policies are permitting a constant maid 
Amerock Sash Lift and Wintite Sash Unique eccentric action draws upper and lower piling up of savings which are not pias 
Lock. Another Amerock “first”. windows together providing air-tight joint. absorbed under present tax laws will 
a and which can not be used readily ; 
P ar No £7220 either in the purchase of civilian oe 
BUYING PROM YOUR JOBBER will help & > SASH LIFT goods or in productive investment. vid 
you make big profits because you — : The huge volume of industrial and leve 
will get fast turnover on elie a farm production tends to increase 
a very small investment. GENUINE strength. (Pat. No. 'D126,567) profits. ‘ 
Savings in the form of cash, 
checking and savings accounts and 
holdings of government securities 
by individuals and business concerns ] 
AMERI CA N CABIN ET HARDWARE form an “inflation potential” in an 
amount considerably more _ than ‘| 
et) ae of gee twice the largest national income in 
ROCKFORD, ILLINOIS our history prior to 1941. car 
The existence of this “inflation to 
potential,” which will continue to cre 
mount under existing conditions, spe 


H be provides a compelling argument for a 
AR AU L , | ty extension of price and credit con- sp! 
me 


trols and rationing into the post-war 


transition period until such time as att 
OL, Covers, consumer goods are available in the 
m quantities sufficient to meet pent-up on 
Mach TALE] Cove AS demands. tio 
) Under current policy, the only far 
: . measure of stable wages in war in- mé 
WwW Covers for Crops dustry is the hourly straight-time col 
<< y / rate. Completely ignored are actual cre 

. : / hourly earnings and average weekly 

ade t 1€ fie 4 earnings, both of which in the case 


of factory workers have advanced 
much more than costs of living. Re- 
cent government figures show an in- 
crease in “spendable” earnings after 
allowing not only for higher costs 
of living but also for increased pay- 





It will be a long time before farmers can replace barns and stor- roll deductions for taxes and even 
age buildings. In the meantime they need to protect their crops for savings in war bonds. A general 
from weather and dirt. Harvested feed grasses, such as alfalfa, sales tax, widely advocated as the 





clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 


as og Bag & Cotton Mills, established in 1870, also manufacture back Latest News on 
ands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 
PRIORITIES 


WRITE "'DEPT. H A‘* FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS et 











Manufacturers since 1870 WAR-TIME ORDERS 
Atlant St. Loui Dall 
Minneapolis a — York ines Orleans y am City, Kan. on page 108 
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most feasible means of reaching in- 
creased earnings in the lower income 
brackets, continues to be opposed. 


The growth of inflationary pur- 
chasing power is evident in figures 
on bank deposits and currency in 
circulation. Total deposits and .cur- 
rency outside the banks increased 
from $78 billion in December, 1941, 
at the time of Pearl Harbor, to $123 
billion in December, 1943, a gain of 
58 per cent in two years. Net sav- 
ings of individuals, according to De- 
partment of Commerce estimates, in- 
creased by about $34 billion in 1943, 
which was about two and one-half 
times the amount in 1941, and about 
five times the amount in 1940. Busi- 
ness savings, from which reconver- 
sion costs will be met and which 
will not exert the same influence on 
prices of consumer goods as indi- 
vidual savings, also are at a high 
level. —Business Action. 


Milk Cans Bring 
Repeat Customers 
HE R. D. Cone Co., Winona, 


Minn., sells a good many cream 
cans, milk pails and similar items 
to farmers, and carries a display of 
cream cans at a floor level display 
spot just below the jutting shelf of 
a counter display. The cans are 
spread out in a long row which 
means that they quickly catch the 
attention of farmers who come into 
the store. Winona, although located 
on the Mississippi River bluff sec- 
tion, is adjacent to much good 
farming country where farmers raise 
many dairy cattle, and so there is 
considerable demand for milk and 
cream cans of this sort. 





These cans catch the eyes of 
farmers on entering the store. 
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Display 
This NOW! 


Flower Lovers are 
Looking for 
FLORALIFE 


THE ORIGINAL AND 
PATENTED PRODUCT 


Makes Cut Flowers Last 
5 to 10 Days Longer! 


10-ear Fo 


A splendid profit on an 
item that sells itself 
wherever displayed. Each 
10c packet conditions 2 
quarts of water. 


PRICES 

Display carton, 25 packets 
$1.25; Display carton, 100 
packets $5. Also bulk 
sizes; and a Gift Box con- 
taining 15 packets, to sell 
for $1. Send for wholesale 
price list. Then order from 
your wholesaler. If he can- 
not supply you with gen- 
wine FLORALIFE we will 
weply you direct. (Avoid 
Substitutes.) 


Address 





DISTRIBUTOR: FLORALIFE Jomes sytore, Maneger 


Keeps the stems open, free of 
clogging bacteria found in all 
water. Nourishes, too. Water 


stays fresh. No need to change 
water or to re-cut stems. Less 
work and longer enjoyment of 
cut flowers, either those from 
garden or florist. 






THERE 1S ONLY ONE FLORALIFE 
ACCEPT NO SUBSTITUTE 





1433-39 S$. Wabash Ave., Chicago 5, Ill. 
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Recognized QUALITY 
National ADVERTISING 
Generous PROFITS 


AT YOUR JOBBERS—NOW! 
HILL-SHAW CO., CHICAGO, ILL. 


MADE WITH Pp Y be a X BRAND GLASS 
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COAL-WOOD HEAT STOVECERTIFICATES 
NOW ISSUED REGARDLESS OF QUOTAS 


PRODUCTION, ELIGIBILITY ABOUT EQUAL 


Production of coal and wood heating stoves is ex- 
pected to exceed issuance of certificates to those 
eligible for them through Aug. 24, when first year 
of stove rationing is completed. Restriction re- 
moval applies only to coal and wood heating stoves. 


Local War Price and Rationing 
Boards may now issue ration 
certificates for coal and wood 
heating stoves to eligible appli- 
cants without regard to quota 
restrictions, the Office of Price 


Administration provided on May 
31. Generally, an eligible appli- 
cant is one who has no stove to 
heat essential living or working 
space, or one whose stove is be- 
yond repair within a reasonable 


period or at a reasonable cost. 

It is possible to remove restric- 
tions on the quotas of coal-wood 
heating stoves because production 
is about equal to the total num- 
ber of persons eligible to buy 


them and because production 
during the Spring and Summer 
normally exceeds consumer de- 


mand. This applied only to 
coal-wood stoves. 

Although it is expected an ad- 
ditional 150,000 certificates will 
be issued through Aug. 24, when 
the first year of stove rationing 
will end, production is expected 
to exceed this figure, making it 
possible to restore the reserve 
inventory preparatory to the fall 
rush. 

Dealers and distributors will 
be able to buy all the heating 
stoves produced this summer, 
OPA said, steps having been 
taken by the agency to increase 
their allowance inventories suf- 
ciently so that if the stoves are 
produced the trade can stock 
more stoves than they had at the 
start of the past heating season. 








Ease Materials Rules for 
More Durable Water Heaters 


Provisions have been made to 
allow production of more durable 
and satisfactory direct-fired side 
arm and indirect water heaters, 
hot water storage tanks and range 
boilers, the War Production 
Board announced on June 5. 
Action also was taken to restrict 
production of range boilers and 
expansion tanks to 70 per cent of 
unit output during 1941, and hot 


water storage tanks to 75 per 
cent of 1941 unit output. Pre- 
viously no percentage quotas 


were established on such equip- 
ment which could be produced, 
but allocation of material for pro- 
duction of the equipment was 
controlled. The actions were 
taken in amendments to two 
orders, L-185 (Water Heaters) 
and L-199 (Plumbing and Heat- 
ing Tanks). 

The amendment to L-185 per- 
mits direct-fired side arm water 
heaters to be made with copper 
coils and brass terminal outlets. 

Indirect water heaters may now 
be made with brass terminal out- 
lets and spacer plates. Copper 
coils were previously permitted 
for this type of water heater, but 
spacer plates were not permitted 
to use brass. Steel tubing in both 
direct and indirect storage water 
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heaters may now be replaced 
with copper tubing. Previously, 
copper tubing could be used only 
to replace old copper tubing. 





Specifications for range boilers 
and hot water storage tanks were 
revised by the amendment to 
Order L-199 to permit more satis- 
factory equipment. Double extra 
heavy range boilers are again 
permitted so as to take care of 
those areas of the country which 
have excessive water pressures. | 


Provisions designating the sizes 


of hot water storage tanks which 
could be produced have been en- 
tirely eliminated since it was 
found that there were demands 
for tanks in capacities noi per- 
mitted and the lack of the proper 
size made it necessary for the 
customer to purchase a tank of 
either too large or too smali a 
capacity. 








No Increased Bicycle Production 
For Civilian WPB Tells Makers 


Members of the Bicycle Man- 
ufacturers Industry Advisory 
Committee have been told that 
no large-scale resumption of bi- 
cycle production will be possible 
until the war in Europe has been 
brought to a successful conclu- 
sion, the War Production Board 
reported recently. 

Committee members recom- 
mended that a_ higher rate 
production in the bicycle plants 
would enable makers to satisfy 
more of the civilian need for bi- 
cycles and to “fill in” between 
war contracts. In 
training of new workers for war 
is accomplished by setting them 
to work in bicycle parts produc- 
tion departments. Present pro- 
duction for civilians averages 
about 20,000 bicycles per quar- 
ter, WPB representatives said. 


some cases, 


In response to a query from 





IAC members, an Army repre- 
sentative outlined the procedure 
followed in disposing of bicycles 
which are declared to be mili- 
tary surplus. Surplus bicycles 
are first offered to the services 
in the area where they are lo- 
cated. The ones not taken are 
then offered to the services in 
general. Those not taken by the 
Army are offered to the Navy. 
Any bicycles then remaining are 
turned over to Treasury Pro- 
curement and offered for sale, in 
the following order: (1) to Gov- 
ernment agencies other than the 
military agencies, (2) to the 
persons from whom the bicycles 
were bought originally as well as 
to wholesalers and retailers, and 
(3) to the general public. 
WPB officials stressed the im- 
portance of the bicycle export 
program. Maintenance of ex- 
ports, not only of bicycles, but 





also of other items, they said, 
assures the importation of goods 
and materials urgently needed by 
the United States. The Foreign 
Economic Administration now 
has an approved bicycle program 
and is allocated a specific num- 
ber of bicycles each month, they 
added. 

STILL PROHIBIT 

MAKING RADIOS 

FOR CIVIL USE 


Contrary to published reports, 
the War Production Board has 
not authorized the production of 
any new radio receiving sets for 
civilians and there is no pros- 
pect of such authorization this 
year, the Radio and Radar Divi- 
sion of WPB said on May 19. 

Production of radio receiving 
sets for civilians has been pro- 
hibited by WPB since April, 
1942. The military electronics 
equipment program for 1944 is 
approximately 50 per cent above 
1943 production, the Radio and 
Radar Division pointed out. 
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E-5-A AMENDMENTS ELIMINATE 
SOME ITEMS FROM ITS CONTROL 


EXHIBIT A LISTS ITEMS SUBJECT E-5-a 


Wood or plastic tools exempt from revised 


E-5-a. 


Producers may only sell items that 


are in Exhibit A on AA-5 or higher rating. 


Certain types of tools have been 
eliminated from  E-5-a_ order. 
These include tools falling into 
the general categories of gage 
blocks, production and inspection 
gages, and tool room specialties. 
Only those items which are list- 
ed on Exhibit A are subject to 
the new order. Tools made of 
wood or plastic are exempt from 
its provisions. The restriction 
which limited sales to “approved 
users” has also been eliminated. 


Briefly, the order provides that | 


no producer may sell any of the 
tools listed on Exhibit A except 
to fill orders rated AA-5 or high- 
er. Ratings are no longer spe- 
cifically required on resales by 
distributors and jobbers, though, 
of course, under Priorities Regu- 
lation No. 1 they must fill rated 
orders ahead of unrated orders. 
Individual mechanics if they wish 
to do so may still use the certifi- 
cation contained in Direction 4 to 
Priorities Regulation No. 3 to 
apply their employers’ MRO rat- 
ing. If the store has the tools 
in stock, however, the mechanic 
may purchase them without a rat- 
ing. 

In order to assure the flow of 
these tools to stores where they 
may be purchased by individual 
mechanics, the order provides 
that to the extent he has such 
orders each producer must set 
aside 20-25% of his total monthly 
production of each type of tool 
listed on Exhibit A, for stock 
orders which bear ratings as- 
signed on Form WPB-547 (PD- 
IX), WPB-646 (PD-300), or 
Canadian Form PB-1010. The 
producer may choose whether to 
compute his total monthly pro- 
duction on a dollar or unit basis. 
Only those orders which can be 
clearly identified as WPB-547, 
WPB-646, or Canadian Form 
PB-1010 orders are entitled to 
be scheduled in the special 20- 
25%, and if on the i5th of the 
preceding month the producer 
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does not have enough of such 
orders to take up the full 20- 
25% he must devote the unused 
balance of his production to other 
orders. Those stock orders with 
the highest ratings, or if the rat- 
ings are equal, those which were 
placed first, are to be delivered 
first in accordance with Section 
944.7 of Priorities Regulation No. 
1. The stock orders which he 
is unable to fill in one month 
would be carried over into the 
next. The same rule would apply 


to the sequence of delivery and | 


carry-over of other orders. 

The old inventory certification 
formerly required on all orders 
and the specific 30-day limita- 
tion have been eliminated. In 
this connection attention is called 
to Section 944.14 of Priorities 
Regulation No. 1, which prohibits 
acceptance of deliveries in excess 
of the practicable minimum work- 
ing inventory reasonably neces- 
sary to meet deliveries of the 





| 
| 
| 
| 
| 
| 
| 


products of the person accepting 
delivery on the basis of his cur- | 
rent method and rate of opera- 


tion. This section specifically 


states that the term “practicable | 


minimum working inventory” is 
to be strictly construed. 


EXHIBIT A 


Bevels, all types, excluding car- 
penter’s. 

Buttons, tool makers’. 

Calipers, all types, including at- 
tachments, but excluding dial 
equipped calipers. 

Center testers and wigglers. 

Clamps, key seat, parallel, rule 
and tool makers’. 


Dividers, all types, including 
attachments, but excluding 
draftsmen’s and _ carpenters’ 
dividers. 


Drill or V-Blocks and clamps 
for same— Hardened and/or 
ground only, with capacity of 
3” round and under. t 

Gages, the following types only: 











Angle, excluding universal. 
Ball or radius. 

Button. 

Center, including attachments. 
Circumference. 

Cutter clearance. 

Cylinder. 

Depth, all types. 

Drill, drill point. 

Fillet or radius. 

Height, all types. 


Hole, excluding dial equipped. 


Screw pitch. 

Screw and wire. 

Surface. 

Taper, all types. 

Telescope. 

Thread, used for grinding and 
setting tools for thread cut- 
ting. 

Thickness or feeler, including 
stock and holders. 

Wire or rolling mill, and at- 
tachments. 





| Hold downs, tool makers’. 

| Indicators, dial, excluding AGD 
dials specified in commercial 
standard CS 8-41, U. S. Bu- 
reau of Standards. 

Indicators, test, excluding those 
having AGD dials specified in 
commercial standard CS 8-41, 
U. S. Bureau of Standards, 
and/or test indicators which 
have base dimensions greater 
than 3” or have a magnetic 
base. 

Levels, machinist and precision. 

Micrometers, external and inter- 
nal, including attachments and 
standards for same. 

Micrometer heads. 

Parallels, under 6” in length. 

Protractors, all types, excluding 
draftsmen’s. 

Sets, combination. 

Squares, calibrated 1/32” and 
finer, all types, including at- 
tachments, but excluding drafts- 
men’s squares. 

Steel rules, calibrated 1/32” and 
finer, excluding draftsmen’s 
rules and steel tape rules. 

Straight edges, excluding cast 
iron or cast steel, and drafts- 
men’s and carpenters’. | 

Trammels, all types, including 
attachments, but excluding 
draftsmen’s trammels. 

Vernier tools, all types. 











Certain Smaller Makers Of Farm 
Machines May Produce Equipment, Etc. 
From Sarplas Materials 


Removal of quota restrictions, 
permitting small manufacturers 
to engage in the unlimited pro- 
duction of farm machinery, 
equipment and repair parts made 
entirely from surplus materials or 
materials obtained with an AA-4 
preference rating was announced 
June 17 by the War Production 
Board. 

Participation in this program 
is limited to plants which reg- 
ularly employ 100 or fewer work- 
ers, and which are located in 
other than Group I labor areas, 
or on the west coast, where it is 
limited to plants employing not 
more than 50 workers. 

Manufacturers meeting these 
requirements may produce, in 
unlimited quantities, any item 
of farm machinery or equipment, 
providing the item produced is 





made entriely from materials 
needing no allotments or priori- 
ties assistance higher than ap 
AA-4, 

Surplus materials and com- 
ponents from inventories also 
may be used provided they have 
been reported as such in detail 
to WPB field offices and permis- 
sion has been obtained from 
WPB authorizing their use. How- 
ever, no materials or components 
held in inventories and obtained 
with a preference rating higher 
than AA-4 may be used in the 
manufacture of any item of farm 
machinery or equipment. 

The action permitting the small 
manufacturers affected to engage 
in such unlimited farm machin- 
ery production was taken in Di- 
rection No. 3 issued June 7 to 
Limitation Order L-257. 
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UTiILiTy 
EVAPORATIVE 
AIR COOLERS 





Ururry Evaporative Air 
Coolers are available on AAS or better 
priority without authorization from 
WPB, with certain exceptions. 


Coolers may be stocked for inventory 
or re-sale by obtaining approval from 
War Production Board on Form WPB- 
547 (PD-1X). 


For exceptions and complete informa- 
tion, consult your local WPB office 
and ask for Order L-38 as amended 
May 10, 1944. 


Utility Propeller Fans and Centrifu- 
gal Blowers are also available in 
accordance with WPB regulations. 
We will be glad to furnish complete 
information and literature. 


OUTILigTy 


FAN CORPORATION 


4851 South Alameda Los Angeles 11, California 











Rubber Tire Farm Machinery 
and Equipment Production 
Again Under L-257, L-257-a 


The War Production Board on 
June 6 amended Limitation Or- 
ders L-257 and L-257-a, reestab- 
lishing in those orders controls 
over the manufacture of farm ma- 
chinery and equipment requiring 
rubber tires. 

Previous to these amendments, 
controls on the production of this 
type machinery were provided for 
under the terms of Rubber Order 
R-l. This order also was re- 
cently amended, deleting such 
controls. 

Production of farm machinery 
and equipment requiring rubber 
tires is restricted to the following 





items: wheel-type tractors, in- 
cluding garden type; combined; 
pick-up hay balers and field hay 
harvesters; corn pickers; power 
sprayers (over ten gallons per 
minute) ; any item requiring tires 
to be mounted on wheel rims of 
the following sizes (diameter) : 
15-inch, 16-inch, 18-inch, 20-inch. 
and 21-inch. 

Order L-257 governs the manu- 
facture of all farm machinery, 
equipment and repair parts to be 
used in the United States; L-257-a 
regulates the production for ex- 
port and all such machinery and 
equipment. 


Enable Some Makers to Advance Prices 


On Felt Base Floor Coverings 


To enable some small manufac- 
turers of felt base floor coverings 
whose prices are below the gen- 
eral price level of the industry to 
continue in production, OPA re- 
cently provided a method by 
which these manufacturers may 
secure adjustments in their ceil- 
ing prices, 

No change in retail prices will 
result, OPA said, and the average 
price of felt base floor coverings 
available to the trade will not be 
increased by the action. 

OPA provided on June 1 that 
the lower-priced manufacturers 
who are operating at an over-all 
loss and are below total costs on 
the items, may apply for adjust- 


Venetian Blind Makers May Continue 





ments in their established maxi- 
mum prices in amounts which 
will permit them to make and sell 
felt base floor coverings without 
loss, except that in no case shall 
the price for a particular item 
exceed the level of maximum 
prices of similar felt base floor 
coverings manufactured by com- 
petitive firms. This adjustment 
provision is also available to job- 
bers. These actions are provided 
in Amendment 15 to Order No. 
A-2 of Maximum Price Regula- 
tion No. 188—Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Con- 
sumers’ Goods Other Than Ap- 
parel—effective June 1, 1944. 


Lumber Use at Same Rate Temporarily 


Members of the Venetian Blind 
Industry Advisory Committee 
have been told that they can con- 
tinue using lumber at their pres- 
ent rate until lumber is allocated 
for all purposes, the War Pro- 
duction Board reported on May 
29. 

It is expected lumber allocation 
will be effected in the third quar- 
ter of 1944, WPB said. 

A WPB representative said no 





relief from the present shortage of 
cartons and packaging materials 
is in prospect. Industry mem- 
bers, to cope with this shortage. 
are packing a minimum of three 
blinds per bundle. 

The critical shortage of tape, a 
matter of concern to the indus- 
try, was discussed, and the pos- 
sibility of using a narrower tape 
is under consideration, [AC mem- 
bers said. 
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WPB Releases Flashlight 
Batteries Under WPB-547 


(Washington Bureau 
of HaRDWARB Aap) 


WPB recently took a long step 
forward in solving the problem 
of distribution of much-needed 
flashlight batteries. Ratings were 
granted for flashlight batteries on 
WPB Form-547 and only for the 
amount of batteries actually avail- 
able. In the past, ratings were 
given far in excess of actual 
goods available to the consterna- 
tion of many dealers. 

Requests for ratings on the 
batteries for the third quarter 
had to be filed with WPB by 
June 20, based on _ estimated 
quarterly needs. The plan will 


take care of PR-19 orders as well 
as essential civilian needs. 

This move, should not be in- 
terpreted to mean that flashlight 
batteries will be available in un- 
limited quantities for the original 
allocation to be distributed is 
only about 4 per cent of the last 
normal year’s production. 

All applications had to show 
the type of flashlight battery ap- 
plied for, such as No. 915, No. 
935 or No. 950. As supply is 
limited, each distributer who ap- 
plied should expect to receive rat- 
ings only on comparatively small 
quantities, WPB said. Only one 
application will be considered for 
the quarter from each distributer. 











Dates for New Marking Procedure on 
Staple Work Gloves Changed By OPA 


A number of changes in manu- 
facturers’ and retailers’ require- 
ments for staple work gloves 
were announced June 7 by the 
Office of Price Administration. 
The new action, effective June 6, 
1944, makes no changes in the 
previously established prices. 

The important changes made 
by this amendment to the staple 
work glove regulation are as 
follows: 

Manufacturers: The date on 
which manufacturers must start 
marking each pair of work gloves 
with the lot number or brand 
name and defects, if any, is post- 
poned from June 6, 1944, so that 
manufacturers need mark only 
gloves put into process of manu- 
facture on and after Aug. 6, 1944. 
This additional time is necessary 
to give staple work glove manu- 
facturers an opportunity to se- 
cure sufficient supplies of mark- 
ing devices, OPA said. 

Furthermore, manufacturers 
selling to industrial users may at- 
tach the required markings to 


the container in which the gloves 
are packed, and industrial users 
who sell the gloves to their em- 
ployes at or below cost are not 
required to mark the gloves. 
Retailers: The date on which 
retailers must start attaching a 
marking giving the manufac- 
turer’s lot number or brand name 
or any defects is extended from 
June 21, 1944, to Sept. 15, 1944. 
This action makes no change in 
the required marking of ceiling 
price by the retailer. 
Furthermore, manufacturers 
and wholesalers may now show 
on their invoices either the de- 


given on the “retail ceiling price 
list” supplied by the manufac- 
turer, or include the description 
by reference to lot numbers listed 
on the price list. 

Amendment No. 1 to Revised 
Maximum Price Regulation 506- 
Maximum Prices for Staple 





1944, makes the provisions. 








Allow Zinc for Galvanizing Purposes 


For Hand Tracks, Pallets, Platforms 


Recent amendments to Order 
L-11l, as of May 30, 1944, per- 
mit use of zinc for galvanizing 
purposes in the manufacture of 
hand trucks, pallets and_plat- 
forms. Previously zinc could not 
be used in any manner in the 
manufacture of such equipment. 
In addition, restrictions on the 
use of ball and roller bearings 
have been clarified to indicate 


that they may be used where car- | 


burized (carbon steel) rolling 
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elements and unground races are 
used in the manufacture of hand 
trucks, platform trucks, dollies, 
or semi-live platforms. 

At the time the above changes 
were made two-wheel concrete 
buggies and carts were excluded 
from the provisions of General 
Limitation Order L-l111 because 
these items are covered by Gen- 
eral Limitation Order L-192, deal- 
ing with construction machinery 
| and equipment. 





scription of each style of glove 


Work Gloves, effective June 6, 
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LLOYD POLICY INSURES QUALITY 
Lloyd Starters Are Listed and Approved by 
Underwriters’ Laboratories Inc. 
Canadian Engineering Standards Assoc. 
Certified by 
Electrical Testing Laboratory - Spec. 6 
Certified to Fleur-O-Lier Standards 
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Outlining the policies which] man C. E. Wilson, WPB, func- except 
will guide him in his new office, | tion of which is to plan military WPB « 
| William Y. Elliott, the newly-| production cutbacks so as to per- —— 
appointed War Production Board | mit orderly resumption of civilian 
Vice Chairman for the Office of| production without interfering Unne 
| Civilian Requirements, said re-| with maximum war production. 
| cently that his primary function OCR also will have member- 
| would be “to see that the essen-| ship on the Surplus War Prop- 
| tial civilian production that sup-| erty Board, and on the Essential Tecl 
ports the war is kept going. I} Activities Committee of the War erence 
am not here to press claims that | Manpower Commission and an ting f 
| might endanger production of a| official representative serving as a mine ¢ 
single weapon needed for the| full member on all Area Produc- assista 
| quickest possible victory. What| tion and Modified Area Produc- and | 
| we are programming will help the} tion Urgency Committees. He Form 
owned | war effort, not hurt it.” stated that, “We are looking to when 
| Mr. Elliott revealed that the| the production on only those sistant 
| OCR has been given additional | items which are necessary to the order 
See og CEREAL BOWL recognition as the claimant for | civilian economy — textiles for cation 
| the civilian economy with a voice | work clothes, service equipment. Board 
| in WPB policy making at the| work gloves, children’s gloves. The 
highest levels. To effectuate this | farm radio batteries and tubes 
it has been given membership on| so that the needs for ordinary 
the top Production Executive | decencies in human living can be Som 
Committee, and membership on| met, just as we seek to assure 
the staff group set up under the} ourselves that there are enough 
Production Executive Committee | stoves and shoes to meet rationing 
. to advise Executive Vice Chair- | requirements.” Pis 
Here's a “break” for new parents! It’s the new a. 
Eclipse San DURO Baby’s Dinner Set. Designed by Rel 3,000,000 Lbs. B ore 
child specialists, made of durable all-plastic, the efease J, ’ $. Brass from 
new set offers many features that aid greatly in For Essential Civilian Ammunition — we 
i ining and feeding. D ‘ 
cgay . Work Out Production Schedules =e 
The plastic tumbler, for instance, is just the right FAs "A 
size for tiny chubby fingers, and is shaped to pre- The War Production Board re-| made available in the second —_ 
; 4 . i.e oN P P y ported June 5 that the Office of | quarter, the committee was told. Limit 
vent slipping. The dish and cereal bowl have wide Civilian Requirements has made| On the basis of the third quar- moti 
bases to prevent tipping, and high rounded sides 3,000,000 pounds of brass avail- ter allotment of three million a7 
thet make eating easier without spilling. Made in able to its Government Division | pounds of brass, the Government rion 
; ‘ s , ; for third quarter requirements of | Division with the assistance of Serv! 
bright children’s colors, lustrous finish, they are small arms ammunition. Substan- | the committee worked out the to E 
strong, and can be washed in hot water without dis- tial delivery on small arms am-| following production schedule: = 
a : es . . munition should start in July and | Center fire cartridges—10 per 
coloring or marring, and will withstand hard use. continue through the summer| cent of allotment (235,000,000 chan 
months, WPB said. cartridges) ; rim fire cartridges— tions 
Advertised in PARENTS’ Magazine It is expected that the 3,000,-| 20 per cent of allotment (6,800,- are | 
National advertising in PARENTS’ MAGAZINE will mean 000 pound quota, also allotted in | 000 cartridges); and shot gun of wi 
ready acceptance and demand for new San DURO Baby’s | the first and second quarters of | shells—70 per cent of allotment — 
Dinner Sets! Tie in with this promotion with colorful this year, will continue as long | (120,000,000 shells). prov 
DISPLAY CARTONS available. as the urgent need for small arms| The types and calibers of these said, 
; : ammunition exists, Government | cartridges and shells are to be C; 
@ Ask your jobber for details and prices, or write direct. officials informed industry repre-| decided upon by agreement be- wert 
e o sentatives at a recent meeting of | tween Government and industry, ba 
Eclipse MOULDED PRODUCTS co the Ammunition Industry Advis-| WPB said. Representatives of ros 
* | ory Committee. the Government Division empha- tool 
5151 North 32nd Street, Milwaukee 9, Wisconsin | A reserve in the form of a| sized to the committee that all spec 
Manufacturers of Eclipse and San DURO Plastic Trays, Bathroom | supplementary allotment of} small arms ammunition is being tool 
Accessories, Toilet Seats and other Plastic Products. | 2,000,000 pounds of brass was! channeled into essential uses. eral 
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No Relaxation of Stainless Steel, 
Nickel, Copper, Etc., for Flatware 


Members of the Flatware Man- 
ufacturers Industry Advisory 
Committee have been told that 
present restrictions on the use of 
stainless steel, nickel, and cop- 
per and copper base alloy are 
not expected to be relaxed in the 
immediate future, the War Pro- 
duction Board reported May 27. 

The supply of chrome for stain- 
less steel remains limited, and 
the copper situation has not im- 
proved sufficiently to permit re- 
laxation of restrictions on use 
except to further the war effort, 


WPB officials said. 


steady, but hardly more than suf- 
cient to meet demand 
month to month, IAC members 
were told. Permission to use a 
larger quantity of nickel chemi- 
cals and anodes for silver plating 
could not be granted at this time 
except at the expense of im- 
portant war programs, WPB said. 

WPB officials said the advis- 
ability of establishing a program 
for sterling silverware production 


would be studied by WPB, in 





accordance with an IAC recom- 


| mendation. 








Unnecessary Filing Duplication 
Eliminated For Mine Operators 


Technical amendment of Pref- 
erence Rating Order P-56, set- 
ting forth procedures by which 
mine operators apply for priority 
assistance in obtaining machinery 
and equipment, provides that 
Form WPB 1319 need not be filed 
when applying for priority as- 
sistance in cases where another 
order prescribes a special appli- 
cation form, the War Production 
Board announced on May 24. 

The change eliminates  un- 


necessary duplication in filing. 
The amendment also makes it 
clear that Form WPB 1319 may 
be used by mine operators to 
obtain preference rating for ma- 
chinery and equipment not 
listed thereon. It is also made 


priority assistance should be di- 
rected to the Mining Division, 
WPB, Washington, unless other- 
wise provided in the instructions 





for filling out Form WPB 1319. 








Some Auto Tools Moved From L-270 


To Order E-6 


Piston ring compressors, valve 
or clutch spring testers, ring 
groove cleaning tools and valve 
spring compressors were removed 
from the classification of auto- 
motive maintenance equipment 
and designated as mechanics’ 
hand service tools by the War 
Production Board on June 5. 


Action was taken by amending | 


Limitation Order L-270 (Auto- 
motive Equipment) to remove the 
items and amending General 
Preference Order E-6 (Hand 
Service Tools) to add the items 
to Exhibit A, the list of hand 
tools made of iron or steel which 
are subject to Order E-6. The 
change was made because limita- 
tions imposed by Order L-270 
are adapted to significant pieces 
of automotive maintenance equip- 
ment and do not make proper 
provisions for hand tools, WPB 
said. 

Cylinder ridge reamers also 
were removed from Order L-270. 
These are cutting tools, rather 
than mechanics’ hand service 
tools. Since there has been no 
specific order: covering cutting 
tools since the revocation of Gen- 
eral Preference Order E-2-b, 
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(Hand Service Tools) 


| cylinder ridge reamers will be 
| classified with other cutting tools 
| under general WPB regulations. 


METAL WINDOWS NOW 
FOR AA-5 OR BETTER 
| PREFERENCE RATINGS 


| Metal windows may now be 
manufactured to fill orders with 
preference ratings of AA-5 or bet- 
ter, the War Production Board 
announced June 2. A rating of 
AA-3 or better was formerly 
needed. The change, effected by 
an amendment to Order L-77, is 
made to bring the order in line 
with WPB policy which prohibits 
rating floors higher than AA-5. 

L-77, first issued in March, 
1942, prohibits the manufacture 
of metal windows except for the 
military and to fill orders with 
preference ratings of AA-5 or 
better. 

The change in the rating struc- 
ture may result in a slight in- 
crease in the use of metal win- 
dows for maintenance and repair, 
Building Division officials said, 
but any increase that may occur 
will be too small to necessitate 
allotment of extra material. 
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No, 453 


Its Great to Sewe 
. ~~ EVEN THOUGH TO A LIMITED EXTENT 


Delayed deliveries are, exasperating, but we are making 
valiant efforts to keep FEDERAL PRACTICAL 
HOUSEWARES moving to you. An impartial shipping 
policy assures your order equal rank with all others. 
Critical shortages . . . and ever-increasing demand .. . 
mean acceptance of new accounts is still impossible. We 


look forward to “THAT DAY,” however, and the priv- 


ilege of serving you even better than before. 


BUY YOUR SHARE - AND MORE - IN THE 5th WAR LOAN DRIVE 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASH. 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 




















GILBERT aaum CLOCKS 











A Name with a Background 


a FUTURE you can depend on 




















Necessary restrictions pre- 
clude normal operations in the 
clock field today. This is as true 
in your case as in ours. 


But today it is also neces- 
sary to plan for the future—to 
determine the lines from which 
you can expect maximum quality, 
service and value when peace- 
time business activities are re- 
sumed. 


In making those plans, re- 
member Gilbert's traditional 
leadership during 137 years as 
“clock makers to the nation.” 


The Wm. L. Gilbert Clock Corp. 


“clock makers to the nation since 1807” 


WINSTED, CONN. 
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Authorize Production of 
631,900 More Electric Irons 


Production quotas of 631,900} 800 and Son-Chief Electrics, Inc., 


more electric irons have been 
authorized by the War Produc- 
tion Board. General Electric Co., 
Ontario, Calif., was reecntly au- 
thorized to produce 421,500 elec- 
tric irons on May 31. On June 
6 WPB announced that quotas 


had been assigned as follows to | 


two manufacturers: Proctor Elec- 





Winsted, Conn., 72,600. With 
the two latter quota assignments 
production authorized up to and 
including that date was 1,558,338 
irons, or about 78 per cent of the 
2,000,000 programmed for civil- 


| ians in 1944, 


Of 2,000,000 irons to be made 
this year, 441,662 have yet to be 


tric Co., Philadelphia, Pa., 137,-' authorized for production. 








‘Increase Production of Non-Electric 





Commercial Dish 


As part of its program to pro- 
vide sufficient equipment for in- 
dustrial feeding purposes, the 
War Production Board reported 
today that action has been taken 
to permit annual production, be- 
ginning July 1, 1944, of non- 
electric commercial cooking and 
food and plate warming equip- 
ment at a rate of 72 per cent of 
1941 production and non-electric 
commercial dishwashers at an 
annual rate of 92 per cent of 1941 
production. Previously, each man- 
ufacturer was permitted to pro- 
duce each year only 25 per cent 
of his 1941 output. 

Although the new quotas rep- 
resent a substantial increase in 
permitted production, they do 
not mean that commercial cook- 
ing equipment and dishwashers 
will be readily obtainable, WPB 
officials explained. Action was 
taken to increase production only 
to meet the needs of industrial 
feeding programs as determined 
by the Office of Civilian Require- 
ments, and applications for per- 
mission to purchase the equip- 
ment will be approved only in 
cases where there is evidence of 
need. Production of repair and 








Washers, Cook Equip. 


replacement parts and of equip- 
ment to be delivered to the Army, 
Navy, Maritime Commission or 
War Shipping Administration 
will be in addition to the estab- 
lished production quotas. 

Orders L-182, Commercial Cook- 


ing and Food and _ @0Pilate 
Warming Equipment, and L-248, 
Commercial Dishwashers, were 


amended to make these changes 
effective. 

The amended L-182 also elim- 
inates non-electric griddles, hot 
plates, grills and coffee urns of 
one to three-gallon capacity from 
distribution restrictions provided 
that the net weight of each does 
not exceed 50 lbs. - Coffee mak- 
ers (non-electric) of any weight 
are also removed from restrictions 
on delivery. These items are now 
in sufficient supply to permit 
unrestricted distribution, WPB 
explained. 

The amended orders also re- 
move used equipment from dis- 
tribution restrictions since inven- 
tories of the heavier used items 
needed for mass feeding have 
diminished to the point that it 
is no longer necessary to control 
such equipment, WPB said. 








No Tires Yet for Steel-Wheeled Tractors 


Although additional rubber tire 
production facilities for large- 
size tires are now coming into 
use, tractors now operating on 
steel wheels will have to stay on 
steel for a while longer, the War 
Food Administration reports. 

All of the additional big tire 
production facilities are needed 
to make tires for military vehicles 
to be used by the fighting forces 





and for trucks used in domestic 


transportation. 
Officials point out that the 
harvesting and marketing of 


agricultural commodities depend 
to a great extent on large trucks. 
The making of rear tires for 
tractors requires the same manu- 
facturing plant facilities as tires 
for domestic trucks and military 
equipment. 
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Proposed Bill Would Make 


Surplus Property Agency 
Responsible to Congress 


(Washington Bureau 
of HARDWARE AGs) 
Surplus Property Administra- 
tor Clayton has finally submitted 
to Congress a draft of a bill 


which embodies the principles 
which Mr. Clayton _ believes 
should be laid down to make 


his organization conform with 
Congressional desires. Although 
his proposals parallel those con- 
tained in most of the 30 odd 
hills that have been submitted to 
Congress on surplus property 
they are important because (1) 
SWPA is the agency now direct- 
ly handling the disposal problem, 
and (2) the current thinking on 
Capitol Hill is to retain Mr. 
Clayton as head of the surplus 
disposal agency, even though he 
may be legislated into the job, 
superseding the President’s exec- 
utive order. 


Mr. Clayton’s bill would retain 
much the same as now 
exists in his organization, but 
would make the Surplus Property 


set-up 


Administration directly responsi- | 


ble to Congress by means of .e- 
ports to that body. 

Should the bill become law 
Mr. Clayton will be given power 
to formulate plans for converting 
to civilian production by private 
industry as rapidly as war needs 
and conditions permit Govern- 
ment-owned plants which are not 


needed for national defense and | 


are capable of use for civilian 
production and to dispose of 
these plants if not needed as 
stand-bys or for civilian goods. 

Owning agencies and disposal 
agencies would stil] handle the 
mechanics of disposition of sur- 
plus property. The Administra- 
tion will fix the terms of sale 
and definitely transfer legal title 
to the purchaser. 


Regulations to be formulated 
are to give effect to the follow- 


ing policies to the extent feasible: | 


1. To afford public, govern- | 


mental, educational, charitable 
and eleemosynary _ institutions 
and cooperative organizations an 


surplus property. 
2. To afford returning vet- 
erans an opportunity to establish 


prises generally an 
to acquire surplus property on 
equal terms with larger competi- 


speculators, by assuring reason- 





| able notice of such dispositions, | 
| 


by disposing of such property in 
| appropriate quantities, by using 
| commercial channels of distribu- 
tion to the maximum extent con- 
sistent with efficient and economic 
distribution, by collaborating with 
the Smaller War Plants Corp., 
|or by other appropriate means. 
| 4. To afford former owners of 
surplus real property acquired 
by the Government by the exer- 
cise of its war powers an oppor- 
to reacquire such prop- 


tunity 
erty. 
5. To encourage mutually bene- 
ficial trade relations with foreign 
nations and to develop foreign 
markets. 
6. To dispose of surplus prop- 


erty as promptly as feasible with- 
out fostering monopoly or un- 
duly disturbing the economy. 
| 7. To realize the highest ob- 
tainable return for the Govern- 
ment from surplus property sales. 
The bill also recognizes the 
validity of the Emergency Price 
Control Act and gives all policies 
and procedures established by 
the executive order which set up 
SWPA, which are consistent with 
the bill, legislative approval. The 
provisions of the bill would re- 
main in effect for three years 
after the cessation of hostilities, 
unless further extended by law. 








Applications for Typewriters 
Made Through WPB Field Offices 


Applications covering the pur- 
chase of all typewriters may now 
be filed and processed in War 
Production Board field offices, 
WPB said en May 16 in an- 
nouncing amendments to Limita- 
tion Order L-54-a. Previously all 
such applications had to be proc- 
essed in Washington. The 
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amendments provide that all ap- 
plications be submitted on WPB 
Form 1319. 

This action was taken in con- 
j nection with the recent revoca- 
| tion by the Office of Price Ad- 
| ministration of its rationing or- 
der covering the sale of type- 
writers. 








opportunity to make purchases of 


themselves as proprietors of agri- | 
cultural and business enterprises. | 

3. To afford smaller business | 
concerns and agricultural enter- | 
opportunity | 


tors and to discourage sales to | 








IT WILL PAY YOU TO FEATURE THE 
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46 Y2648 





Y2634 


These three Mixers completely serve the housewife for 
mixing flour and water, eggnogs, scrambled eggs, 


chocolate malteds, 


sauces, 


etc. Shaking ingredients 


against the patented swirl ends thoroughly mixes con- 
tents and removes all the lumps. 


46—The Glass Swirl Mixer has 
a plastic cover. Ideal for counter 
demonstration to show action 
resulting from the patented 
swirl ends. Priced low. Intro- 
duces Swirl Mixer Line. Self- 
seller display. Ideal for salad 
dressings. 


¥2648 — The two-cup size is 
made of flexible plastic in gor- 
geous colors. 

Mixes large quantities; for 
example, scrambles enough 
eggs for a meal. Most one-cup 
users will return to buy a two- 
cup Swirl Mixer. 


Y2634—The popular one-cup Plastic Swirl Mixer is a qual- 


ity item. Furnished in beautiful colors. 


Very handy as 


a Measuring Cup. Follow-up sale to Glass Swirl Mixer. 
Let us prove to you that a 
Rochow Swirl Mixer is the 


HANDIEST ITEM 
IN THE KITCHEN 


GET ONE-CUP SIZE 


P.O. Box 781 


Just send a request on your regular letterhead, and 






give us the name of your jobber. We will send you 
the one-cup plastic swirl mixer free so you can give 
it to your wife to see how handy it is in the kitchen. 


(Offer expires Sept. 15, 1944) 


ROCHOW SWIRL MIXER CO. 


Rochester 3, N.Y. 
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Handle shortage—Shortage of 
logs is the chief factor retarding pro- 
duction of tool handles, members of 
the Ash and Hickory Tool Handle In- 
dustry Advisory Committee reported at 
their recent Washington meeting, the 
War Production Board says. Prices of 
ash and hickory logs are so low, com- 
mittee members said, that the logs can 
be sold more profitably for lumber than 
for fabrication into handles. As a re- 
sult of this situation, they added, suff- 
cient logs cannot be obtained to main- 
tain capacity production, and present 
output of handles is approximately 25 
per cent less than current requirements. 
The industry has petitioned the Office 
of Price Administration for adjustment 
on the price of logs. OPA representa- 
tives told the committee that the price 
question is being studied and that ac- 
tion will be taken when all data have 
been assembled. The price of handles 
also needs adjustment, members said. 
Changes in the price structure of han- 
dles, they agreed, must be postponed 
unt log prices are adjusted. 

* * - 

Marine fittings hardware— 
The total value of shipments reported 
by 36 leading manufacturers of ma- 
rine hardware for the month of March, 
1944 was $4,492,000, an increase of 11 
per cent from the previous month’s total 
and the highest level reached since data 
were first reported for June, 1943, ac- 
cording to a joint release of the Build 
ing Materials Div.. WPB, and Bureau 
of the Census, U. S. Department of 
Commerce. Unfilled orders as of March 
31 for the same group of manufac- 
turers amounted to $19,801,000, a de- 
crease of $1,509,000 or 7.6 per cent 
from the amount on the books at the 
end of February. This is slightly less 
than 4.5 months’ shipments at the 
March rate. 

” . + 

Cork quotas curtailed—Be- 
cause of the serious decline in cork im- 
ports and the consequent need for dip- 
ping into decreasing stockpiles, cork for 
grinding and milling will be allocated 
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by specific end use beginning June 1. 
WPB states that until imports show a 
marked improvement, cork allocations| 
will have to be curtailed greatly, ex- 
cept for direct war and the most es- 
sential civilian uses. There is a severe 
shortage of cork for bottle cap linings. 
Cork allocations now represent only 65 
per cent of this industry’s requirements, 
and crown manufacturers are exploring 
ways of reclaiming and sterilizing some 
of the cork scrap discarded by war 
plants. 
aE * % 

Waxing sole leather—Shoe 
manufacturers have agreed with WPB 
to increase the impregnation of sole 
leather with oils and wax so as to make 
civilian shoes wear at least 25 per cent 
longer. Standards for such treatment 
were discussed with WPB at an in- 
dustry conference. Continuingly urgent 
military requirements have created a 
serious situation in sole léather for 
civilians. 

* + * 

Fewer cars, more tires — 
The quota of new passenger cars avail- 
able for rationing in June (9,000 units, 
plus some reserves) ‘reflects the shortest 
supply since the beginning of the war. 
Rationing of cars will become stricter 
as the supply dwindles, OPA says. 
Conversely, Rubber Director Dewey 
announces that 1,600,000 new passen- 
ger tires have been allocated for civil- 
ians in June, an increase of 200,000 over 
May. He also stated that production 
of new synthetic tires for passenger 
cars is expected to reach 2,000,000 a 
month during the last three months 
of this year. When this happens, the 
more “essential” motorists probably will 
begin to get new tires. 

* * «* 


Auto maintenance equip- 
ment—wWith the increasing need for 
rebuilding and reconditioning autos, 
farm tractors, and engines of all types. 
WPB has relaxed restrictions of order 
L-270, as to the manufacture of many 
types of automotive maintenance equip- 
ment. Restrictions were removed on 


tire-changing tools, anti-freeze testers, 
battery fillers and battery hydrometers. 
The three latter, especially, are made of 
non-critical materials and the total 
production labor involved is insignifi- 
cant. In the case of other items, pro- 
duction on one group is raised from 20 
to 100 per cent of the 1941 figure, on 
another group from 75 per cent to 100 
per cent, and on a third group, fifty, 
rather than twenty, per cent of base 
period production is permitted. Pro- 
duction quota is raised from 20 to 100 
per cent on 17 items, including: bat- 
tery chargers; brake lining grinders; 
brake relining machines; circuit and 
coil testers; frame straightening ma- 
chines, including gages, tools and 
parts; lifts: automotive (capacity not 
less than 10 tons); magneto re- 
chargers and testers and motor block 
test heads. Items on which the limita- 
tions are raised from 75 to 100 per 
cent, (based on 1941 sales rather than 
1941 production) include: air chucks 
and pressure gages; battery testers; 
brake drum gages, grinding attach- 
ments, and lathes; clutch rebuilding 
equipment; compression gages; crank- 
shaft regrinders; cylinder head resur- 
facers, reborers and reamers; piston 
and valve seat grinders; piston ring 
compressors and cleaning tools; spark 
plug cleaners; spring testers; tire 
pumps, hand or foot operation and tire 
valve service tools. Fifty, rather than 
20 per cent of base period output is 
permitted on the third group, includ- 
ing: alignment gages; battery jump- 
ers; brake lining appliers; brake shoe 
gages; fuel pump testers; master air 
gages, speedometer testing machines; 
wheel straightening equipment and 
wrecking cranes. 
* - - 

Metal lath, ete.—Provisions 
governing the use of metal lath and 
plastering bases and accessories have 
been removed from Order L-59-b by re- 
cent WPB amendment. This order for- 
merly prohibited the manufacture of 
any metal lath and accessories for any 
use except military and a few specified 
industrial purposes. As amended, the 
order imposes weight limitations on 
the manufacture of expanded lath, rib- 
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No. X877—Assortment of 24 ey 
Selling, Unbreakable Amber Han- 
dle Screw Drivers. Hardened, 
Tempered Tool Steel Blades. 














No. 839—Large, Solid, Unbreak- 
able Amber Handle Wood Chisels. 
Finest chisel tool steel; Tested to 
cut ebony wood; precision ground; 
extra sharp edges. 








OS 


No. 249—Mar-Proof Amber Head 
Mallets. Genuine Hickory Han- 
dles. Packed 6 to a box with Sell- 
on-Sight Display Card for 2 
Mallets. 
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New York Representatives: A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
Midwest Representatives: Lynn-Paul Associates, 219 No. Jefferson St., Chicago, lil. 
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FOR OVER A HUNDRED YEARS, STRICTLY A 


QUALITY PRODUCT 


| THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN., U. S. A. 


1840| Russell Gennings, AUGER BITS ham 
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Sell PROTECTION 





-against 
dead center 
WEAR 


Excessive wear on the dead centers 
of your customers’ lathes may mean 


| any purpose except that: 


| circumstances: 


bed lath, wire stucco mesh, cornerite 
or stripite from expanded lath; and 
small nose corner bead and base screed. 
The sale of metal lath and accessories 
is restricted to purchase orders bear- 
ing preference ratings of AA-5 or bet- 
ter, and to orders amounting to $5.00 


| or less. Orders may not be divided to 


come within this $5.00 limit. The per- 


| mitted uses of these items for war 


housing are set forth in the War Hous- 
ing Critical List in Order P-55-c, is- 
sued in February. For other construc- 
tion requiring authorization under 
Order L-41, permitted uses are now 


listed in CMP Regulation 6. By a new 


| revision, this Regulation prohibits the 
use of metal lath and accessories for 


Cornerite, 
stripite, corner bead and flush base 
screed are permitted for interior use. 
Also metal lath and accessories are per- 
mitted for interior use in hospitals, 
asylum and school buildings in these 
Under wood joists sub- 
ject to fire hazards, under bar or con- 
crete joists, and where furred ceilings 
for resistance to earth- 
quakes where required by local codes; 


are required; 


for chases, pipe furring and wood stair- 
ways; and, where Portland cement plas- 


ized (1) combination form and rein- 
forcement for cast-in-place slabs. (2) 
Woven or welded steel wire, cloth, fab- 
ric or netting without paper or other 
backing for exterior stucco base. 

* * * 

Steel drums—To facilitate the 
placing of orders for steel drums, to 
clarify their permitted uses, and to as- 
sure equitable distribution, WPB has 
amended Steel Shipping Drum Order, 
L-197. Although present quotas are 
slightly below usage during last year, 
WPB said the order will permit use 
of all the sheet steel that can be made 
available for drums and pails at this 
time, limited as it is, by expanded 
military demands for sheet steel prod- 
ucts. Each order for steel drums will 
no longer require a specific WPB av- 
thorization, but a blanket certification 
must be filed with the drum manufac- 
turer by the customer. Quotas are set 
for each of the permitted uses. Seven 
classes of commodities that may have 
been packed in fiber drums during 1943 
are now permitted the use of steel 
drums on a percentage basis. The com- 
modities synthetic 
resins, varnish, lubricating greases. It 
is estimated that this will result in a 


include paints, 





faulty set-ups, inaccurate work, 
slowed-down production. 


DIXON’S LATHE CENTER 
GRAPHITE LUBRICANT 


saving of about 13,000 tons of fiber 
board during 1944. Schedule B lists 


ter is used as a functional requirement. 
| For exterior or interior use are author- 
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— minimizes friction at this point (THE VICTORY PAP ER SALVAGE CAMPAIGN | 
which results in decreased wear and | 
replacement of centers. Invariably | 
to some extent, it means decreased | 
power consumption. It means more | FO 
accurate work and increased pro- | 
duction. | nny 
This product possesses unusual | power 
: | and f 
film strength to resist the severe | 
conditions of pressure and heat as | _ - 
it lubricates. It is a non-fluid lubri- | oak ¢ 
cant which can be quickly applied | Comp 
from the handy collapsible tube, | aoe f 
thus eliminating the inconvenience | Heate 
of filling squirt cans, applicators or | me 
handling a brush or paddle. Does | mer 
not harden or “skin over”, even if | © Bes 
long exposed to the air. | . om 
cle 
Sells in 1, 4 and 8-ounce tubes. mer 
fei 
a 
hea 
abl 
70°% enate 76° ° euots os 
JOSEPH DIXON CRUCIBLE CO., sersey city 3, n.J. , 
Canada: Canodion Asbestos Company tior 
Montreal + Toronto + Vancouver + Winnipeg and 
Poe ay Se THIS 1S NOT ENOUGH! T 
Cup end Pressure Gun Grease + Gear Lubricants SOURCE: WAR PRODUCTION BOARD *APRIL-DEC. 1942 
Weterproof Graphited Grease + Auto-Marine Grease GRAPHIC BY PICK-S, 8. ¥ = 
a Senn Ba resing (Comscine ne Crephe, | What the Victory Paper Salvage Campaign does and what it should do. 
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Gas bealers 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
port of war savings and "pent-up" buying 
power will be used for building new homes 
and purchasiny new household equipment. 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding features and plan 
now for satisfied customers and "'repeat'’ busi- 
ness by selling Temco or Circu-Ray Gas 
Heaters: 


* A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully desiqned cabinets finished in 
porcelain enamel, “the lifetime finish.” 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


° 


° 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 


aul 
<a 
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the commodities for which new steel 
drums—perfect or rejects—are not per- 
mitted and provides that certain of 
these products may be packed in sec- 
ond-hand drums. These products in- 
clude alcohol, some oils, certain greases 
and tallows. Schedule B also lists 
many commodities, often packed in new 
steel drums during peace-time, for which 
no metal drums 
mitted. 


new or used—are per- 
Examples of these products 
are some dye chemicals, glues, shellac, 
sand, pectin, meats and olives. This 
does not represent a new action, but 
clarifies the practice of many months, 
WPB said. Other shipping containers 
are available to products denied the use 
of steel drums. 


* * * 


Planning lumber controls 
WPB has estimated that the nation’s 
lumber requirements for the third quar- 
ter will be more than 1,300,000,000 
board feet greater than the probable 
supply. Resources for the quarter will 
be approximately 9,217,000,000 board 
feet, while estimated requirements 
amount to 10,570,000,000 feet. Of this 
total, major industrial consumers will 
need 6,356,000,000 board feet, and mili- 
tary and indirect military construction 
will total 1,715,000,000 board feet. 
Some 25,000 retail and wholesale distri- 
bution yards supply lumber to hundreds 
of thousands of industrial 
and contractors and to millions of 
farmers and Approxi- 
mately 40 per cent of all lumber nor- 
mally moves through distribution yards. 
WPB is considering an over-all control, 


consumers 


homeowners. 


in the form of an amendment of order 
L-335, which will place a ceiling over 
lumber consumption for various end- 
uses, and will direct production and dis- 
tribution in the various producing areas, 
affecting the major species produced in 
each area. 
* * * 


Army or Navy construction 
—WPB has extended simplified pro- 
cedures, recently adopted for industrial 
construction and housing, to include 
certain construction by the Army and 
Navy. This new direction, under CMP 
Regulation 6, provides for use of the 
allotment symbol W-6 by the Army 
and N-O by the Navy, for the entire 
period needed for completion. These 
symbols may be used by the services or 
they may grant their builders or sub- 
contractors permission to use them in 
placing orders for controlled materials 
or Class A products with which to carry 
on “command” construction, Engineer 
Corps construction and CAA construc- 
tion. , Specific quantities of controlled 
materials will not be allotted for a 
particular construction project. All 
materials required for completion will 
be available through the use of the 








Keeping up 
_Appearances 


vith MIAMI 


BATHROOM CABINETS 


OF WOOD 






Luxurious MIAMI Metal Bathroom Cabinets 
have been temporarily succeeded by these 
well-constructed units made of wood, with 
metal-framed mirrors (by permission of WPB). 
These wood cabinets provide the well known 
MIAMI conveniences and have been specified 
in large numbers for maintenance jobs as 
well as for essential housing. They represent 
top values in new bathroom cabinets avail- 
able under present conditions. 

Write for descriptive folder to Dept. HA. 


3 ATTRACTIVE CABINET MODELS 


The MIAMI Line as 
consists of three 
smartly designed, 
completely equipped 
wood cabinet mod- 
els. Cabinet bodies 
are made of kiln- 
dried hardwood, with 
joints double-locked, 
glued, and tenoned; 
door back of mois- 
ture-proof composi- 
tion board; mirrors 
framed in STEEL, 
finished to match 
cabinets. 


woopD- 
FRAMED 
MIRRORS 


Available in six 
sizes. Mirrors are 
No. | plate glass 
with hardwood 
frame; mirror 
back of Carey 
Utilizit Board; 
finished in three 
coats of baked-on 
white enamel. 


MIAMI CABINET DIVISION 
The Philip Carey Mfg. Company 


MIDDLETOWN, OHIO 
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@ Subjected to many and 
varied tests—for strength, 
hardness, size, breaking 
point—at our plant, Vichek 
Tools reflect exceptional 
quality. © “Tested,” too, in 
the crucible of war, Vichek 
Tools have demonstrated 
over and over again their 
ability to handle the 
toughest jobs with speed 
and efficiency. 


THE 


VLCHEA 


TOOL COMPANY 





3001 E. 87th ST. + CLEVELAND 4, OHIO 
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allotment symbol and the preference 
rating which will accompany WPB’s 
assignment of the symbol. Restrictions 
contained in the Munitions Board List 
of Prohibited Items for Construction 
Work will, however, continue to apply 
to construction carried on under this 
new procedure, unless by specific au- 
thorization from the Munitions Board. 


* * % 


MRO ruling—Rules governing 
the use of the MRO (Maintenance, re- 
pair and operations) procedure for 
obtaining minor capital additions have 
been clarified, May 22, by WPB. By 
CMP Regulation 5, the MRO procedure 
may be used to obtain materials and 
equipment for minor capital additions 
where the cost does not exceed $500, 
excluding the purchaser’s cost of labor. 
WPB’s new interpretation rules that all 
labor costs involved in the manufacture 
of the material or equipment must be 
included in figuring the cost of an ad- 
dition, while the cost of labor used in 
construction or installation of a minor 
capital addition need not be included 
in figuring the $500. This rule applies 
whether the owner of the plant uses 
his own employees to do the construc- 
tion or installation work or hires an 
independent contractor to supply labor. 


a * oa 


Wash boards — On May 31, 
OPA issued a revision under Price 
Regulation 188, affecting wash boards, 
and permitting price adjustment for 
manufacturers and distributors under 
certain conditions. This is intended to 
obviate partial shut-downs of supply 
where manufacturers can only produce 
at a loss. By the amendment, adjust- 
ment is permitted: (1) If a manufac- 
turer’s present ceiling is below the pre- 
vailing market prices of competitive 
manufacturers of similar boards, or (2) 
If the manufacturer’s operations are be- 
ing conducted at an overall loss, or (3) 
If he cannot recover his total unit costs 
for the wash boards being made. Price 
relief is limited to: (1) Not less than 
the manufacturer’s total unit cost of 
manufacture. (2) Not less than the pre- 
vailing market prices of competitive 
manufacturers making similar boards. 
Where manufacturers have made an up- 
ward adjustment under this amend- 
ment, jobbers are permitted to make 
not to exceed an equivalent dollar 
markup, but the jobber may not exceed 
his own normal peacetime dollar mar- 


gins. 


Drying oils-—-The War Produc- 
tion Board reported June 8 that Order 
M-332, which controls the percentage of 
drying oil in formulas of various classes 
of civilian paints and prohibits the de- 
livery of whole linseed oil or fish oil 


for purposes of thinning paint, will be 
continued until further notice. Re- 
cently there has been speculation within 
the paint industry as to the possible rev- 
ocation of M-332, WPB said. Revo- 
cation of this order is not possible at 
this time, officials of the board said, 
because of a continuing shortage of dry- 
ing oils. The order will, therefore, be 
continued until the over-all drying oils 
situation improves to the point where 
control orders are no longer necessary. 
* * * 

Minor zinc easings—WPB has 
revised zinc order M-11-b, opening up 
uses of zinc in making printing plates, 
air brakes, communication equipment, 
condensers, fare boxes for public con- 
veyances, sterilizer equipment, tempera- 
ture, humidity, and pressure control de- 
vices, textile machinery, industrial tur- 
bines, protective coating on freight car 
running boards, and fire protective, 
signal and alarm equipment. The 
amended order also permits the use of 
zinc for research or experimental activi- 
ties, for example, to make experimental 
models or test runs. Only the minimum 
number of models is permitted, or the 
minimum size run needed, to determine 
the suitability of the item for some 
desired essential purpose. A small lot 
of zinc also is released for the manu- 
facture of laundry tags and protective 
edging and corner beading for construc- 
tion work. 

* AD * 

Radio tubes and repairs — 
The manufactured output of radio tubes 
and repair parts is now more than ten 
times what it was before the war, but 
military demands have increased so 
tremendously that radio repair parts for 
civilian uses are extremely limited, 
WPB reports. While production of 
tubes for civilian replacement is at the 
rate of about 18,000,000 a year, this is 
considerably below the number needed. 

* * * 

Abrasive grinding wheels — 
Because most grinding wheels are espe- 
cially made for special operations, sur- 
plus stocks in the hands of users do not 
contribute any great problem to the 
abrasive industry, as do those of other 
types of products. WPB comments that 
these special-purpose products, if any 
user has a surplus as a result of over- 
buying, or contract changes and termi- 
nations, are not suitable as general ab- 
rasives, and probably will have to be 
scrapped. 

* * od 

Metal cans—-Amending order 
M-81, WPB has regulated the further 
quarterly consumption of metal cans. 
Schedule III (non-food) products, dur- 
ing the second quarter, are limited to 
25 per cent of the annual can quota 
for each product, or 50 per cent of the 
annual quota less first quarter consump- 
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THE UTILITY TAPE OF MANY USES 





A pliable plas- 
tic that comes 
all ready to 
use. Just press 
into Pace with 
the fingers and 
it stays put. It 
sets firmly, 
does not crack, 
chip or shrink. 
Can be painted. Unrolls like rib- 
bon and adheres to any clean, dry 
surface, inside or outside. 
© A good plugger-upper to seal cracks 
in plaster, woodwork, around case- 
ments, screens, etc. 
@ Makes good packing and gaskets. 
Stops rattles. 
® Keeps out dust, dirt and vermin. 
® Superior for setting glass in wood 
or metal sash. 

Write for Circular 
J. W. MORTELL CO. 


Technical Coatings since 1895 


508 Burch St., Kankakee, Ili. 


pigl haTE nges emer About 80 feet 

P of %4” Mortite 
to a roll. 
Order through 
your Jobber. 
Nationally ad- 
vertised at 
$1.25. 


















WORK GLOVES 


ARE 


WAR GLOVES 


PROTECTING THE NATION’S HAND-POWER 


JUNE 22, 1944 


| tion, whichever is greater. In the case , 


of paints and paint products, 65 per 
cent of the full annual can quota minus 
first quarter consumption may be used. 
During the third quarter of this year, 
| Schedule III items will be limited to 
| 25 per cent of the annual packing quota 


| or 50 per cent of the unused annual 


quota, whichever is greater. Paints and 
paint products are limited to 20 per 
cent of the full annual quota or 50 per 
cent of the unused annual quota, which- 


ever is greater. 


amendment, among other chemical 
products, are alcohol—pharmaceutical 
and pure—ethylene glycol antifreeze, 
liquid disinfectants, germicides, insec- 


ticides and fungicides. 
* * ok 


Fiber shipping containers 


Most domestic items requiring packing 
will hereafter be limited by quota, as 
to their use of new fiber and corru- 
gated shipping containers. WPB has 
revised order L-317, to add greatly to 
the list of goods which must face a 
Carton 
quota assignments for many products 


reduction in carton usage. 


not previously under carton control are, 
in general, 70 per cent of 1942 use. 
However, some quotas run as low as 
50 per cent. In general, carton quotas 
which were established on lines earlier 
in order L-317 remain the same in the 


new amendment. 


represented an over-all 3 per cent cul, 
but the new controls will total an addi- 


in history, the current demand for new 
shipping cartons for off-shore and 
domestic movement of goods has been 
substantially greater than the supply. 
This shortage is due largely to the 
enormous military program for V-boxes, 


tend to accelerate it. 


| have been unable to buy cartons due to 


every shipper should obtain his assigned 


percentage. 
+h, 6 


Steel and manpower—Neither 
labor nor equipment in the steel indus- 


mittee, meeting in Washington said re- 


future manpower prospects. 
| whittling away of the labor force would 


inevitably have an adverse effect on the | 


rate of production. Furthermore, the 


coming hot weather will seriously af- 
| fect output by the present force, and 


Exempt from the 


Previous controls 


tional cut of 22 per cent and achieve 
an approximate supply-demand balance, 
WPB believes. Although 1944 carton 
production is expected to be the largest 


used in increasing quantities to supply 
our armed forces overseas. WPB be- 
lieves that increased carton control will 
not slow the movement of goods, but 
Many shippers 


competition for the available quantity. 
With demand pared down to supply, 


try can much longer stand the gruelling | 
production pace of recent weeks, mem- 
bers of the Industry Advisory Com- | 


cently. There is serious concern over 
Further | 

















ORDER IT... 


or you’re missing a bet! 








Heat-Resisting GLASS 
CASSEROLE 


2-qt. capacity. Bake in it..serve 
in it! Packed 12 in a carton. 
Minimum shipment 5 cartons. 


| ew West of Denver 
+ 


Retails at 
HICKEY sales Company 


Law & Finance Building 
Pittsburgh 19, Pa. 











ried 
ALL ITEMS IN STOCK— 
ORDER FROM ‘YOUR JOBBER 


OFFICER'S 
BAG 


Ne. Officer's 
bag for service men 
or civilians. Made 


tings. Built to take 
the hard knocks of 
all traveling. Folds 
































BABY SWING 


* No. 96. They will be in big de- 
mand this spring and summer. 
Cash in om this item. Made from 
heavy washable Khaki Duck ma- 
terial, reinforced for long and hard 
wear. In ordering specify No. 96. 


FAST SELLING 
SCHOOL BAGS 


No. 93 Pillow alip style; 
made from heavy duty 
Khaki Duck, shoulder 
strap style only. Approx. 
size 10 by 18 inches. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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it may be difficult, if not impossible, to 
meet all demands of the military ser- 
vices, plus essential civilian require- 
ments. In the beginning of 1944 it 
was commonly thought that the supply 





| 


| 


of steel would be sufficient to meet all | 


essential requirements, but within the 
last 90 days, the greatly expanded high- 
caliber shell program, stepped-up troop- 


ship construction and the great quantity | 


of tin plate needed to pack the 1944 
farm crop, again have made the situa- 
Charles E. Wilson, WPB 


Executive Vice-Chairman, said it is es- 


tion acute. 


sential that the greatest possible pro- 
duction be attained, since all steel is 
going to military and basic civilian re- 
On the bright side of the 
picture were reports by Steel Division 
officials that supplies of ore and other 


quirements. 


raw materials will be adequate, and that 
the distribution of steel products under 
the controlled materials plan is highly 


orderly and successful. 
* * * 


Fractional horsepower mo- | 


tors——Production programs for frac- 


tional motors are being met at present, | 


WPB’s 


Electric 


members of the 


Horsepower 


Fractional | 
Motor Industry | 


. . . | 
Advisory Committee reported to WPB 


representatives at a recent meeting held 
in Washington, D. C. However, the 


committee pointed out that additional | 


motors probably will not be available | 


for civilian use in view of the large 
military orders with which the industry 


is faced. a ip ee 


Tin for solder and bronzes— 


Effective June 6, WPB has amended | 


order M-43 
laxing, uses of tin in solder and bronzes. 
The nation’s reserves of tin are steadily 
dwindling. In order that users and 


rescheduling, but not re- | 


manufacturers may follow more readily | 


the various permitted uses, the amended 
order schedules these in four parts. 
Schedule 1 covers miscellaneous items. 
Schedule 2 covers solder; Schedule 3, 
babbitt, and Schedule 4, the use of tin 
in brass and bronze alloys. In setting 
up the solder schedule, WPB has en- 
deavored to check all applications which 
Where 


experience has proved that a low tin 


use large quantities of solder. 


content solder is satisfactory, the lowest | 


practical tin content is specified.. Where 


it has been definitely proved that a 
higher tin content solder will use no 
more tin per unit than a low tin solder, 


and that the higher tin content solder | 


will produce a superior and labor-saving 
item, the higher tin content is per- 
mitted. For the relatively small quan- 
tity of solder used for other than speci- 
fied applications, the tin content is 
specified as 30 per cent maximum in- 
stead of 21 per cent, as heretofore. This 
was a result of experiments which 
definitely proved that 21 per cent solder. 


The Lighthouse 
of the Highway 


EMBURY 


be C 
The Warning Lantern 


with the : 
ee AFETY;BEAM 





Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 





BOX ''B"’ 





IT’S GETTING CLOSER! 


Salesmen hurrying off actually to 
ask for orders will soon be a fa- 
miliar sight. Ninety-six years of 
good business in Brooks Hooks 
and Wire Forms was gotten and 
kept by good, old “personal con- 
tact” and we are eager for the 
time when we can renew friend- 
ships and make new ones. 
Meantime, please take the will 
for the deed and tell us what you 
require. If we have it, you'll 
get it! 


M. S. BROOKS & SONS 


Since 1848 


‘BROGKS # HOOKS 
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CHESTER, CONN. 
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when uséd with a “hand soldering” out- 
fit, is not satisfactory for general use 
and, instead of conserving tin, actually 
wasteful. No changes are noted in the 
babbitt schedule, except that a pur- 
chaser of high tin babbitt must certify 
to the supplier that it is impossible to 
use a lead base babbitt for his purpose. 
Also, high tin babbitt is permitted, sub- 
ject to this certification, for all trucks, 
tractors and irrigation water pumping 
equipment. There have been no 
changes in the tin content specified for 
various brass and bronze alloys. 


Aluminum shut-dewns—More 
and more, WPB is curtailing the na- 
tion’s output of virgin aluminum, and 
of magnesium, closing down reduction 
plants both west and east, because sup- 
plies and reserves are safely ample. A 
late shut-down of the government-owned 
aluminum reduction plant in Maspeth, 
N. Y., operated by the Aluminum Co. 
of America, was made (as were earlier 
closings) to bring virgin metal output 
more nearly into line with consump- 
tion. Requirements as originally esti- 


(Continued on page 129) 


Westinghouse Reveals Four 
War Born Plastics 


TOUGH new _ moisture-proof 

plastic. which seals radar and 
radio parts against harmful mois- 
ture. was recently given its first 
public showing in New York City 
in a demonstration of four of the 
latest war-speeded developments in 
the field of synthetic materials. The 
new plastic. called Fosterite, was 
developed by scientists of the West- 
inghouse Research Laboratories, of 
the Westinghouse Electric & Mfg. 
Co.. Pittsburgh, Pa. 


Plastics experts of the company’s 
research and engineering staff also 
demonstrated three other recent de- 
velopments in the synthetics field: a 
unique method. called preforming, 
of fashioning plastics into complex 
shapes of great strength; another 
technique that enables engineers to 
“stretch” hot plastic material into 
intricate forms in much the same 
way that metal is formed; and a 
synthetic shellac. 

“These plastics and others born 
of war research will have a variety 
of important and striking uses when 
peace comes,” declared Dr. J. A. 
Hutcheson, associate director of the 
Westinghouse Laboratories, who re- 
vealed that 98 per cent of the 
company’s production of plastics is 
devoted to direct war uses. 

The new moisture-proof plastic, 
called Fosterite, will greatly length- 
en the life of radio and other com- 
munications equipment used by 
Allied armies, said Dr. C. F. Hill, 
manager of the Insulation Depart- 
ment of the Westinghouse Research 
Laboratories. 

Successful development of a 
“missing link” in the family of plas- 
tics—a tough high-strength material 
easily formed into complex shapes— 
was announced by Dr. A. Allan 
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Bates, manager of the Chemical and 
Metallurgical Department of the 
Westinghouse Research Laborato- 
ries, who said: “This new plastic 
has* both strength and formability 
to a degree never before achieved 
in a single plastic material.” Called 
“preformed plastic,” because it is 
shaped roughly like its finished form 
before it is finally molded by heat 
and pressure, the new material 
weighs only a third to a half as 
much as the aluminum alloys used 
in airplane construction, Dr. Bates 
said. It is so strong that a one-inch 
square bar can stand a pull of 16.- 
000 pounds, equivalent to the ten- 
sile strength of structural steel. 


Another war-born technique for 
“stretching” hot plastic material 
into complicated shapes was de- 
scribed by Eugene R. Perry, man- 
ager of the Westinghouse Micarta 
Department. 


Development of a new synthetic 
resin to replace shellac in many im- 
portant applications was revealed 
by Dr. C. F. Hill, manager of the 
Insulation Department of the - West- 
inghouse Research Laboratories. “At 
the beginning of the war,” Dr. Hill 
reported, “we found ourselves faced 
with the prospect of losing our sup- 
ply of shellac, a highly essential ma- 
terial for electrical insulation, which 
was obtained largely from _ the 
Orient. Our chemists, in search of 
a substitute, took the shellac mole- 
cule apart, analyzed it and came up 
with an entirely new synthetic prod- 
uct. A bar of this synthetic mate- 
rial, one-inch in cross-section,” Dr. 
Hill stated, “would support a 40-ton 
locomotive suspended from the end 
of it. It promises not only to elimi- 
nate much of the use of shellac but 
also of its imported associate.” 














Here’s the Second 


BURPEE ADVERTISEMENT 


of the 1944 Series 
CAN IN TIN 






ap) Wy) % Ss 
She Bu yee ‘Way oe 
It’s the easy, quick way to cap- . t } 
ture and save the flavor and 
juices of garden-fresh vegetables 
and fruits. Process them right in 


Make canning at home pleasant and interesting 
this year by canning in tin. Ask your Dealer to 
show you Burpee modern canning equipment. 


Yes, there are plenty of tin cans available for 
home use, and they may be 
used three times. 


HOW TO CAN IN TIN 


The new Burpee Book shows 
you how to take the drudgery 
out of home canning. Con- 
tains 200 tested canning-in- 
tin recipes. Send 10c. 


BURPEE CAN SEALER CO. 


130 West Liberty St., Barrington, tI. 








THESE PUBLICATIONS WILL BE USED 


Better Homes & Gardens 
Farm Journal 

Capper’s Farmer 

Farm & Ranch 

The Farmer 

Grit 

Journal of Home Economics 
Indiana Farmers Guide 
Mich‘gan Farmer 
National 4-H Club News 
Nebraska Farmer 

New England Homestead 
Ohio Farmer 

Parents’ Magazine 
Pennsylvania Farmer 
Prairie Farmer 

Practical Home Economics 
Progressive Farmer 

Rural New Yorker 
Southern Agriculturist 
Successful Farming 
Wallace’s Farmer 

What's New in Home Economics 
Wisconsin Agriculturist 


¥ Check over your Burpee stock. 


¥ Get in touch with your Jobber 
at once before his Burpee allot- 
ment is all gone. 


BURPEE CAN SEALER CO. 


Inventors of Home Tin Can Sealers 
Makers of the Finest Pressure Canners 


130 W. Liberty St., Barrington, Ill. 
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And Still Available for Hardware Distribution 


Two Kitchen Booklets 
Released by Mullins 


One booklet entitled, “Get Acquain- 
ted With Your Kitchen,” has been re- 
leased by the Mullins Corp., and The 
Youngstown Pressed Steel Division, 
Warren, Ohio. This booklet is a war- 
time consumer catalog containing many 
full-color pictures which tell the story 
of kitchen modernization. It is illus- 
trated with many “before and after” 
pictures. States the importance of ade- 
quate work surface, the importance of 
on-the-spot storage space, and the im- 
portance of proper arrangement of 
kitchen utensils. Many of the special 
conveniences that are produced by 
Youngstown are illustrated and de- 
scribed. Different types of cabinets are 
also included in this kitchen booklet. 
Another booklet released from the same 
source is called, “Get Acquainted With 
Your Kitchen Business.” This booklet 
contains a_ concise, easily-understood 
story of the kitchen business. It ex- 
plains how lumber, plumbing, and ap- 
pliance traditions have had a confusing 
effect on the development of the kitchen 
business, and how the mass mar- 
ket may be reached by capitalizing on 
the housewife’s keen desire for modern 
facilities for cleaning, storage, and 
preparation of food. 


Commercial Artists 
Handbook By X-acto 


This 16 page booklet contains the fol- 
lowing techniques, which are discussed 
and illustrated: photo retouching, both 
negative and prints; air brush friskets: 
butt-patching of drawings; the use of 
transparent Ben Day screen sheets, 
and silk screen work. Author of the 
book, Martin Prehn, is a commercial 
artist with many years of commercial 
and advertising experiences. It intro- 
duces many interesting new techniques 
involving the best use of knives in these 
fields. X-acto Crescent Products Co., 
440 Fourth Ave., New York City 16, 
os. 
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“Quick” Show Cards 


Made from heavy cardboard with a 
blackboard composition on the top sur- 
face. Chalk may be used on this sur- 
face, and then rubbed off with a cloth. 
The envelopes in which the cards are 
packed are illustrated, and each con- 
tains 1 doz. cards. Gards are 11 x 13% 
in. and have “Quality Merchandise” 
written across the top. W. L. Spangler 
& Co., 3919 Grove Ave., Norwood 12, 
Ohio. 


Goodrich Clad 
Protective Skin Creams 


Clad is the name given to the line 
of protective skin creams for industrial 
workers, developed by The B. F. Good- 
rich Co., Akron, Ohio. Dry cream has 
been designed to be as nearly neutral 
to the skin as possible. Use of this 
cream protects exposed portions of the 
body against dirt, grease, grime or any 
other hard to wash off substance. Cream 
for wet use is made for protection of 
the skin when water and other dilute 
aqueous and mild chemical solutions 
are present. Both wet and dry types 
are designed to leave the skin soft after 
the cream has been removed. Dry type 
cream may also be used in the house- 


hold. 





Washable Wall Finish 


Speed-Tone self priming flat finish is 
said to dry in one hour on all walls, 
ceilings, and wallpaper. An oil paint, 
it is designed to seal, prime and finish 
in one coat. This finish which is avail- 
able in six colors and white, can be 
brushed or sprayed on. The colors can 
be intermixed to obtain many other 
pleasing tints. Speed-Tone may be used 
over calcimine, casein, or resin emul- 
sion paints. Before surface is painted 
it should be clean, dry, and free from 
all grease, dirt and soot. 20th Century 
Paint & Varnish Co., Brooklyn, N. Y. 


MEWA Issues Booklet 
On Salesmen’s Catalogs 


Entitled, “Planning of Your Sales- 
men’s Catalogs,” this booklet is de- 
signed to assist wholesalers in setting 
up their present catalog material to 
better advantage. Presents a system of 
catalog set-up whereby the wholesaler 
can condense and at the same time 
simplify the handling of present day 
catalog material. Copy may be had 
upon request from W. H. Boney, man- 
ager, Catalog Department, Motor & 
Equipment Wholesalers Association, 309 
W. Jackson Blvd., Chicago 6, Tl. 


Remington Nut, Bolt 
And Screw Catalog 


The 1944 edition of the Remington 
Screw & Bolt Mfg. Co., Inc., 15 Des- 
brosses St., New York City 13, is a 
spiral bound catalog containing 112 
pages of information on the company’s 
line. Data is included on carriage, cul- 
tivator, elevator, lag, machine, plow, 
sink, step, stove, stripper, stud, tap, 
tire and toggle bolts and on nuts, pins, 
rivets, screws, and washers in the line.. 
Large clear illustrations appear on many 
pages of the catalog, together with 
price information. Pages are devoted 
to decimal equivalents, discount multi- 
pliers and wire gage decimal equiv- 
alents. 
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FLUSH 


Polystyrene, “the material” makes possible unequalled 
specialties. Proved supreme by widespread tests of 
largest users! Precision moided. Each unit identical, no 
rough or poor dimensioned castings. Tank Ball Seat 
accurate and smooth as honed cylinder, or better. Never 
necessary to regrind seat. No burrs, no half-threads, 
no sharp corners as in machined threads. Polystyrene 
Guide unequalled. Exclusive Plastic Armored steel over- 
flow tubes. (Will not corrode.) 


. 


+ od 
oy 


BRINGS TO THE PLUMBING TRADE 


Polystyrene 


VALVES 


“INDESTRUCTO” 


Positively non-absorbent. Unaffected by alkalis— 
acids. Never rusts, corrodes, bends nor loosens. Never 
warps nor distorts under pressure. 

Orders being promptly filled for this great advance 
in plumbing service and satisfaction. Wire or write. 


Outstanding addition to AMERICAN’S Tank Floats, ‘'P’’ 
Traps, Tail Pieces, Stoppers, Flush Elbows, Slip Nuts, 
Closet Spuds, etc. 


FOR IMMEDIATE SHIPMENT: SARAN* TUBING AND FITTINGS 


*Trademark of The Dow Chemical Company 








. BRANCH OFFICES IN PRINCIPAL CITIES 
Charles H. Liphart 315 Exchange Bidg Mitchell Love . 712-16 No. 16th St. Smith & Dale 457 Stuart St. 
e Jacksonville 2, Florida Philadelphia, Pa. Boston, Mass. 
J. M. Kane . P. 0. Box 1552 Potter-Roemer Co ¥ . . 2432 E. 8th St. Paul R. Spencer Co. 4000 York St. 
n Fort Worth, Texas Los Angeles, Calif. Denver, Colo 
r J. W. Purcell - 1306 Stewart St Clyde Cary -. +... .703 Market St. John G. Kelly, Inc 24-14 Bridge Plaza South 
Seattle, Wash San Francisco, Calif. Long Island City, New York 
d Canadian Distributors: W. H. Cunningham & Hill, Ltd., 269-271 W. Richmond St., Toronto 2, Canada 
L. 
AMERICAN MOLDED PRODUCTS SALES CO. 
n 1758 NORTH HONORE STREET ¢ 1600 NORTH, 1800 WEST ¢ CHICAGO 22, ILLINOIS 
y 
y 
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GENERAL 
r 
; POWER AND HAND SICKLE GRINDERS 
! KEEP YOUR FARM TOOLS NEW 
‘ Increased harvests are as important as guns and airplanes this 
year. Our country needs foods . . . more and more of them 








POWER SICKLE 


SICKLE CONES 
GRINDER 


Clean, sharp cutting, true 











a_ hea general utili 
Made “trSmr “high “quaty grinder Yor ll farm ‘work 
abrasive mineral, electri- harpens six sections at a 


cally fused. All sizes. time. V or Flat belt drive. 


to keep in fighting trim. 
Grinders will help produce more by keeping hard-to-replace farm 
tools in fighting trim. 





"General" power and hand Sickle 


Buy from your regular jobber. 







sickle cones. 








HAND SICKLE 


Sturdily built for lon 
chined gears and pinions. 
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GRINDERS 
g usage. Accurately ma- 
i Electrically fused 
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3618 W. PIERCE STREET 


JUNE 22, 1944 


MILWAUKEE, WISCONSIN 









LEATHER 
AND 


SADDLE SOAP Z 


MAKER FOR 
DEALERS 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 


except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO. 











Bulletin Describing 
Ratchet Wrench 


Concise bulletin describing and illus- 
trating the Favorite reversible ratchet 
wrench. It graphically describes the 
principal features of the tool, a dis- 
tinctive feature of which is the double 
head which accommodates two sizes of 
nuts. Clearly shows how the tool is 
designed and used, tabulates its prin- 
cipal applications, and includes com- 
plete data on dimensions of the sizes 
cover nuts for all standard 
square and hex bolts and studs up te 
1% in. Copies of Bulletin F-10 may be 
had upon request. Greene, Tweed & 
Co., Bronx Blvd., at 238th St., New 
York City 66, N. Y. 


which 


Booklet on 


















WILL NOT SHRINK 
STICKS AND STAYS Diy 


Your jobber cen give immedicte 
delivery on Durhom's Rock-Herd 
Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to case. 
Also eveileble in 25, 50 ond 
100-Ib drums for industrial users. 


DONALD DURHAM CO. 
Des Moines lowe 








(weRe’s wuar 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form...just 
mix with water and 
use. Will aot shrink. 








Sticks and stays pat. 


| 
| Scherr Opti-Flat 


Describes completely, and fully illus- 
trates the Scherr Opti-Flat glass sur- 
face plate, which is guaranteed op- 
| tically flat to .00005 in. Explains why 
an optically flat glass surface plate is 
essential to accurate measuring. Tells 
how flatness is checked on these sur- 
face plates, and points out the qualities 
of Scherr glass surface plates. Back 
page announces the Scherr gage block 
utility set which will enable the user to | 
scribe to 1/10000 in. Also shows the 
toolmakers knee, and the ultra-chex in- 
spectoset. George Scherr Co., Inc., 200 
Lafayette St., New York City 12. 





641 Lexington Ave., The PLASTIC Repair Material 


Brooklyn, N. Y. 


in POWDER Form 











Let us help with your present and post 
war selling problems. 

We want additional lines to sell. 

| | Will cover nationally or exclusively the 

Midwestern territory. 

| General and. hardware jobbers, 
stores, department stores. 

Lines of housewares, china, glass and toys. 

Will sell on commission or will finance our 
own sales. 


V. H. WORMAN ASSOCIATES 
1584 Merchandise Mart, Chicago, Ill. pas 





chain 
FORGED TOOLS 


fo) die) ipmiele) Mise). | 7.1, bi 


G. G. CAMPBELL, Pres: 
1633 N. 2nd Streét Philadelphia, Pa. 




















STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 


Compound to Extend 
Life of Cut Flowers 


A chemical synthesis called “Flora- 
life.” is designed to keep cut flowers 
crisp, colorful and fragrant from five 
to 10 days longer than flowers stand- 


VICTORY HARDWARE 





No. 102 \ 22”x10” 


° ° . lek 7” dee 

ing in untreated water. As this pow- ” ° hina 
der sterilizes, the water need not be The Cleveland Wire Spring Co. 
changed nor the stems reclipped. E. 38th St. and Hamilton Ave. 


@ @ CLEVELAND OHIO @ @ 


AGAIN AVAILABLE! 
A Much Wanted Item— 


Floralife is said to Kill the bacteria in 
water that otherwise clogs up the stem 
channels. Therefore the flower is able 
to continue to drink. The powder, 
which will not deteriorate, is stirred 











into the water at the time the flowers To Drain: Cellors, 
are placed in the vase. This product Pools, Washing Ma- 
is produced by Floralife, 1433-39 S. ichines, CENTRO- 
Wabash Ave., Chicago, Tl. DRAIN and FILLER 
Retails $1.50 
Write for details. 
Mention your jobber. 
Latayette Catalog on 


es 
FOOT BOLT CENTRAL RUBBER PRODUCTS CO., INC. 








CHAIN BOLT Supplement 95 821 Broadway New York 3, N. Y. 
Federal Specification Federal Specification . . , 
Type K-1022 Type 1050 B Catalog supplement No. 95 contains 
Made of wrouctht steel, Positive action with a listing of a wide assortment of radio KEY BLANK 
black enamel finish foot lever Wrought : as i. . 
a tc am. ind, Bice * cone and electronic _ parts. Several hundred bow 
AY " E ? chat ac. Oe yee diversified radio ot oe _—_ “America’s Largest Exclusive 
ee wee eee nee ax | tubes, resistors, volume controls, wire, : ’ 
angle and surface with screws and sur- } ‘ P Locksmith Supply ‘. 
snatina ian aint batteries, coils, condensers, speakers, 


in osertne. use an) stand 
ard manu omg A a 

i ici If the original blank is nvt 
blank metal chassis, servicing See alk cedmnee 
manuals, transformers, technical books, to ship the proper subst 


and many other miscellaneous items are tute. 


listed. Copies may be obtained by writ- WHITLOCK SUPPLY CO. 


ing to the Lafayette Radio Corp., 901 17 Warren Street, New York 7, N. Y. 
West Jackson Blvd., Chicago, Tl. 


switches, relays, radio cabinets, radio 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


i 


BUILDERS HARDWARE 


panels, 


Gevd Lovks — Beller Wear 
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HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 


i 

| = for durability and read- 
| ability. Adjustment 
| 

|| 100 Ib. by 1 Ib. 


i 


allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook 


CAPACITIES 


160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, Ill. 


















4 New 
BETTER 


see the 


HOME GUARD 


(REG. U. S. PAT. OFF.) 
s 
wood trigger 


mouse trap 


Marengo, Illinois 





BRAND 


McGILL METAL PRODUCTS CO. 
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| Ready Patch 


Scientifically prepared patching com- | 
position in ready-for-use paste form. | 
Designed for filling, leveling and | 
smoothing all interior services, prior to 
painting and decorating. Provides a 
uniform, smooth-painting foundation, 
and is of heavy putty like consistency. 
May be applied with putty knife, broad 
knife, or trowel, and can be prepared 
quickly for caulking gun and brush 
application. Will not harden or spoil 
in containers. Made to stick tenaciously 
to plaster wood, wallboard, brick, hol- 
low-tile, cement, concrete, etc. M & H 
Laboratories, Chicago, II. 





Chemical Soot 
Destroyer 


The S. & E. Soot Destroyer when 
brought into contact with extreme heat, 
such as the fire bed of a boiler or the 
focal point of the flame on an oil 
burner, releases billows of gases which 
are designed to settle on the soot in the 
boiler, flues and chimney immediately. 
According to maker, combustion takes 
place, resulting in the disappearance 
of the soot. Nothing is left except a 
fine white, harmless residue ash. Maker 
states that it will not harm the equip- | 
ment in which it is used. S. & E. 
Chemical Co., 5946 W. Belmont Ave., | 





| Chicago 34, Tl. 


| economy of installation, and virtual ab- 


| Album by Sonora 


Booklet on 
Wood for Walls 


Entitled, “Beautiful Wood for Beau- | 
tiful Homes,” this booklet elaborately 
illustrates with full color reproductions | 
of wood-walled rooms, the effects that | 
may be produced in a room that is | 
wood-walled. Advantages and descrip- 
tions, of various kinds of plywood, to- 
gether with room designs by prominent | 
architects are included. Brochure | 
stresses that Weldwood Plywood is 
guaranteed for the life of any home 
in which it is installed, together with 


sence of maintenance expense. Plywood 
wood-walling for every type room is 
shown. Mengel Flush doors are also 
described and illustrated in this pam- 
phlet. Copies available upon request 
from either the United States Plywood 
Corp., New York City, or The Mengel 
Co., Louisville, Ky. 





Latin American Musi¢é 


New album of Latin American music 
recorded by Enric Madriguera and his 
orchestra with vocals by Nita Rosa, 
Bob Lido, and Patricia Gilmore. 
Brightly-colored album cover features 
a photograph of Mr. Madriguera with 
an illustration of a Cuban girl doing 
the rumba. Included in the album are 
“Besame Mucho,” “Kiss to Kiss,” “Chiu 
Chiu” and others. Sonora Radio & 
Television Corp., Chicago, II. 





Immediate 
Deli 00 


SUN BRAND 


SLEEPING BAGS 


vy, dry waterproofed duck; 
ey lined; 100% all -_ 
wool lined. Large head ap, 
Zippers down the side 7 
across bottom. Pocket - 
air mattress. Six sizes; popular | 


prices. 


WATER BAGS 


of imported flax 
= eepecially made 
for water bags. Well 
sewed. Strong carrying 
strap of heavy webbing. 
Aluminum mouthpiece. 
Popular two gallon 
size. 


DUFFLE BAGS 


avy olive drab Army 
oan Waterproof ;dust- 
proof. Double scams 
throughout. Handles at 
bottom and side. Large 
inside flap with tic 
tapes keeps out dust. 
Heavy metal eyelets 
with sturd braided 


= Round bottoms. 
Six sizes. . 


FRUIT PICKING 
BAGS 


for aches, pears, 
oe. Grade A heavy white 
duck. Flat steel frame at top- 
. Heavy 2” webbing, adjust- 
able shoulder straps. 
Empty by releasing 
braided cord from fasten- 

ers on sides of frame. 


SUN TENT-LUEBBERT CO. 


363 Sixth St 


¢ San Francisco 3, Calif. 
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DETACHABLE BLADE 
KNIVES 


& EVERY ART & 


CRAFT! 


No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction . . and that’s why con- 
stant repeats make your profits swell. Here's 
healthy prosperity just waiting to asked 
— GRAB IT! 


Address inquiries to Alfred Field & Co., 
sole distributors in Hardware Field, 9 
Chambers Street, N 






Get our deal for 


Let Sharp-Edged Advertising Help 


A iational ‘‘big push’’ in publications reaching the 
very people who buy from you. . . strong, 
con.pelling ‘“‘Dealer Helps’’ end this handsome 
time-proved display cabinet containing ample stock 

. « these together make X-acto Knives with 8 
interchangeable blade types PROFITABLE. Get 






f 





ARMSTRONG- BRAY 


STEELGRIP 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss— every 
hook saleable and usable. Made in 
6 sizes. 
STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 


for HOBBYISTS 








XaeEO, 
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WHATS NEW 





AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





“U Plan for 
V Day Digest” 


Digest to be issued monthly to all 
“U” Plan for V Day dealers, contains 
four pages of material to keep dealers 
informed about present and future de- 
velopments in the electrical and house- 
wares industry. It is timed to make 
available to dealers, pertinent facts to 
enable them to do a better job of post- 
war planning. It is published as a 
method of presenting post-war planning 
education in a compact form in line 
with modern improvements. Under 
“highlights” a variety of last minute 
news tips pertaining to business and 
industry will give the dealer an under- 
standing of what is going on in the 
business and industrial world. Issues 
of this digest will treat such subjects as 
dealer consumer mailing, store plan- 
ning, planned merchandising, informa- 
tive labeling and sales training pro- 
grams. Landers, Frary & Clark, New 
Britain, Conn. 


Natl. Paint Ass’n 
War-Time Booklet 
Entitled “Ask Yourself,” this folder 


urges the paint manufacturer to ask 
himself about product development, 
production, purchasing, finance and ac- 
counting, about marketing and distri- 
bution, personnel and general policy. It 
poses direct and searching inquiries, 
which are amusingly illustrated, as it 
emphasizes the importance of “finding 
the best possible answers right now, 
so you'll be ready to meet the terrific 
competition of the postwar world.” 
The Postwar Planning Committee, of 
the National Paint, Varnish & Lacquer 
Association, 1500 Rhode Island Ave., 
N. W., Washington 5, D. C. 





Plastic Patch 
For Wall Repairs 


Designed to repair and re-surface 
damaged walls and woodwork before 
painting, and enameling. Plastic Patch 
does not shrink or crack, but adheres 
firmly to the plaster, wall board, brick, 
metal, and all painted surfaces, accord- 
ing to the maker. Large wall patches 
and woodwork patches should be given 
a primer coat before the final finish. 
Material is brought to a smooth paste 
consistency with water and applied 
with a flexible broad knfe, putty knife 
or trowel. May be used satisfactorily 
for filling cracks and nail holes in 
plaster, wallboard joints and woodwork. 
Available in 1, 2%, and 5 Ib. pack- 
ages. Newell-Emmett Co., 40 East 34th 
St., New York City 16. 


Balcrank Lube-All 
For Machinery 


Designed for farm machinery and 
equipment, tractors, trucks, etc., this 
grease gun is engineered to put ease, 














speed, positive action, and cleanliness 
into grease jobs. Has new power nose 
for positive feed under all conditions, 
and a new tube and coupler angle for 
easier increased power. Comfort-grip 
handle and barrel makes for easier 
work. Its capacity is 18 oz., pressure 
10,000 lbs., barrel diameter, 2% in., 
and it is packed in individual cartons. 
Balcrank Inc., Cincinnati 9, Ohio. 





Fire Protection 


Handbook 


This handbook graphically explains 
and illustrates the latest techniques in 
fighting fires with fast action carbon 
dioxide. Booklet, number -R-5827, de- 
scribes the physical characteristics of 
carbon dioxide gas, the proper arrange- 
ment and distribution of the fire ex- 


tinguishers, and the organization of the. 


plant fire fighting system. Randolph 
Laboratories, Inc., 8 East Kinzie St., 
Chicago 11, Tl. 


Caster Calculator 


Developed by skilled engineers, it 
selects caster types, wheel sizes, mount- 
ing hole specifications, etc., to fit any 
needs. It automatically selects compan- 
ion swivel and rigid casters in pairs. 
Green in color, it has illustrations of 
the different available casters on the 
front, and back. It also has a 10-in. 
rule on one side. Faultless Caster Corp., 
Evansville, Ind. 


Goodrich Catalog 
On Adhesives 


New catalog section on its line of 
adhesives, or cements has been pub- 
lished by The B. F. Goodrich Co.. 
Akron, Ohio. Also covered in the cata- 
log are materials which serve as fabric 
coatings, binders, sealers, etc. Cata- 
log section discusses the service re- 
quirements and classification of the va- 
rious adhesives, and then lists and dis- 
cusses each type offered. Instructions on 
application and data on the company’s 
standard containers are included, with 
approximate shipping weights. 
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We Sewe the Extire USA. 
WITH A COMPLETE MODERN LINE OF 


SPACE HEATERS 


USING ALL FUELS IN ALL PRICE BRACKETS 


Cole Hot Blast Space Heaters have 
National Consumer Acceptance, Fin- 
est Construction, Patented and Spe 
cial New Features. 


Attractively priced to compete favor- 
ably with all heaters on the marke! 
today. Write now for catalog illus- 
trated in full colors. 


Manufacturers of 


Gas—Oit—Coal— Wood Heaters 
Gas-Oil Fired Floor Furnaces 





COLE HOT BLAST 


MANUFACTURING CO. 
3108 W. 51st Street, Chicago 32, Ill. 











LETS ALL BACK 


THE ATTACK... 


WITH WAR BONDS! 
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How’s the Hardware 
Business? 
(Continued from page 123) 
mated by the various Government 
agencies have been considerably modi- 
fied. The curtailments have been only 
in virgin metal facilities. Production of 
fabricated aluminum and magnesium, 
and of metal made from scrap is not 
affected. The plants selected for cur- 
tailment are chose largely because of 
the fuel saving realized by the cut in 
electric power use: Nearly two million 
tons of bituminous coal a year will be 
conserved for other essential uses by 
the shut-down at Maspeth. Two govern- 
ment-owned magnesium metal plants 
have been shut down, one in New York, 
and one in California. The situation 
in magnesium metal is similar to that 
in aluminum, in that excess supplies 
provide a sufficiently ample margin of 

safety to permit curtailment. 

* * * 
Mail order and chain sales— 
Sears, Roebuck & Co. report May sales 
of $81,810,333, a gain of 22.6 per cent 
over last year. Sales for the latest four 
months were $296,007, 928, a gain of 12 
per cent. May figures for Montgomery 
Ward & Co. totaled $50,160,388, a de- 
crease of 7.3 per cent from a year ago. 
For the four months, sales were $189,- 
306,068, a decrease of 9.2 per cent from 
1943. Woolworth’s May gain was 8.4 

per cent over last year. 

* * * 
April sales by independents 
-April sales of 2,939 wholesalers 
totaled $327,867,000, an 8 per cent de- 
cline from March, and 2 per cent below 
April, 1943, the Bureau of the Census 
reported recently. Sales for the first 
four months of 1944, however, made a 
4 per cent increase over the same year- 
ago months. In April, out of 34 trades, 
only automotive supplies wholesalers 
had a substantial increase, their sales 
being up 15 per cent. The Department 
of Commerce estimated sales of retail 
stores in the first four months of 1944 at 
$20,900,000,000, or 9 per cent above the 
corresponding period of 1943. Most of 
the gain was in sales of non-durable 
Sales of durable goods 
stores showed a much smaller rise, and 
their entire increase was caused by 
higher prices rather than an increase 
in volume. Sales of durable goods 


goods stores. 


stores have increased at an average of 
1.7 per cent each quarter, since touch- 
ing their wartime low in the first quar- 
ter of 1943. 


* * 


Retail price rise—The Com- 
merce Department’s index of retail 
prices averaged 36.9 per cent above 1939 
in’ the first four months of this year, 
and were 2.9 per cent above the corre- 
sponding period of 1943. 





,JTICA, 
“PLIERS 


for More Tool 
Mileage 





* Simplicity in design and 
re at womanly make 














LAWN MOWER 


REPAIR PARTS 


Clasvilanenl 


A.M. Collot Supplies 


221 NW 8 “Ave Miami Fla 













THEY PULL—CLINCH—-HOLD 
The ey! __ aeener for making, repairing 
sereens, garden f frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Hil. 











eeeeenerewmrvreeeeeeeeverer eases 


SELLS 
ON SIGHT 
DAY OR NIGHT 


Write for details about 
letter and number dis- 
play assortments. 


Eucery Sale is 
Another Display 
REFLECTO LETTERS CO. 


2 W. 27th ST, NEW YORK 1, N.Y. 











CHAIRS | 
FOLDING CHAIRS 
TABLET ARMCHAIRS 
CANVAS COTS 

PROMPT 
SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 
1142 BROADWAY 


NEW YORK 1, N. Y. 


























lex 


HYORAULIC 


SCREW 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 


SOLD BY 
Lr ADING HARDWARE WHOLESALERS 
TFempleton, Kenly & Co 
‘Witte time © Peel 


Better. Safer Jacks Since 1499 


























SKILLMAN 


Manufacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
4 Dependable Product 
PROMPT SHIPMENTS 


SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is sec- 
retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 


Housewares Show, July 24-28, 
1944, inclusive, in the ballrooms of the 
Hotel Pennsylvania, New York City, to 
be held under the personal supervision 
of Mrs. Flo English, Hotel Pennsylva- 
nia. 


National Retail Farm Equipment 
Association, National Food Produc- 
ing Equipment Conference, Oct. 10-12, 
1944, at the Knickerbocker Hotel, Chi- 
cago, Ill. Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., is execu- 
tive secretary. 


National Retail Hardware Asso- 
ciation, Congress, July 25-27, 1944, at 
the Sherman Hotel, Chicago, Ill. Riv- 
ers Peterson, 333 N. Pennsylvania St., 
Indianapolis 4, Ind., is managing di- 
rector. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treas- 
urer of the wholesalers. Charles F. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary-treasurer 
of the manufacturers’ association. 


Correct ‘Answers to 
“Test Your Hardware 
Sense” 
(Questions on page 80) 


1 Answer—(1) Straight salary plan, 
(2) the straight commission plan, (3) 
salary and commission plan, and (4) 
salary plus a bonus plan. 


2 Answer—Linoleum, composition floor- 
ing, rubber tile, asphalt tile, regular 
tile flooring, wood flooring, carpets. 


3 Answer—Traffic past the store at 
various times during the day and an- 
alysis of traffic to determine percentage 
of shoppers; transportation facilities; 
competitive stores and where located; 
direction of growth of the business dis- 
trict; the “right side of the street,” and 
shopping area. 


4 Answer—Retail price $2.00. 
5 Answer—The store plans to spend 


$900.00 in newspapers, $240.00 in radio, 
and $60.00 on general publicity. 














<< ae: 


ih \ 











NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 





 PaTENTED 
BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from const te coast 
Jabs the Animal Weans Them the 
Doing the Sucking Humane Way 
— An item That 
SEE YOUR JOBBER 


AUSTIN MFG. CO.. ROUND GROVE, ILL. 








Gripper yeh A 


Small AF. Registered U. 8. Pat. Office 
sizes 


e GIBSON GOOD TOOLS, INC. ° 
Box 26B Orange, Mass., U.S.A. 


A gustes 
imp Te ments, 
tehen utensils, 














KEY BLANKS 


OF EVERY DESCRIPTION 


— 


GRAHAM MFG. CO. 


U. S. A. 





Derby, Conn., 








ume, TROY 
BEST 


= Ay 3 a assures better workman- 





= oe files, taps, and dies quickly 


TROY FILE WORKS 


Troy, 





Est. 1831 N. Y. 








Give to the 
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Red L! Cross 


War Fund 
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Carolinas Convention 


NAME & PLACE — The Hard- 
ware Association of the Carolinas 
held its 40th annual convention 
June 6-7, 1944, at the Poinsett Ho- 
tel in Greenville, S. C. 


NEW OFFICERS —President. S. 
T. Proctor, Fuquay Springs, N. C., 
succeeding C. H. Albright, Rock 
Hill, S. C., Lt. (j.g.), U.S.N.R., now 
in the Pacific area; first vice-presi- 
dent, J. D. Foster, Roebuck, S. C.; 
second vice-president, John B. Gray, 
Wilson, N. C.; third vice-president, 
J. F. Ellenberg; acting secretary, 
Mrs. Sally Couch Masten; trea- 
surer, Arthur R. Craig. Executive 
Committee: The above officers and 
W. R. Harden, Graham, N. C., and 
C. H. Albright, Rock Hill, S. C. 


RESOLUTIONS — Opposed ex- 
cessive spending by Governmental 
Departments not vitally related to 
progress of war, and urged economy 
in all other branches of our State 
and Federal Government. Opposed 
to any plan to increase Federal Con- 
trol of State Laws under the guise 
of increasing and extending Social 
Security Benefits. Pledged whole- 
hearted cooperation to Government 
representatives whose philosophy is 
the recognition of free enterprise, 
equal opportunity, and the Ameri- 
can Way of Life. Sanctioned as 
most practical and economical, the 
manufacturer-jobber-retailer system 
of distribution of merchandise to 
consumer; deplored as unethical the 
jobber to consumer practice of sell- 
ing. Urged OPA to allow retail mer- 
chants to add their historic margin 
to their replacement cost, subject to 
government inspection, instead of a 
dollar and cents ceiling price plan 
on countless items which is con- 
fusing. 


ADDRESSES —E. J. Tower, mer- 
chandising manager, Master Lock 
Company, Milwaukee, Wis., spoke 
on “The Teamwork of the Hardware 
Trio”—manufacturer, jobber, and 
retailer. He believes in the jobber- 
retailer plan of distribution, in home- 
owned hardware stores and indepen- 
dent marketing. Mr. Tower stressed 
the fact that all manufacturers 
should be made to put their name 
or trade-mark on all the goods they 
manufacture, as evil can easily arise 
from unnamed products. 

“What’s Ahead for the Hardware 
Retailer” subject presented by a 


jobber, W. A. Parker, president, 
Beck & Gregg Hardware Company, 
Atlanta, Ga. Mr. Parker placed 
particular emphasis on price trends, 
availability of merchandise, post- 
war competition and conditions. 

Dr. R. F. Poole, president of 
Clemson Agricultural College, Clem- 
son, S. C., had for his topic, “Hard- 
ware and Man’s Destiny.” He em- 
phasized the importance of all hard- 
ware stores carrying repairs for 
farm machinery as well as the 
mechanized housewares. He stressed 
the fact that farming in the post- 
war era will undoubtedly be more 
mechanized, thus enabling greater 
opportunities for cooperation be- 
tween the hardware retailer and 
the farmer. 

“My Plans Now for Post-War” 
was the subject discussed by a re- 
tailer, John B. Gray, Wilson Hard- 
ware Company, Wilson, N. C. Mr. 
Gray said that he was now planning 
for post-war times and was making 
preparations for increasing his 
post-war stock. 

“Yesterday, Today, and Tomor- 
row in the Appliance Field” by 
J. M. Walker, district manager, Ap- 
pliance Sales, General Electric Com- 
pany, Atlanta, Ga. The history of 
the appliance field of yesterday was 
outlined by Mr. Walker briefly. To- 
day, he stated, the appliance field 
is dead. He said the refrigerator 
business of tomorrow will enter the 
field of frozen foods for market. 
store, and home. He also stated 
that appliances will not be avail- 
able for sometime after the war is 
over. After the “go” signal is given 
to swing back into manufacturing, 
it requires from six to nine months 
to make a refrigerator. 

“Today and Tomorrow” was the 
subject treated by Hobert Thomas. 
service director, NRHA, Indianap- 
olis, Ind. 

Edward H. Mclver, president, 
Leland Moore Paint & Oil Company, 
Charleston, S. C., an up-to-date au- 
thority on the paint situation, had 
as his subject, “Looking Toward 
Tomorrow.” 

Mrs. Dora Davis, personnel and 
office manager for Meyers-Arnold, 
Greenville, S. C., spoke on “Person- 
nel Employment and Training.” 

Dr. D. W. Daniel, dean emeritus 
of the English Department of Clem- 
son College, made an inspiring and 
entertaining after-dinner speech at 
the Dutch Treat Banquet on Tues- 
day night. 























RUG and 
Upholstery 
CLEANER 


CONCENTRATE 





| FlereEs A 


TrAFFIC GUILDER 


Want some real hot sales help? “Little Doc’ 
Rug and Upholstery Cleaner Concentrate is 
ready NOW. A ten-cent packet is ample to 
clean any 9x12 rug or average 3-piece living 
room suite. 


That’s performance that SELLS itself. 
“Little Doc’ Window Cleaner Concentrate, 


\ Refrigerator Cleaner, 10-Minute 
\= Car Wash and the Brush Cleaner, 
fe are all self sellers, too. Get the 
“oe full details. Write today. 


GUS. J. SCHAFFNER COMPANY 


534 CALIF. AVE., AVALON, PITTSBURGH PA 








Solid Steel Rods 


Are Antennas 
Now ... . Keeping 
Communication ’ 
Channels Open 
At the Fronts 


We’re proud that we 4, 
have been permitted to 
design and build Radio 
Antennas for the Armed 
Forces ... on land and on 
sea. But it takes our en- 
tire day and night produc- 
tion, leaving no time for 
our usual lines. We'll be 
back, better than ever, 
when Victory comes. 


remax Froducts 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 
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ACCESSORIES. NOW 100% 


THE AUTOYRE COMPANY - 








Sales Are Certain 
with HOPPE’S No. 9 


Dealers who "handle" Hoppe's No. 9 
discover that they can't KEEP this gun 
cleaner because it SELLS so continuously. 
In other words Hoppe's No. 9 does so 
many efficient jobs of gun cleaning for 
so many shooters that the veterans 
DEMAND it and 
Continuous Advertising 


keeps selling new gunners and novices. 
Order from your jobber—now. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia, Pa. 











UTOYRE 


MANUFACTURERS OF BATHROOM AND 


KITCHEN 
IN WAR PRODUCTION 


OAKVILLE, CONNECTICUT 





% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 














THE BEST MADE 











MASTER BOXE 


Sold Exclusively 
Through The 
Hardware Trade 


Handled by 
more jobbers 
than any other 
























Available in 
restricted 
quantities 
Master Metal 
Products, Inc. 


Buffalo 4, N. Y. 






Ne. C-2019 
Length 19”; Width 7”; Depth 7” 


"lites 














Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO. 


Auburn, ‘The Cordage City 















The Time Is NOW! 
Make YOUR Attack 


With War Bonds! 








CARPENTERS 1 eS \) A 
2 pS = 


LL A "AND ALUMINUM 


MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY = 


MAYES BROS.TOOL MANUFACTURING CO.. Inc. ey Micu. 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 
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THE 
HEAVY 
WEIGHT WO BETTER HANDLE CAN BE MADE 
CHAMPION \ <r 


On independent scien- 

tific tests by engineers in 
leading universities, Daniel 
Boone Handles withstood 37% 
more pressure before fracturing by 
than the average of all other grades 
of hickory handles. 






OUR GUARANTEE 
This Daniel Boone Handle is made of 
the best Second Growth Nickery ia 
the world. its Grade and Pattern 
have been approved by Too! Makers 
and Too! Users as being unequalled. 















Reason —the finest, all white, heavy 
weight, second growth hickory only % 
is selected for Daniel Boone Handles. te 
Whether it be one or one thousand of these 
handles, there is no variation from this Spe 
distinctive quality. Order from your jobber. 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 


supplies a complete line of chisels, punches, drills, 
nippers and numerous other hand tools. 


, Sold by Leading Jobbers 
DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


TESTED 
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BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 


We will give you the best service under 
War Production Board Order L-236. 


Double Action Single Action 


Standard Type No. 29 Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN 5, N.Y. 


CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 
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WONDERING HOW LONG 
IT WILL BE UNTIL 


VICTORY ? 


We are, too. It’s going to be a 
great day when our boys come 
home. 

We are also eagerly awaiting the 
day when we can serve you once 
again with an even greater variety 
of Arcade toys, tools and hardware. 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words..... ++ $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words 


Allow Seven Words for Keyed Address or Y our Address 


BOXED DISPLAY Baas 
GD DRE odccesccccescesscecaceses 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 deys 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 








Essential Workers Need Release 





Statements 








ACCOUNTS WANTED 


Manufacturers Agent well and 
favorably known among Mid- 
west Hardware Wholesalers, 
Mail Order Houses and Chain 
Store Groups wants additional 
accounts of merit. Good repre- 
sentation assured desirable 
lines. 


Address Box H-457, care of HARDWARE AGE 
100 East 42nd Street, New York 17, WN. Y. 


WANTED 


TOOL AND HARDWARE 
AGENCIES 


Export Managers seek Tool and 
Hardware lines available now or 
post-war. Established facilities as- 
sure excellent volume. 


KERN & COLLINS INC. 


25 Beaver Street, 
NEW YORK 4, N. Y. 


VOLUME LINE 


WANTED FOR STATES OF NEW YORK, NEW 
JERSEY AND CONNECTICUT 


COM PLETE SOVESASS 


HARDWARE, ELECTRICAL, CHAIN 
AND DEPARTMENT STORE 
TRADE SINCE 1930 


COMMISSION OR CARRY OWN ACCOUNTS 
MANUFACTURERS REPRESENTATIVES 


MILL FACTOR PRODUCTS CO. 


53 WEST BROADWAY, NEW YORK CITY 
CORRESPONDENCE INVITED 
FOR PRESENT OR FUTURE ARRANGEMENTS 








SALESMAN FOR NEW 
PAINT BRUSH CLEANER 


Wonderful opportunity (immediate and post- 
war) for men now calling on or acquainted with 
paint and hardware trade. Good commission. 
Statement of availability required. 


UNIVERSAL CHEMICAL PRODUCTS 








333 No. Michigan Ave., Chicago, Ill. 





FACTORY SALESMEN, WITH PROVEN 
SUCCESSFUL 


Southern States wants connection with 
manufacturer. Write for complete details. Ref- 
erences furnished. Address Box H-447, care of 
HARDWARE Ace, 100 East 42nd St., New York 
87, , J 


STOVE SALESMAN. CALLING ON HARD- 
WARE and appliance jobbers to sell a nationally 
advertised magazine type heater. Commission. 
Statement of availability required. Address Box 
H-450, care of Harpware Acer, 10) East 42nd 
St.. New York 17, N. Y. 


HARDWARE & PAINT SALESMAN: 
THOROUGHLY EXPERIENCED — with sell- 
ing, merchandising and executive ability—honest 

-reliable—capable of managing good sized store. 
Statement of availability required. Address Box 
H-460, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 
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RECORD, established following 
from the retail hardware dealers in two leading 
reliable 





LINES WANTED 


Established organization, well known by —- 


every merchant in all lines in hio and 
W. Va., will act as distributor or manufacturer's 
representative for lines for the present and post 
war. Will handle on commission basis only. Have 


permanent showrooms- -beét location in Pittsburgh. 
Keliable--best reputation. What have you to offer. 
Address Box H-459, care of BARSWARE — 
| 100 East 42nd St., New York 17, N. 











POST WAR PLANNING 

One of Eastern Canada’s Leading Hardware Broker- 
age Firms, Established 1918, Handling Outstanding 
American, Canadian and British Lines, Would Con- 
sider Adding Another Outstanding American Manu- 
facturer to Their Present List of Principals. = 
Advertiser Has Soundest Banking and Commercial 
Rating and Contacts the Jobbing and Industrial 
Trade in Ontario, Quebec and the Maritime Provinces. 
Further Information, etc. Please reply to 

Box H-458, care of HARDWARE ott 

100 East 42nd St., New York 17, N. 








DISPLAY MANAGER WANTED 


One of the largest retail hardware stores in New 
England wants a man experienced in display work, 
window trimming and sign painting. An excellent 
opportunity and good salary for a capable man. 
Statement of availability required. Write to— 


CARLISLE HARDWARE CO. 
Springfield, Mass. 











SALESMEN 


Manufacturer and distributor desries salesmen to 
carry line as a side line to be sold to hardware and 


Statement of availability required. 


oe Ly H Pr care of HARDWARE a 
100 & St., New York 1{7, N. 











BUYER WANTED BY GROWING WHOLE- 
SALE hardware firm in Mid-west. Will consider 
competent hardware. buyer. with either. wholesale 
or retail background. For the man who really 
knows the hardware business this is an outstand- 
ing opportunity. Statement of availability re- 
quired. Address Box H-437, care of Harpwart 
Ace, 100 East 42nd St.. New York 17, N. Y. 





HARDWARE AND MILL SUPPLY CLERK 
EXPERIENCED. Statement of availability re- 
quired. Apply 27-49 Jackson Ave., Long Island 
City, N. Y. 





WANTED. RETAIL—HARDWARE & 
PAINT & HOUSE FURNISHING Store in 
Trenton, New Jersey or near-by town. Address 
Box H-454, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








SALESMEN WANTED TO SELL ROOF- 
ING on Commiésion basis calling on Hardware 
Stores in the State of Connecticut. Statement of 
availability required. Address Box H-451, care 
of Harpware Ace, 100 East 42nd St., New York 
17, 





GULF STATES, WEST OF ALA.—I want 
one manufactured line sold to hardware, mill 
supply, chandlers and of field supply stores to go 
with one “old line” product. Have sold 14 years 
this territory. Address Box H-422, care of 
Harpware Acer, 100 East 42nd St., New York 
17, we 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... -08 


Positions Wanted 


(Special Rate)- set solid, maximum 
50 words 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


One inch 
Each additional inch.......... 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 5% off: 8 insertions, 10% off. 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 


ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 


not currency or stamps. 


Cata- 


be forwarded to box 


Samples of Merchandise, Literature, 


logs, etc., will not 
number advertisers unless accompanied by 


sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 


previous to date of publication. 


Classified forms close 15 days 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 
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Essential Workers Need Release Statements 








ADDITIONAL LINES 


Manufacturers Representative covering 
Hardware, Implement and Plumbing 
Trade any part State of Ohio Only (Re- 
tail Stores) wants Additional Products 
of Merits to handle. 


Address Box H-452, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS’ REPRESENTATIVE 
WELL ESTABLISHED WITH Jobbers in Ohio 
and Indiana can do justice to a popular-priced 


line of Socket Wrenches, Adjustable Wrenches, 
Hack Saw Frames, Hammers, etc. Commission 
basis only. Address Box H-456, care of Hiarp- 
—~ Ace, 100 East 42nd St., New York 17. 
N. Y 


Distribution — Present and Postwar 
Established — Reliable - Aggressive 
Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 
Branch Offices 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


earry the accounts or you can bill direct. 


Write for further information and 
references. 


WE NEED ONE ADDITIONAL. LINE 


for Jobbers, Chains and Department 

Stores for Missouri, Iowa, Illinois, 

Nebraska, Kansas and Oklahoma. 
Herman M. Kruse & Associates, 


1 Fore 
St. Louis 19, Mo. 

















DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores. 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at Present, interested in 
discussing post war representation. Address— 
one Wolff, 420 Lexington Ave., New York 
1 





ADDITIONAL LINE WANTED. 
FACTURERS’ REPRESENTATIVE covering 
the State of Florida calling on hardware, build- 
ing material and department store accounts, de- 
sires an additional well known line. Have a fol 
lowing of over 300 credit approved accounts. Cov- 
ering the State every sixty days. Address Box 
H-453, care of Harpware Acer, 100 East 42nd 
St., New York 17, N. Y 


MANU- 





HARDWARE MAN AVAILABLE, COM 
PETENT BUYER and Merchandiser heavy hard 
ware, steel, tools, agricultural and mill supplies, 
etc., with several years’ experience industrial sell 
ing and supervising. Middle aged, excellent rec- 


ord, good reason for change. Midwest preferred 
although not essential. Address Box H-455, care 
of Harpware Acr, 100 East 42nd St., New 


York 17, N. Y. 





MERCHANDISER AND ADVERTISING 
MAN—WANTED for a chain of aggressive 
hardware stores. Should be able to take full 
charge of advertising and merchandising ads for 
these stores and must be familiar with printing 
methods, including preparation and writing of 
copy, layouts, etc. The right man will have a 
good future with this organization. Statement of 
availability required. Address Box H-426, care 
of Harpware Acez, 100 East 42nd St., New York 
a Ae 2 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE BY EXPERI- 
ENCED SALES-ORGANIZATION . BOS. 
tON SHOWROOM AND By, EHOUSE . 
DUN & BRADSTREET RATED PLAN 
FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREET. 
ROSTON 15. MASS. 





SALESMAN WITH 25 YEARS’ SELLING 
EXPERIENCE wants to make permanent con- 
nection with reliable company merchandising to 
the retail Hardware, Furniture, Syndicate, De- 
partment Stores, and Jobbers for St. Louis area 
including Southern [llinois and Missouri. Can 
furnish references. Address Fred D. Allen, 7020 
Ethel Ave., St. Louis 17, Missouri. 








SALESMEN WANTED—SELL 100% PURE 
SHELLAC on Commission Basis, full line or 
side line. No priority required. Write giving 
full details as to territory you now cover, expe- 
rience, etc. Statement of availability required 
Address Box H-429, care of Harpware Acr 
100 East 42nd St., New York 17, N. Y. 





SALESMEN—WELL-ESTABLISHED EAST- 
ERN HARDWARE JOBBER desires salesmen 
to contact Retail Hardware, Housefurnishing 
Stores and Lumber Yards; also those with ex- 
perience calling on Industrials throughout Metro- 
politan Area. Splendid opportunity to join_ an 
established and progressive organization. Sub- 
stantial drawing account against a commission 
basis. Reply giving experience. Statement of 
availability required. Address Box H-441, care 
of Harpware Ace, 100 East 42nd St., New York 
17, BF. 





WHOLESALE CHICKS 
Year round hatches. 18 
Postal brings litera- 


DEPENDABLE 
50,000 WEEKLY. 
Purebreeds & Crossbreeds. 


ture. STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





WANTED TO BUY FOR CASH small_hard- 


ware sporting goods and paint store. Prefer 
location Tennessee, North Carolina or North 
Georgia or Alabama. Would consider interest {n 
larger Concern. Give Particulars. Address --F. E. 
Storey, 3700 So. Poinsettia Ave., West Palm 
Beach, Fla 





GIVE 





extra 


= RED CROSS 
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© WATCHES * DIAMONDS 

* OPTICAL, SPORTING 

AND LEATHER GOODS 

© CHINAWARE © TEXTILES 

© NOVELTIES * GIFTWARE 

if you are in need of popular, timely items, you 
need the Hagn Flyer! issued regularly, they show 
seasonable lines available for immediate delivery. 
WRITE FOR YOUR COPY TODAY 


JOSEPH HAGN COMPANY 





WHOLESALE DISTRIBUTORS SINCE 1911 
217-223 WEST MADISON ST., CHICAGO 6 





FILM-X « PROTEX 


Motor Oils and Greases 


Quality lubricants attractively packaged for fast, profit- 
able selling in 1 and 5-quart sealed cans, 5-gal. Utility 
can, 15, 30 and 55-gal. steel drums. Miscellaneous 
Farm Oils and Fly Spray in 1-qt., 1-gal. and 2-gal. 
oblong screw cap cans, 5-gal. Utility can and drums. 
Write, giving jobber’s name. 








APEX Ol PRODUCTS CO. 


th AVENUE NO 


MINNEAPOLI: 


Your cust s will di d SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally adver- 
tised in the Saturday Evening Post 
ond Architectural Journals. It pays 
to stock them. Write for information. 


SOSS MANUFACTURING COMPANY 
21779 Heever Road + Detroit 13, Michigan 




















Genui"® PJYQMES° SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
le SE -10c SET 


SAVE FURNITURE 


& FLOORS - CREATE QUIET 
Domes of Sil a 










Look for name 
“Domes of Silence" 





Insulated Cushion Glides 





For Tile, Marble, Gement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber 


f SILENCE. Inc. 35 
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Acme Steel Co. 
Adirondack Chair Co. ... 130 
American Cabinet Hdwe. “Corp... 106 
American Chain & come Co., Inc. 52 


American Chain Div. ............ 52 
American Fork & Hoe Co. ...... 67 
American Mfg. Co. ....... 2 


American Molded Products Sales 

RRR es 125 
American Thermos Bottle Co., The = 
Ames Baldwin Wyoming Co. 


Animal Trap Co. of America 137 
Apex Oil ~~ 7 Co. oiees i 
Arcade Mfg. Co. ............. 133 
Armstrong Bray 8 GR i. cccesanas 
Asco Chemical Co. .. +0 
Austin Mfg. Co. ern) 
Auto City Plating Co. i 13 
Autoyre Co., The .... 132 
B 
Baker Mfg. Co. % 
Bassick Co., The 103 
Bethlehem Steel Co. 37 
Bommer Spring Hinge Co. 133 
Boss Mfg. Co. .. 121 
Briddell, inc., Chas. D. 24 
Brooks & Sons, M. S. 122 
Buffalo Bolt Co. 33 


Burgess Battery Co. (Battery Div.) 89 
Burpee Can Sealer Co. 123 


c 
Central Rubber Products Co., Inc. 126 
Champion Hardware Co. 26 


Chicago Lock Co. 48 
Chicago Spring Hinge Co. 26 
Chisholm-Ryder Co. . 1 
Clark Co., J. R. 5d 
Clayton & Lambert Mfg. Co. 137 
Cleveland Wire Spring Co. 126 
Cole Hot Blast Mfg. Co. << ae 


Collot Supplies, A. M. . 130 
Colt's Patent Firearms Mfg. Co. 79 
Columbian Rope Co. 132 


Columbian Vise & Mfg. Co. 132 
Congoleum-Nairn Inc. 39 
Consumers Glue Co. : a 
Corbin Screw Corp. . 
Cory Glass Coffee Brewer Co. 28 
Covert Mfg. Co. _ 83 
Crescent Tool Co. ee 
Cross & Co., Inc., W. W. 103 


Damascus Steel Products Corp... 133 
Dearborn Stove Co. 18 


Detroit Vapor Stove Div., Borg- 
Warner Corp. 12 
Diamond Calk Horseshoe Co. 46 
Dixon Crucible Co., Joseph 118 
Domes of Silence 136 
Drake Electrical Works, Inc. 4\ 
Du Pont Semesan Co., Inc. 85 
Durham Co., Donald 126 
Duro Metal Products Co. 27 
Eclipse Moulded Products Co. 112 
Embury Mfg. ae” 122 
Fairmount Tool & Forging Co. 95 
Federal Tool Corp. 113 
Flex Blade Works 90 
Flexible Stee! Lacing Co. 26 
Floralife 107 
Franklin Glue Co. 137 
Fuller Tool Co. 117 
Fulton Bag & Cotton Mills 106 
General Hardware Co. 125 
Gephart Mfg. Co. 137 
Gibson Good Tools, Inc. 130 
Gilbert Clock ne Wm. L. 114 
Gilmer Co., L. 9 
Glad Ra Product Corp. 24 
Graham Mtg. 130 
Grand items P= Co. 20 
Griffin Mfg. Co. 40 
H 
Hagn Co., Joseph 136 
Hanson Scale Co. shitpanac’ 127 
Heller Bros. Co. ; 5 
Hickey Sales Co. ein 122 
Hill-Shaw Co. Pee, 107 
Hodell Chain Co. : 7 
Holley Chemical Co. : 90 
Hoppe, Inc., Frank A. 132 
Huenefeld Company, The 140 
Ingraham Co., The E. 73 


Jackson Mfg. Co. 


, 18 
— se. Mfg. Co. a Russell. 117 
” » & 98 


Judd Inc., 

Justrite Mfg. sg . 105 
K 

Kaul Importing Agency, Inc., Leo 38 

Kay-Tite Company 24 
L 

Leech Products Co. on ; 137 

Lenk Mfg. Co. 85 


Lewis Engineering & Mfg. Co., The 18 
Lindemann, A. J. & Hoverson Co. 3! 





Lloyd Products Co. ............... Il 


Locke Stove Co. ...... ; % 
Lockwood Hdwe. Mfg. wes ‘ares 5S 
Lowe Brothers Co. umag <adieen 14 
M 
Magor Car Cor — 
Malieable Iron ‘Renee Co. sak r 
Master Lock Co. . ¥ 
Master Metal Products, _ hee In 
Master Rule Mfg. Co., Inc. os a 
Mayes Brothers Tool Mfg. Co., 
Inc. . ETT ener eee 
McGill Metal Products Co. ..... i277 
McKee Glass Co. .. Sake 
McKinney Mfg. Co. a % 
Merchandise Mart, n 
Miami Cabinet Bly. NTs Philip 
Carey Mfg. Co.) ... Hy 
Midland Co. 84 
Miller, Inc., Robert E. ...... 1% 
Milwaukee Lace Paper Co. _— 
Minnesota wy! & Mfg. Co. 2 
Mortell Co., J. W. , 121 
Myers & Bro. Co. we E. 16 
National Aluminum eee ae 88 
National Brass Co. .. ass: 
National Lock Co. .. 3 
National Mfg. Co. ... 10 
National Screw & Mfg. Co. ... ! 
Nockonwood ledusteles, Ltd. 137 
Norton Lasier Co. : . . 
Ohio Products Co., The ... 2B 
Oxford Tool Co. — 126 
Paine Co., The .... Be 
Paragon Utilities Corp. 69 
Patterson-Sargent Co. ne 21 
Pearl-Wick Corp. , 3 
Perfection Stove Co. 8! 
Pioneer Gen-E-Motor 17 
Porter, Inc., H. K. % 
Premax Products Div. 131 
Progressive Mfg. Co. 
Puritan Cordage Mills 4 
Raybestos-Manhattan, Inc. (Indus- 
trial Sales Div.) . = 
Reflecto Letters Co. 130 
Remington Arms Co., Inc. . 6 
Riegel Textile Corp. 24 
Rochow Swirl Mixer Co. 5 
Roper Corp., Geo. 4 
Royal Electric Co., Inc. 9 
Samson Cordage Works 84 
Schaffner Co., Gus J. 131 
Schatz Mfg. Co. 38 
Schlueter Mfg. Co. 30 
Schollhorn Co., Wm. 48 
Sentinel Radio Corp. 75 
Shelby Spring Hinge Co. 126 
Sherman Mfg. Co.. H. B. 15 
Skillman Hdwe. Mfg. Co. 130 
Smith, Inc. Landon P. 139 
Solo Products Corp. .. 103 
Soss Mfg. Co. 136 
Southington Hdwe. Mfg. Co. 36 
ae Household meeneent 
Spradling's, Inc. 122 
Stanley Works, The 4 
Sterling Wood Mfg. Co. 44 
Sun Tent-Luebbert Co. 127 
Superior Fastener Corp. 130 
Tanglefoot Co., The 14 
Taylor Instrument Companies 7” 
Templeton, Kenly & Co. . 130 
Tennessee Enamel Mfg. Co. ..... !I9 
Textile Mills Corp. - 30 
Thompson & Son Co., Henry G. 26 
Troy File Works 130 
Turner, Day & Woolworth Handle 
GE” .aubuoameliat . 
U 
Union Hardware Co. 40 
United Wallpaper Factories, Inc. 47 
Upson Brothers, Inc. 137 


Utica Drop Forge & Tool | Corp. 129 
Utility Fan Corp. .. I 


Vaco Products Co. 48 
Vaughan & Bushnell — Co. 121 
Vichek Tool Co. ... 120 
Ww 
Walters Mfg. Co. . 28 
Warren Tool Corp. .. i9 
Warwick Mfg. Corp. 45 
Western Cartridge Co. in 
Whitlock Supply Co. . 126 
Wilson-Imperial Co. ... 7 


Winchester Repeating Arms Co. 49 
Witt Cornice Co. 20 
Wood Shovel & Tool Co., The 50 
Woodenware Products Co. coe Sam 
Worman, V. H. Associates 126 


X-Acto Crescent i ees Co., Inc. 128 
Yale & Towne Mfg. Co. 3 
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If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole’— 
you know how a 
leech sticks. 


FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson Ks. 











we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING * SALT WATER FISHING 

















AVAILABLE NOW 
for Civilian USE 
with the proper priority 


Correct design, sound 
construction and high 
operating efficiency. 





No. 22A FIRE POT 


No. 32A TORCH 


CLAYTON & LAMBERT MFG. CO. 


Torch and Fire Pot Division 














14247 Tireman Ave. ° Dearborn, Michigan 

















A steady volume seller, excellent profit 
margin. Holds 5 knives, All wood con- 
struction, finished in attractive color. 

Write for prices. 

OTHER FAST SELLERS— Potato mashers, rolling pins, house 


numbers, Jr. rifles, toy pistols, stilts, riding horse sticks, mail 
boxes, and other popular wood specialties. Send for illustrated 
price list today. 


NOCKONWOOD INDUSTRIES, LTD., Dept. A., Bloomfield, lowa 
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AUTOMATIC GRiP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out o 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., Inc. 
84 Exchange St. 
Rochester 4, N.Y 













ORDER 
THRU 


YOuR 
JOBBER 


ANIMAL TRAP COMPANY OF AMERICA 


TAs De a PENNSYLVANIA 











ba? STRONGEST WOOD GLUE IS EASY TO LISE -------------FRANKLIN/ | 













OH JIM, THIS \( 
CHAIR ‘CAME 
APART 7 
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WELL, I GUESS 
4, ( HIDE ‘GLUE 1S 
: THE ONY T THING 


“HOLD. rT? 


\(THATIS RIGHT, JIM— BLT DONT WORRY! ) 


! 
You CaN GE FRANKLIN Ziq ide GLUE! 



















FRANK 


80 HEATING 

BO RIXING 

HO WASTE <y, 
WO CHILLED JOINTS 


THE FRANKLIN GLUE COMPANY 
Columbus 3, Ohio 
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u >. door handle; slots permitted 
| a it to be raised or lowered. 
| y / } The bar, on the back of the 
=", door, rested on a prong pro- 
jecting from the escutcheon 
through a hole in the door. 
| When the escutcheon was 
—_ en j raised the latch bar was 
released from the keeper. 
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“EVEN | KNOW IT'S EASIER 
TO DRILL A ROUND HOLE 
THAN TO MORTISE A 

SQUARE ONE" 





1944 War Housing Calis For 
DEXTER-TUBULARS ‘| 


The spirit of independence, that characterized our country from its 
earliest days, is found in American ingenuity to continually devise new 
and better ways of doing and making things. The origina*ion of Tubular 


Locks and Latches, some twenty years ago by Dexter, 1s a big step 
forward in Builders’ Hardware. Its many aivantages, the simplicity and 
speed of its installation have gained incrvasing popularity for Tubulars. 


Dexter Tubulars are backed with a written Lifetime Warranty. 
t U a U LAR Now available in limited quantities as provided by Government 


regulations. Our regular established dealers served first. Write for your 


LOCKS end LATCHES wee pred meres Catalog, showing hardware conforming to 


Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 
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Deluxe-oversized roller 
of the finest pure wool 
carpet. Invisible seam 
assures smooth applica- 
tion without bumps or 
holidays . . . Complete 
instructions for use and 
care of the RED DEVIL 
ROLLER PAINTER are 
printed on the inside of 
wrapper. 


A new, fine quality painter's rol- 
ler with that “sell on sight” ap- 
pearance. The superior roller- 
carpet permits use with oil paint 
as well as modern cold water 
casein and phenolic resin paints. 
The RED DEVIL No. 89 is per- 
fectly balanced — handle de- 
signed to properly fit the hand. 


Write on firm letterhead for com- 
plete details. 
LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U.S.A. 


Creators of the genuine 
RED DEVIL Roller Stippler 








ROLLER PAINTER No.89 
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ANGES * STOVES * OVENS + HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO; 
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